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MILflANK Tr.AIliMG CO., OF CONN. INC. 

175 Gt5Crt.'.v;CH AVENUE 
GREENV.’ICH.COKM 00330 
Ta! (?03) 869-0762 



October 197^ 


Dr. Hanes 

1?U09 Korbrook Di’« 
oinejr^ Kdo 2083.2 

Doar ]!).r» Hanes; 


Thank you for your interest in Scotch Whisky Investments. 

AS requestedp I have enclosed material which provides basic 
infoivnation and hopefully answers some of the questions you 
might have on this subject. 

f ' 

/ 

After digesting the material, should you have quootions vrhich 
aren't co.vered, please foel froa to contact me by phone or 
maii. I'll be in touch with you within a week or two to assist 
you in any way possible in making a decision regarding Scotch 
\‘,'hisky Investment. 


Sincerely yours. 


j,R. Clenents 


Sales Representative 
Milbank Trading Go. 
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MILBANK TRAOING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH. CONN. 06830 
Tel: 1203) 869-0762 




October 20, 1 971 


Memo to all Representatives 
From: Albert J. Deeb 






pjou 




'■ A-'cr . i 

The following information may be submitted to your clients so that 
they can check our credentials, 

Milbank Trading Go, of Conn, Inc. banks with the Putnam Trust Co., 

Greenwich, Conn. (203)869-3000, Mr. Lloyd Heberling, Vice President 
administers our account. 

( *We are presently recorded with the Connecticut office of Dun &. 

Bradstreet, 900 Church St., New Haven, Connecticut, The telephone 
number is (203)772-1 570. Mr.._Tate or Mr, Smi th will be happy to 
Vanswer any of your clig pt inquiries. AO-\ 

/^e\are also members^of the Better Business Bureau, Metropolitdn^i 
^\i^Are^ (21 2)349-04 75^ *' ~ • " ' 


Sincerely, ^ ^ 


Albert J. Deeb j 
President 1 
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MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tel: (203) 869-0762 

The .Scotch Whiskey Industry has traditionally lived in fear of over- 
production and consequently the tendency has been to under-estimate 
future requirements. It has .just been announced that twp of the 
largest distillers, International Distillers and Vintners and 
Distillers Company Limited, are each building new distilleries with 
a view to doubling capacities. This is obviously a sign that 
earlier estimates for future requirements have been too low. 

I 

We- ourselves think that this expansion will once again be inadequate 
to meet the demands that will grow in the future -- to quote a com- 
parison we have used before, a’ modern automobile highway takes more 
than two years to plan and mpre than two years to build. As soon as 
it is open to the public fit is inadequate to meet the requirements 
of the unanticipated increase in traffic -- Scotch Whiskey cannot be 
used until it has matured for some years, so that the output from 
these new distilleries will not be incorporated into blends for 
distribution until at least 1976. _ i 

Until that time, the Industry has to make do with its present 
capacity in the face of ever-increasing demand; this relative 
scarcity will greatly enchance the profits of Investors who had the 
foresight to acquire Scotch Whiskey Parcels. | 


Special Note .; As we go to press today (19th January) the London 
Financial Times and the Wall Street Journal publish the latest 
figures for Scotch Whiskey sales. The last reported month of 1970 
shows a 40% increase in volume over the same month of 1969. 

This represents an accelerating trend as the year to date had been 
running at a 20 % increase over the previous year. 4 ., 


THE DATA SOURCE FO.R THIS REPORT IS THE WARDEN WALKER, WORLD-WIDE 
INVESTMENT COMPANY OF LONDON. 





MILBANK TRADING CO., OF CONN. INC. ' 

175 GREENWICH AVENUE 

GREENWICH. CONN. 06030 I 

Tel; (203) 869-0762 ' 

A SURVEY OF SCOTCH Id "SEVENTY" I 

i 

As we enter the second year of the "Seventies", it is a fitting 
time to consider the progress which our Industry made last year, 
and to compare this progress with our year-old predictions for 
the decade. 

( 

I 

INDUSTRY'S PROGRESS IN 1970 j 

As we predicted, throughout the year the sales of Scotch increased 
dramatically. They are now running 22% above the previous per.iod 
in the export field, which is the determining factor for the 
Industry. The Industry is now confident that this trend will con- 
tinue for as long as we can see. In fact, it is most probable that 
Scotland's "liquid gold" will more than double its worldwide con- 
sumption by the end of the "Seventies". 

The, leaders of the ' Industry , such as Johnnie Walker and J & B Rare, 
are already confirming our predictions by their recent announce- 
ments that they are investing great 'amounts of capital in order to 
double their production facilities, contemplating a further boom. 

THE AMERICAN MARKET ; 

As we predicted, sales to America - the largest market for Scotch - 
have increased at a greater, rate than ever before. 1970 saw a 15% 
increase in exports to the United States and the signs are that thin 
progress will continue. 

Economic Associates Limited, a respected body of economists, in a 
recently-published report, further predicted that by the end of 
1979 the U.S.A. would account for 54% of the total Scotch Whiskey 
exports, 

SIGNS OF SCOTCH SHORTAGE 

We have for a long time been confident that by 1972 there will be an 
acute shortage of mature Scotch (Mr. Ian King, a Director of Inter- 
national Distillers and Vinters, who is responsible for the produc- 
tion of J & B Rare, recently confirmed our point when he stated 
that there could be a shortage of Scotch when the 1968 makes become 
ready for blending) This, of course, will benefit Investors in 
this conimodity. 


i 

J 
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MILBANK TRADIKQ CO., OF COWM. IWC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06030 
Tnl (203)009 0762 


■|■o(l!ly'»l Record Record! 

The l.oiulim h'in-.incinl Times (29ih January, 1971) 
uiid the W.ill .Street Journal repurtcil im ilie sale of 
.Seiiteh Whisky for 1970, It achieved an all-time 
tetord. In exports only, the total sales were 
^59•l, COO, 000.00, an increase of lO'X, over the 
previous year. 1970 was a yeiir of distress, economic 
recession in several countries, vast slumps in 
stock markets, and linancial stagnation in most 
industries, {W'hiit other iiultistry iiiii haust thot its 
Stiles increased in 1970?J 
This If)",’, gain in 1970 comes on top of a 200'',', 
increase over 1960, showing a compound average 
of bettor than 10*;-„ per year. In spite of the recent 
recession, the 1960's were n decade of general 
growth, but what other industry can boast that it 
trii>Ied sales in the past decade? 


rRICli/AGR RGI.ATIONSIIIP 
Per Original Proof Gallon as at 31st March 



* 


Ratio 

Year 

New 

d-Ycar-old 

4-Ycar/Ncw 

io?! 

$2,20 

$'1.66 

211":, 

1970 

2.06 

•1.30 

209",, 

1969 

1.90 

3.90 

206"h 

1968 

1.86 

3.60 

191",, 

1967 

1 .96 

3.18', 

163";; 

1966 

1.96 

•1.30.'. 

220'?:, 

1966 

1.96 

5.28', 

270",, 

1961 

1.92 

5,00.j 

261';,, 

1963 

1.H9 

3.'13 

181" . 

1962 

I.H9 

3,26.', 

172"., 

196! 

1 ..69 

3.181 

168"., 

1960 

l.(i|) 

3.961 

209';,. 

Avcr.apc 

<1.96 

$'1.00i 

205';.;, 


'I'his chart shows that the Volume of Sales and 
the Value of Rxiwrts has been on an ever- 
increasing trend. Furthermore it shows that value, 
since the 1960 cycle, is increasing faster than 
volume. This rcad’irms the belief that iScotch 
benefits from inflation whilst, it docs not sulfcr 
during deflation. 



in-SULTS OF THl: PAST 21 VHARS 


($10,000 Iiivchtcd cncli year sinec l‘MH in New Scotch Wliihky I’arccis (Malt and Grain) Profitt made by 
selling Wliiblty I’iircch 4 years later. Prices as at 3)st March each year.) 



$10,000 IIGUGIIT 



_S0Ln_ 
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Price 

I’ricc 


Less 

Net 

/n 

Year 

Year 

No. 

Per 

Per 

Total 

Accrued 

Received 

Net 

SoUl 

Dougin Gallons 

Gallon 

Gallon 

Received 

Rent 

In Cash 

Profit 










1971 

1<>67 

5102 

$1.96 

51,65 

$23,724 

$1,020 

$22,704 

127% 

1970 

1966 

5102 

1.96 

4.30 

21,938 

1,020 

20,918 

109% 

1969 

1965 

5102 

1.96 

3.90 

19,897 

1.020 

18,877 

17,706 

88% 

19(iH 

I'Kil 

520H 

l.‘>2 

3,60 

18,748 

1,012 

n% 

l'.)(i7 

1'I63 

52')0 

I.H9 

3.1H1-. 

16,848 

1,058 

15,790 

58% 

19(i6 

l')62 

5290 

I.H9 

4.301 

22,773 

1,058 

21,715 

117% 

196') 

1961 

5290 

I.H9 

5.281 

27,957 

1,058 

26,899 

169',':,- 

1961 

1960 

52’10 

1.119 

5.00 i 

26,476 

1,058 

25,418 

154% 

1961 

1959 

5290 

1.89 

3.43 

18,144 

1,058 

17,986 

16,160 

71% 

1962 

195H 

5290 

I.H'J 

3.251 

17,218 

1,058 

1,078 

62'X, 

1961 

1957 

” “ 55';0 

1.85i 

3.181' 

17,167 

21,317 

16.089 

01% 

r%o 

1 956 

55>K) 

I.H5i 

3.951 

1,078 

20,239 

102% 

I'l-iO 

1955 

5494 

I.H,! 

5.12‘ 

29.228 

1.099 

28,129 

181% 

I9'/H 

1954 

5iW 

1.(151 

7.2'(1 

49, 3.10 

1 ,078 

38,242- 

282",, 

1967 

1951 

49(.2 

2,01 j 

H.ooj 

42,6'(8 

99 J 

41 . 705 

317';,,' 

19')6 

1952 

449.1 

2,22.1 

6.73 

30,469 

899 

29.570 

196'X, 

1 . 

1951 

'i602 

1.78! 

5.47 

30,642 

1,120 

29.522 

195';;. 

1 ; 1 

19.0 

54 i 1 

1.(14 

5.32 • 

26,903 

1,086 

27,822 

178'^/;, 

|9ll 

1910 

1616 

2.75 

5.161 

18,779 

727 

18.052 

HI",, 

19'..’. 

' 19IM 

I'iOH 

^85 

6.531 

22,324 

701 

2A22-9 

I5Z2;.. 



Average returned on 510,000 Parcel held 4 years then sold 
Average Net Profit per aimutn 

t ' 

$23,739 

137",, 

34"„ 


C’urrctK OuolBdfHis, U.S. Dollar Market 


Age 

Price per original $1,0(X) 

New 

81,000 

l•ye.•lr•ttld 

81,100 to $1, 200* 

2-ycur-oId 

$1,200 to $1,350* 

• 3->ear*old 

$1,350 10 $1,740* 

4-year-old 

$1,740 to $'2,250* 

.5-ycar-o!d 

$2,250 to $2,600* 

6-ycar-old 

$2,600 to $2.900« 


(*uccortJii)s In cx-iet ate unit compnnlion) 


DATA SOURCEi HARDEN WALKER WORLDWIDE INVESTMENT 
COMPANY, TRAFALGAR SQUARE, ENGLAND. 

JULY 1, 1971 
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rT^tr- ■^^'1 f I rrx ic: 


’/Utj!^^. 


4 . ComMnwMs' uti ', 

•? ; 

Tnift IJcpprJiiK'i!)’ 

THg ^ _. ^ ^ . 

I TUii' M . . l* i t I ’.— f ^ '> '\ , * 

Li*"" Li:.L“^ J 

MSW ) — 1A\/Er^ 

Ey!AT2C2K!AL' 


v.*4 r .:?/. ; "i:*! 


T/irrc /ruw’5£; If you h.'ivc u instc 

1(11 i!ic iint'simcut .tsiiccis of Scofrh, ilicrc 
iirc ilivc'c ivays you can invest: . 

□ You can take your Scoich suai^lil— buy 
it as a connuodity I’lnurc, hold it for apprC' 

( iation, and sell fovcapilal ;tain profits after 
SIN months. 

n AViili a niiniiiiinn purcliasc of fiOO gal- 
lons, S'ou can buy a parcel of neiv Scotch 
eath year for four consecutive year.s. At the 
end ol lour year.s. the first hatch is ready lor 
hlcndingaiid irarling. You can (hen cNpiind 
your holdings by trading ' your mature 
Stolch ioi raw fillings in direct ratio to 
the market pvice.s for each without paying 
out any more money, vet gcitinti a taN-free 
CM'h.intiC on, your .Scotch invest mciit . 

" You can buy raw fillings for four con- 
secuiive yc.irs. Instotid of trading your- 
mature whiskv for a larger amount of raw , 
Idlings, you can cNchange it for the mottc- 
tarv 'c(]uiv.'ilcnt of the first year's lot atid 
pocket the cash .difference between the 
dollar value of new whisky and the kind 
Von ( an bell down. 

■| be Iasi two mclhods itm give yon an 
annual dnllai icititn iivcr.iging 2.'’>‘s,, of 
viiiir tapiial outlay. :is our illu.siraiion be-^ 
low points tiji. In both c.iscs. your original' 
invcsimeni lomaiiis intact dollanvi.sc. al- 
though the last tcchnitiue give.s yon inime- 
•diate rash returns (in addition to apprecia- 
tion) after the four-year w.aiting period.. 

Tax Picture: ^Vhen you .sell your .Scotch 
after liolding it for .six months or intitc 
(normally after four ^ears). it’s nice to 
know th.ai no matter how high your tax 
•bracket may be, you’re going to jiookct most 
of tilt: piolit in the form of cajrii.il gain.s. 
'I'liire is mi tax tin the inc r ease in value 
iiiiiiT a s.ih l^ ijuide , Him ii like the .paper 
jiioftt in the stoi k market. Unlike the .slock 
iii.irkct, howeser, there is neither a transfer 
Itix nor :i biokcrtige fee. I he piofit finally 
K.ili/til is ite.md as long-term iapil.il g.iiu 


article .show.s you the power of capital 
gains.! ’ 

These de:ds arc worked out in ('.le.ii 
Britain. I'lie piiiure sve’vc given yon is 
the jKi.sition ol ,1 lb S. investor niidci 1 . S. 
tax law.s. It’s even better in ruiiain, siin'C 
you, won’t have to pay any British tax .it 
all if yon arc not a resident of Great Britain, 
tire not in business there, or do not allow 
any British firm to hold the whisks' lor sani 
in it.s ou-n name. (Normally, the whisks is 
government warehoused in your name.') 
Iiiteinal lleveime won't even get .iftcr vou 
for any inicrc.st c(pi,ili/..'ition tax. since it 
doesn't tippb H' the purcliase of inniiainrc 
.Scotch. ^ > I 

-. How tdoTM'j Cau Doiililf ill Four Veoc.s; 
ilerc’s an cx.iinplc of how your invc.stmcnt 
can double your money in four years: 

(Ui«t nf iit-s( main filliiiRs I 

(tiHui-i.cfiii i-.iis. !u .d-T.'i) fz.intinti^ 

,Sini«);i- iliiirRc.s (.11 -I II' If 3 rnst: 
prr \>i-rk far ■) yr.m (a..Sf 
ascr.tRC X 20K) 11. -It 

liiMirniii'c , 

((.('III i.il -tv lii-r mit, per yViir 

(lit! s It'IXI s l| 

( t iili- • 1 tlj',’!, I'f ilw value nt ilw 
(vtli^l'V liiin-t l.:i years tin -t y<*ar 
lenii rliaiRi' (1.'-’' -s .Sg.ltW X l..‘l;) .Sl.lM 

Cask o'sis (III liiiit.s .St ?2t.<>a) ••• 

I mat I ("I "( I'lirili.ise S'-'.-t'S'.’ :i i 

.Sate I'vice ut mauitc (;r.sin 

(litli't-l.CtX) pals, ai ?'>.I0) ,,, ,Jfi. 120,00 

Ct.isk crisis refaiul 2 s0.00 

Gross Sale I’rirc SOSm.M 

Net I'rnfiis tii fere las ,....$1,11/7.05 

I.i-<s IJ..S. rai'ii.il Rains lax OOO-'l * 

■t.ycar I'lofil en .$2.S82 Invest. on'inoi 

Total V.iliie nf Invcsiineiu in 
.Srnieli in Vinir Yeai.s (liss 
cask costs icfunileil) li'.k)2r_ 


2,oo.‘)a-i 


$:',iso.,5? 


VitjaUs! Don’t allow iliis example nf the 
profit polential to cloud your jiulgmeiii. 
Give the following .some .sober ilionghi: 

□ !'(ni can’t drink your Scotcli. If the 
honoiii f.ilks out of tlic market, y.'.. .s 
.slink even with this litpiid ins'c.siincnt. 


■ I'j 


yy-f. 


By JAMES T, PRIOR 
Business Writer 


Scotch is- more of i liquid 
asset than you might have im- 
agined. 

Buying, new raw Scotch 
whisky and ho._.iig, scliing, or 
trading k has produceda 
profit every year without ex- 
ception from the end of World 
War II with gains averaging 
better than 25 per cent a year. 

The Scots have been distill- 
ing whisky for more than 500 
years and Scotch whisky can 
only be made in Scotland. 
Scottish lasv requires that the 
whisky be aged for a mini- 
mum of three years; and none 
can be exported to the United 
Stales unless it has been in 
storage for four years. The in- 
vestment gain is in the aging 
process. 

Some Scotch whiskies are 
aged up to 25 years, This dor- 
mant inventory has to be fi- 
nanced and there arc many 
avenues open to the industry. 
In the last 10 or 12 years the 
small investor has been able 
to join the group of backers 
which had been confined to 
Swiss banks and investors 
such as the late Joe Kennedy. 


$1,500 A Year 




THE HECORD, TUESDAY, JUNE 15, 1971 




No Brokerage Fee 


Since World War II, the 
worldwide demand for Scotch 
has grown so rapidly (during 
the period from 1955 to 1969 
world consumption of Scotch 
increased from 14 million to 70 
million gallons per year) that 
Uic investment base for 
needed capital has expanded. 
Now you can become a Scotch 
investor for as little as 51,500 
a year. 

It had been the practice for 
years that an investor had to 
get the raw Scotch, barrels, 
insurance, and warehouse 
space himself. Now whisky In- 
vestment companies do all tte 





work and quote a client one 
price for everything, 

Such a broker is Jack Roes- 
ler of Hillsdale, who together 
with Major Rudenzey of Hills- 
dale and Louis Conte ofBcr- 
genfield, operate RRSKl Inc., 
from Conte’s Fair Lawn of- 
fice, Roeslor is also associated 
with Sage Consultants of Ir- 
vington, 'mutual fund brokers. 

‘"hierels no safer invest- 
ment," he claims. "At the end 
of the four-year period, you 
can exchange the matured 
Scotch for raw Scotch, or fill- 
ings as the new Scotch is 
called, on a 2-for-l basU, and 
begin again with twice as 
much Scotch, or you can sell it 
at the end of four years for 
capital gains profit. And there 
is no tax on the increase i.n 
value until a sale is made, just 
like the paper profit in the 
stock market." 






of $121,91 and one payment of 
$121.97, The total interest 
charge would be $47.25. • 

Your $1,500 would bring you 
$3,000 in four years, based on 
past performance, R o e s 1 e r 
says. 

Unmatured whisky is the 
newly distilled malt, 'blend or 


grain. Malt is the fundamental 
ingredient; its robust and dis- 
tinctive flavor is what distin- 
g u i s h c s Scotch from other 
spirits. Zero age blend, or raw 
whisky, represents the mar- 
riage of malt and neutral 
grain at the point of distilla- 
tion. Distillation of malt is a 


time-consuming and highly in- 
volved process. 

.At maturky it may be Ixit- 
lied without further blending. 
Grain’s primary function is to 
serve as a dilutant to the more 
powerful and heavier malt. 

Aging and m a t u r i n g in 
wooden casks is done under 
strict regulation. The casks 
are number e d and stored 
under the supervision of the 
British government’s Customs 
and Excise Department. When 
an investor buys the whisky, 
he .actually purchases a spe- 
cific. segregated quantity of 
Scotch in casks. The casks are 


then registered unde r hl« 
name. 


If you purchased 1,200- gal- 
lons at $2 per -.gallon back in 
1560, you’d have paid $2,400. 
Storage charges tsr four years 
would have b«3a $274.56; in- 
surance, $130.51; the casks. 
$288; for a total $3,093.47. 


The sale in 1S&< would have 
brought back to you SG,240 or 
S5.20 per gallon. A refund on 
the casks of 5316 would have 
brought the gross sale price to 
56,456. Thus the net profits be- 
fore capital gains tax would 
have been $3,302.53 — more 
than double your money in 
lour years. 


Suppose you ^}wcst tri ocotoii luluskyy . . . • 


Unlike the stock market, 
however, there is neither a 
transfer tax nor a brokerage 
fee. The profit finally realized 
is treated as long term capital 
gain, which means that no 
matter how high your tax 
bracket may be, you get to 
pocket most of the profit. 

Roesler sa,ys he is recom- 
mending Uie Scotch invest- 
ment tor people with small 
children as a college educa- 
tion fund and to others as a 
retirement fund. 

■As an example, a 5(X)-gal]on 
purchase would be $1,500. Y’ou 
would pay 10 per cent with the 
order, or $150. Thirty days 
later when the papers come 
through, you pay another $150, ' 
and 30 days alter that, another 
$150, for a total $450. The bal- 
ance of $1,050 can be financed 
through a bank in nine 
months, with eight payments 


. . .or in aulograplis or coins or oil explorations. 

'Can such ojfdmt inveshncMs really nclyou as natch as S0%? 


P Lii.N'TY 01-' i‘Koi’1,1-; sink tlic’ir savings into 
Scotch whisky, but most do so one drink at 
a time. A small m.inorily, however, buy it by the 
barrel and never toiicli a drop. They do it for 
money, speculating in Scotch bought wlhle it’s 
still "green" and c.v'pccting to sell it at a hand- 
some profit after it ages. What gi\’cs them faith 
is tlic fact that four-ycar-'ald whisky, on the 
average, -has bi'cn woitli roughly twice as much 
as newly distilled Scotch during much of the 
last two decades. 

An)'one wlio slnu’cs the faith and has a few 
thousand dollars can play the game. Through a 
broker, you buy casks of zero-ago Scotch stored 
in a govcrnmcnt-.supcrviscd warehouse in the 
United Kingdom, lake out insurance against fire 
and other calamities, then sit light. At the end 
of three or four )'cai's, po.ssibly longer, you sell 


out, cither using the proceocks to buy still more 
zero-age or older whisky, or pocketing your 


gains. Profits aren’t la.xahle in Great Britain un- 


less you live there, and they arc considered to 
be capital g.iins here. 












1 
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1. What is Scotch Whisky Investment? 

Simply stated, investing in Scotch ^-Jhisky is bcying a parcel 
of Scotch whisky which is rav.’ 'newly-distilled) ; owning while 
it remains and matures in a Government Bonded warehouse for 
up to 48 months, then selling it for capital gains. Mature 
parcels have always been worth more than raw, parcels at any 
given moment for the past 150 years. Therefore, Scotch 
vrhisky Investment has proved itself to be quite attractive. 

The report on the foliov.’ing pages attempts to disclose a 
full presentation of facts which the cautious investor re- 
quires in order to profit: by placing part of his capital 
into Scotch Wbisky Invesement . 

2. Introduction 

Investing in Scotch whisky as a commodity has given many indi- 
viduals high capital gains for the past os. .-hundred and 
fifty years. A letter in 'the files of the Warden V.-alker Worldwide 
Investment Company, fro.m an elderly .American investor in the 
State of Connecticut, says, in part: ‘ 

"As .my father did before .me, I have been investing in WTiisky for 
the piast 50 years. <My family and I have been buying new Whisky 
almo'st every year for the past. 100 years and selli.ng it as it 
becomes mature. We have often made unbelievable profits and in 
bad years we never made less than 10 percent. ' • 

A leading American business magazine, reviewing this type of 
investment, reported; '"The only sure way to earn 10 percent on 
your money is to buy Scotch by the case. ' This crack, which 
used to turn' up in the routines of nightclub comedians, today 
comes pretty close to describing a real investment opportunity — 
one that is also available to non-drinkers." 

"Investing in Scotch meams investing in the liquor in casks in 
warehouses in Great Britain. Typically, the investor holds it 
over a period of years while the Scotch ages and thereby be- 
comes more valuable. The industry in Great Britain had always 
financed this operation by selling the green whisky to indivi- 
duals with capital and then buying, it back at a higher price 
when it is sa lea lie in the U.S." (Fortune Magazine) 

3. Scotch I'/hisky as a Commodity for Investment 

Investing in commodities for profit and for the preservation 
of capital against inflation and devaluation is, of course, a 
well-established practice throughout the world. There is 
active trading in a great variety of goods from metals to 
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frozen pork bellies. Trading in spirits is one of the oldest 
economic activities in America. Indeed, as the Wall Street 
Journal remarked, there are four companies in the liquor 
business today which started dealing in spirits while the 
United States was still in Thirteen Colonies. 

For many generations, trading in spirits was conducted by a 
relatively few professions in Scotland. However, in the past 
20 years, the number of private individuals all over the world 
investing in Scotch Whisky has been increasing sharply 
every year. Now it may be said that there arc o'wners of 
Scotch V.Tiisky Investment in every State of America and every 
country in the Free VJorld. Mostly by v/ord of mouth, individuals 
from Alaska to Zambia have come to expect capital gains by 
investing in Scotch whisky, holding it as it ages, then selling. 

4. Distinction Between Securities and \-7hisky Investment 

In investing in securities, generally one buys a share of a cor- 
poration and relies on the. ability of the management. In invest 
ing in Scotch Whisky, one actually buys a specific quantity of 
Scotch (generally freshly distilled, always dated as to the 
exact date of distillation) in specific casks v;hich are speci- 
fically marked for the owner and stored under Government 
supervision until such time as he chooses to sell his vrhisky 
Parcel. 

5. The Economic Nature of Scotch Whisky Investment 

Under British Law, Scotch T'Jhisky must be aged in Government 
Bonded Warehouses for at least three years before it is allowed 
to be offered for consumption as Scotch. Under American Law, 
no Scotch Whisky is allowed to enter the States unless it has 
been aged in British Bond for at least four years. 

Scotch is distilled by 130 distilleries, each of whose product 
differs from all others in varying degrees. Virtually all 
bottled Scotch is a blend of "single" Whiskies from as many as 
40 distilleries which are blended together to produce the 
finished products. There are a great number of blenders and 
relatively few distillers. Some of the biggest blenders and 
brand names do not own a distillery and every distillery which 
owns a blend has to buy "singles" from other sources in order 
to meet its blending needs. Thus, an enormous amount of trading 
takes place. within the industry. 

It should also be pointed out here that the Scotch Whisky 
Industry is unique in that it is probably the only industry 
which sells everything it produces. All Scotch is distilled 
only "by programme" (that is to say, after it has been ordered). 
Thus, there is never any unsold Scotch on the market and no 
distiller ever has to "dump" his product the way Henry Ford 
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had to "dump" the Edsel, for example. Furthermore, there 
is an old Scottish expression which says, "Although some may be 
better than others, there are no bad Scotch l-Thiskies". This 
proverb means that all Scotch Whisky is useable r even if one: 
batch may not be desirable by itself, that same catch will be 
valuable for blending into a beverage which will, be desirable 
and sold at a profit. 

Because Scotch must be aged, a tremendous amount of capital 
becomes tied up in inventory. This inventory must be financed. 
This inventory is financed generally by a combination of the 
Bxender s own capital, bank loans. Stock Exchange ^financing, 
deals with institutions such as Pension Funds, and sales to 
private investors. By selling inventory to private investors, 
the blenders enjoy a three-fold advantage; they realize cash 
with which to carry out their routine business operation, they 
make a profit on the sale, and they are able to avoid high 
interest charges. 

As it ages and matures in wooden casks in Government Bonded 
Warehouses, Scotch Whisky increases in value. Obviously, the 
closer it is to the day when it reaches the blending market 
and the wholesale and retail ir.arket, the greater is its inherent 
value. 

This increase in value relative t.o age is the secret of the 
profits in Scotch Whisky: a four-year-old Scotch Parcel 
averages to be worth more than twice as much as a new Parcel 
at any given moment. Prices and price relationships change, 
as in every other market, but the one unchangeable fact of life 
is that, at any time, no matter v;hat happens, a fully mature 
Parcel is worth more than a younger one. 

6. Worldwide Trends in Scotch Whisky Consumption 

Worldwide consumption of Scotch Whisky has increased every year 
without exception since production was resumed after the end of 
World War II. The rate of growth in sales of Scotch has 
astounded even the optimists. 

Scotch is sold virtually throughout the entire world. America, 
the largest market for Scotch Whisky has been growing spec- 
tacularly both in volume of sales and as a percentage of total 
spirits consumed. Just twenty years ago, it was consumed only 
in a few of the major U. S. cities but now Scotch is a house- 
hold word through all the States and it is growing faster than 
Bourbon or Rye or the American Blends. This trend will con- 
tinue, as the largest Bank in the world, the Bank of America, 
remarked in a special report on the Distilled Spirits Industry; 

Total consumption in the next few years can be expected to 
continue on an upward trend as the 20 million children born 
during the war and early postwar period reach their majority. 

Per capita consumption will probably continue upward also, 
in line with a 7 year trend. This, factor, coupled with the 
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growing population is certain to expand total consurrption . " 

(See Distilled Spirits Review and Outlook published by Bank 
of America.) 

All of the major markets have been increasing as a glance at: the 
chart will reveal. But the most spectacularly encouraging trend 
is in the non-English speaking world. This represents a • 
broadening of the worldwide market for the product and gives it 
a healthy basis for further diversification and expr-nsion. 



There are many factors which indicate that worldwide consum- 
tion of Scotch Whisky will continue to increase: Rising 
world population, increasing disposable income, greater 
leisure, energetic salesmanship of the industry, the favorable 
attitude of the British Government towards dollar-earning 
exports and other factors are extremely encouraging to those 
who have invested in this billion-dollar industry. 

"The latest (worldwide sales) figures illustrate more forcibly 
than ever that a taste for Scotch WTiisky follows prosperity 
and that demand for Scotch throughout the world is nowhere 
near saturation." 

The international treaty covering Import Duties (the so-called 
"Kennedy Round" of GATT, General Agreement on Tariffs and 
Trade) relative to U.S.A.', Great Britain and the Common Market 
countries, has set in motion a gradual reduction of import 
duties on Scotch Whisky. By 1972 American Import Tariffs on 
Scotch will be reduced by 50% and in the Common Market, the 
recJuction will also be substantial. These tax reductions v;ill 
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certainly help to increase the sale of Scotch in these two 
big markets. 

The latest figures available indicate that Americans consiame 
about ih gallons of Whisky per person per year and that 
Western Europe consumes about .4 (four-tenths) of a gallon. 
Consumption in Western Europe in the post-war years has been 
increasing sharply; if Western Europe catches up to the 
level of American consumption per person then the demand of 
those countries would actually cause an acute shortage. The 
Industry is becoming more aware of this tremendous potential 
and is increasingly promoting this market with advertising, 
Official Trade Missions, personal visits, etc. While we 
cannot accurately predict the ultimate growth of this market, 
we are extremely optimistic. Even General de Gaulle, who 
was never noted for his affection towards things British, 
remarked at a German meeting, '.'Scotch Whisky appears to be 
capturing the world". (Reported in "Der Spiegel", August 14, 
1967 , page 20 . ) . 

7. Production-Consumption Relationship 

While the "bulls" are saying that worldwide ' consumption will 
double by 1973, the "bears" are saying that there is too much 
production. As a matter o£ fact, bearish opinions have been 
expressed in the trade for many years. Therefore, it may be 
appropriate here to mention certain basic incontrovertible 
■facts regarding consumption and production: 

1) Scotch production is at an all-time high and so is 
consumption. However, today's production cannot be 
offered for consumption until it has aged for several 
years. (Blenders do not reveal the age and composi- 
tion of their blends; but the general opinion in the 
industry is that the average age of all Scotches sold 
is about five years.) Therefore, today's consumption 
should be compared with the produc tion of five years 
ago. Five years ago production seemed alarmingly 
high to the "bears" and yet history proved that they 
were wrong as the industry went on to break all 
previous sales records. 

2) While production is at an all-time high, it should be 
remembered that Scotch is distilled to meet the orders 
and requirements of cash customers, the blenders. 

The blenders pay hard cash to have distillers distill 
for them. If the J. & B. 's and the Cutty Sarks did 
not expect to break new sales records within the coming 
few years, they certainly would not be paying hard 
cash today to build greater inventories of raw whisky 
to age .. .A journey through Scotland or a reading of 
the trade journals reveals that all the major blenders 
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a-e spending hard cash to expand their blending and bottling 
Capacities. Money talks: and what Scotch monev f the hardest 
ot all hard money) is saying is that the future" will be 
tetter than the past ... Indeed , the Scotch Whisky Association 
wnich embraces more than 90% of Scotland's distilling and 
olending capacity, sent a letter to all Members of Parliament 
stating that the industry has set itself a target of doubling 
worlo sales of Scotch by 1974. It is entirely possible that 
t.:e coming cycle of demand for Scotch may well, again ^ind 
an acute shortage of aged Scotch and will therefore nlace 
owners of the commodity in a most favourable position. 

B. Ready Marketability and Availability of Price' Quotations 

market for Scotch Whisky of all ages, from 1-day 
old tD 32-years old. The keenest market is for Scotch which 
.meets the legal miniraimn age requirement for the largest 
(America), that is to say the 4-year-old market. 
Therefore, from a profit point of view, one should invest in 
new Scotch with the _ objective of holding it for 48 m.onths in 
order to derive maximum capital gains. 

Therefore, there is, .no established Whisky Exchange such as. a 

• The market more nearly resembles the American 
Over-the-counter Market. Concentrated in London and Glasgow, 
this market operates throughout the' world by telephone, cable 
and air>-mail. • 

9. The Two Types of Scotch Single V?hisky 

Although there are 130 distilleries, there are only t\vo 
different methods of distilling Scotch: the "pot still" which 
produces Malt Whisky and the "patent still" which produces 
Grain Whisky. The "pot still" method has been in use, 
unchanged for many hundreds of years, while the "patent still" 
method is less than 150 years old. While both use basically the 

the structure of the still and the treatment 
or the barley, etc,, produce two highly different types of 
vvhisky. By itself, neither of these two is commercially 
acceptable to the world market, "Malt" being too "heavy" and 
being too "light" for most consumers' tastes. Over 
100 years ago, it was learned that blending mature Malt with 
mat^e Grain produced a blend which was highly acceptable to 
worldwide consumer taste. There are more than one thousand 
blends owned by blending companies and they all keep their 
formulas secret. But it is known by everyone that all blends 
contain both Malt and Grain. 


Malt is more expensive to distill than Grain and consequently 
trades at higher prices than Grain. From an investment point 
of view, the markets in Malt and Grain run more or less parallel 
•in the long run although there, of course, are relatively 
short periods when one or the other shows a higher rate of 
return. Both Malt and Grain have their partisans but, over a 



ft- 


-7- 


J 


long period of time, both have fared equally well in terms 
of profits. 

10. Documents of Ownership 

When you buy a Whisky Parcel, it is already in a Bonded 
Warehouse under Government Seal and is the property. of the 
seller. Upon receiving your payment, the seller issues a 
"Delivery Order" to the Warehouse instructing the VJarehouse, 
which is the only Government-licensed Registrar & Transfer 
Agent, to transfer ownership from him to you. 

Tne Delivery Order" is made out in your name and you endorse 
it and it is sent to the Warehouse Officer. The Warehouse 
tnen has a copy of your signature and will honour only your 
signature when comes the time you choose to sell vour 
investment. 

Together with the "Delivery Order" you also- receive 
Specifications", a listing of the contents and of the unique 
markings on each Cask which identify your prooerty having 
been recorded by the Bonded Warehousekeeper and accordi; to 
the Books of the Government Customs & Excise Control. After 
the Warehouse receives your "Delivery Order" endorsed by you, ^ 
it issues a "Warrant" which certifies that it is holding your 
property for you under Government Seal. 

11. Transferability and Negotiability 

Scotch Whisky is easy to buy and easy to sell. The document 
of title (i.e. Delivery Order) is in non-negotiable form for 
the protection of the _ purchaser . Wlienever you sell, assign, 
transfer your ownership you, in effect, cancel your original 
document and issue a new document to reflect -che new owner. 
This is done easily and there is no fee on any transfer. 

12. Taxes 

A non-British person is exempt from both income taxes and 
capital gains taxes in Britain on profits in trading in Scotch 
W’hisky unless he has a home or does business in Britain. This 
has been established by Law. 

An American is exempt from income taxes and only pays the 
lower rate capital gains tax in America on profits made in 
selling Scotch Whisky held oyer six months. 

An American who increases his volume of holdings by exchanging 
aged Wliisky for a greater • amount of immature Whisky is not 
liable to certain tax-free exchanges of Real Estate, Taxes 
may, therefore, be deferred inief initely . This can be of 
particular importance to individuals arranging their affairs 
foif retirement or estate distributions. 
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13. Currency end Foreign Exchange Regulation 
Sterling at tL'^SSciS R^ie^o? SrtangrJt“hf Umf 

In connection with the iqav ■, 

well be pointed out that all Pound, it might 

have had occasion to deva^ie AmeriSf 

changed conditions. However iniLv response to 

to protect their canjta] hn At • ^hors have always been able 
basic intrinsic value such^at? commodities which have 

etc History has piove^^ha? wh belns, 

>;orth less than prSv^ouslf thfmarW ^ -bLomes ' 

rise correapondingly to cJAcoI oufSe SIL"? °| 

14 a Insurance 

The Government reguires ttn 

Warehouses be protected by insirance^'^^r^^K®"-’ Bonded 
automatically insure the 4iskv Warehouses ' 

common risks, such as loss bj Ce, fioodf\?c'^^ 

and since^the%Sue^'increaseS ^^isky in Bond for years 

insure their property with Llovdci^ older, investors 

Insurance PolLiL tLrSvir a?? p ■ 

in value. Lloyds o^ ms.ures the expected 

Whisky All Risks Insurance ""wSch is^th^^^ a Policy called 
Policy available. Under this nT-rhP« niost comprehensive 

occur in the first yea? of iJvS?mr^°?,' to 

tK the secondl^ea^' 

the third and fourth years -- ooJ " cost plus 50?^; in 

investor agaiL't^fiaS' ^ second 

four year, ie p^iofL^eSu?!?"" 

because '‘yirtuallj ?il'^I^Jittols*rt“ °b fodt years 

four years. At the enrt oP p ^"bend to hold for at least 
matically renewable for a small fee^^ Insurance is auto- 
owner keeps his Parcel!. aiSoL^ as long as the 

business, we do arrange for this Drote^t-^°^ insurance 

Lloyds. „e do this us a j|K!" 

15 . Evaporation 

»;Lg°S%\orAa"L“Lf that the 

"exhale" certain tapSitul LweA”- <3i=tillat; to 
exhalation takes plLe Whisk!^ distillation. As the 

4% in the first ?elr!' 3^?!^ ^ declining rate 
lesser. rates thereafter). However thi- ^ third, and 

However, this evaporation is of no 
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concern to the investor since the unit -of trade is the 
O.P.G. {Original Proof Gallon). The investor vho buys 
Original Proof Gallons ■will later sell Original Proof 
Gallons even though Original Proof Gallons represents 
approximately 10% less in volume after four years. Prices 
quoted are in O.P.G. 's to buy and O.P.G. 's to sell. 

16. Warehousing 

By British law, Scotch ^'Jhisky must be aged in Scotland for _ 
at least: three years before it may be offered tor consumption 
in Britain; under American lav.', it must be aged in Scotland 
for at least four years before sale in U.S.A. Therefore, 
when the new VJhisky is filled into casks, the casks are 
certified and recorded by the Bonded Warehousekeeper and 
filled into casks, the casks are certified and recorded by 
the Bonded Warehousekeeper and filed in the Record Book of 
H..M. Custom.s & Excise Control. These records, commonly called 
"Specifications" (or Spessies"- in the trade) ,_ certify the 
number of each cask, its contents by volume, its alcoholic 
strength by proof, and the total number of Or igina 1 Proof 
Gallons in each cask. The Specifications also certify the 
date and place where said Whisky was distilled and the namp 
and location of the^Warehouse wherein stored. 

The Scotch Warehouses are privately owned and Bonded by _ the 
Government Customs & Excise Control. In addition to being 
responsible for the Whisky and assuming liabilities for such 
safekeepihg, the Warehouse performs other functions under the 
terms of its license. For Exa.Tiple, the Warehousekeeper is the 
only licenseo Transfer Agent and issues the Warehouse Warrant 
which confirms that legal ownership has been transferred when- 
ever Whisky in Bond is sold, pretty much as an .American Bank 
will act as Transfer Agent when shares of corporate securi- 
ties are sold. 

17. Wood (Casks or Cooperate) 

■ The fillings (as immature Whisky is known in the trade) are 
stored in wooden casks wherein they mature. The casks are 
re-used repeatedly and the Whisky-owner does not actually own 
the wood but rather places a deposit on each cask and receives 
the deposit back when he sells the Whisky subsequently. The 
wood, naturally, is worth more than the deposit. 

The investor does not specify the type of wood but this is 
immaterial since the deposit is returned in full upon sale. 
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18. Original Proof Gallon: Definition 

The unit of trade is the O.P.G. (Original Proof Gallon), 
one O.P G. means that quantity of Scotch which, on the day 
It was distilled, equals one British Imperial Gallon (six- 
fifths of an American Gallon) of Whisky at British Proof 
strength (which equals 114 Proof on the American Scale) . ’ 
Scotch IS always distilled Over Proof and,' after maturing, 
IS reduced to the proof strength desired in each market. 
One thousand Proof Gallons makes 600 cases of S6 proof 
bcotcn. 




MII.BANK TRADING CO., OF CONN. INC. 

175 GRI-ENWiCH AVENUE 
GREENWICH, CONN. 06830 
Tel (2031869 0762 


CURRENT PRICING SCHEDULE 
Effective - September 1, 1970 

Note: Current pricing is at S2,60 per Original Proof Gallons. All barrels contain approximately 50 gallons. 




NUMBER OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 

10 

SI, 300 

150 

$19,500 

20 

2,600 

200 

26,000 

30 

3.900 

250 

32,500 

40 

5,200 

300 

39,000 

• 50 

6,500 

400 

52.000 

60 

7,800 

500 

65,000 

75 

9,750 

750 

97,500 

100 

1.3,000 

1000 

130,000 

Special Note: 





This schodiik' is Subject to Change Without Notice, and Subject 
to Availability. 

Per gallon price include.s: cooperage, warehousing for four years, 
two l.loyds of London Insurance C'ertificates with premiums paid 
for four yetirs. all handling costs, documentation and registration. 



MILBANK PROGRAM 


O MINIMUM PURCHASE OF TEN BARRELS 

(a) $2.60 PER GALLON = $1,300 
"NO ADDITIONAL CPIARGES" 



o YOU RECEIVE: 

oo ORIGINAL SALES ORDER 

ao RECEIPT FOR NUMBER OF BARRELS, AMOUNT AND 
, REGISTRATION NUMBERS OF EACH BARREL WITHIN 
TEN DAYS 

t * 

oo "copy OP WAREHOUSE-KEEPER'S RECORDS WITHIN 
TEN DAYS 

oo INSURANCE CERTIFICATES WITHIN 90 DAYS 

oo MILBANK INSURES YOUR PURCHASE DURING THE 90 DAYS 

oo TRANSFER CERTIFICATE ISSUED BY DISTILLERY, 
CONFIRMING REGISTRATION AND TRANSFER 

OO PERIODIC INFORMATION ON SCOTCH MARKET 

o YOU WILL BE CONTACTED WHEN SCOTCH REACHES MATURITY 

O MILBANK WILL ASSIST IN THE SALE OR EXCHANGE 
oo NO PEE 

OO NO COMMISSION 


MILBANK TRADING CO., OF CONN. INC. 

WbGREfNvVICH AVENUE 
GREENWICH. CONN, 06U30 
Tel. (203) 8G9-0762 
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BY THE BARREL, AT "CURRENT PRICING SCHEDULE 


O PRICE REPRESENTS TOTAL INVESTMENT FOR MATURING j 

PERIOD, AND INCLUDES; j 

oo ADMINISTRATION AND SALES COSTS, COMMUNICATIONS ^ 

HANDLING AND COOPERAGE ■ • 

I 

oo WAREHOUSING FOR FOUR YEARS I 

« oo INSURANCE (2 POLICIES FROM LLOYDS OF LONDON) 

' AGAINST FRAUD, ERROR OR OMISSION, AT ' 

200% OF INVESTMENT ON PART OF WAREHOUSE- | 

. KEEPER 

AGAINST PHYSICAL DAMAGE raiLE IN GOVERN-. 

MENT BONDED WAREHOUSE, AS FOLLOWS; 

110% - FIRST YEAR 
150% - SECOND YEAR 
200% - THIRD YEAR 
200% - FOURTH YEAR 

O NO FEE OR COMMISSION ON FINAL SALE OF HOLDINGS 







MILBAMK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tel. (203) 869-0762 


A SURVEY OF SCOTCH III "SEVENTY" 

As we enter the second year of the "Seventies", it is a fitting 
time to consider the progress which our Industry made last year, 
and to compare this progress with our year-old predictions for 
the decade. 

INDUSTRY'S PROGRESS IN 1970 

As we predicted, throughout the year the sales of Scotch increased 
dramatically. They are now running 22% above the previous period 
in the export field, which is the determining factor for the 
Industry. The Industry is now confident that this trend will con- 
tinue for as long as we can see. In fact, it is most probable that 
Scotland's "liquid gold" will more than double its worldwide con- 
sumption by the end of the "Seventies". 

The leaders of the Industry, such as Johnnie Walker and J & B Rare, 
are already confirming our predictions by_ their recent announce- 
ments that they are investing great amounts of capital in order to 
double their production facilities, contemplating a further boom. 

THE AMERICAN MARKET 

As we predicted, sales to America - the largest market for Scotch - 
have increased at a greater rate. than ever before.^ 1970 saw a 15%^ 
increcise in exports to the United States and the signs are that this 
progress will continue. 

Economic Associates Lfmited, a respected body of economists, in a 
recently-published report, further predicted that by the end of 
1979 the U.S.A. would account for 54% of the total Scotch Whiskey 
exports, 

SIGNS OF SCOTCH SHORTAGE 

We have for a long time been confident that by 1972 there will be an 
acute shortage of mature Scotch (Mr. Ian King, a Director of Inter- 
national Distillers and Vinters, who is responsible for the produc- 
tion of J & B Hare, recently confirmed our point when he stated 
that there could be a shortage of Scotch when the 1968 makes become 
ready for blending). This, of course, will benefit Investors in 
this commodity. 


. PLAINTIFF'S 
EXHIBIT 
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MILBAfJK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tel: (203) 869-0762 


The Scotch Whiskey Industry has traditionally lived in fear of over- 
production and consequently the tendency has been to under-estimate 
future requirements. It has just been announced that two of the 
largest distillers, International Distillers and Vintners and 
Distillers Company Limited, are each building new distilleries with 
a view to doubling capacities. This is obviously a sign that 
earlier estimates for future requirements have been too low. 

We ourselves think that this expansion will once again be inadequate 
to meet the demands that will grow in the future — to quote a com- 
parison we have used before, a modern automobile highway takes more 
than two years to plan and more tha'n two years to build. As soon as 
it is open to the public, it is inadequate to meet the requirements 
of the unanticipated increase in traffic -- Scotch Whiskey cannot be 
used until it has matured for some years , so that the output from 
these new distilleries will not be incorporated into blends for 
distribulfion until at least 1976. 

Until that time, the Industry has to make do with its present 
capacity in the face of ever-increasing demand; this relative 
scarcity will greatly enchance the profits of Investors who had the 
foresight to acquire Scotch Whiskey Parcels. 


Specia-1 Note ; As we go to press today (19th January) the London 
Financial Times and the Wall Street Journal publish the latest 
figures for Scotch Whiskey sales. The last reported month of 1970 
shows a 40% increase in volume over the same month of 1969. 

This represents an accelerating trend aS the year to date had been 
running at a 20% increase over the previous year. 


THE DATA SOURCE FOR THIS REPORT IS THE WARDEN WALKER. WORLD-WIDE 
INVESTMENT COMPANY OF LONDON. 
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PURCHASE ORDER RECEIPT 


RECEIVED 0F_ 


STREET ADDRESS. 


IN PAYMENT OF. 




■ i:ip 

j I 



) barrels of fifty (50) Proof gallons each, 


(more or less) at $2.60 per gallon of DISTILLED CHOICE LIQUOR NEW GRAIN SCOTCH WHISKY 
rILLINGS. m t HTw ii nuT m g in i rirw^tiiiJii.Tfi.fTn^raffrw*^-'^ 


Distilled in 

for four years. 

TO BE REGISTERED IN THE NAME OF 


. Price includes Cooperage, Insuronce, and Warehousing 


CONFIRMATION, TITLE, AND SPECIFICATIONS WITHIN TEN (10) DAYS. ALL OTHER DOCUMENTATION 
TO BE COMPLETED WITHIN NINETY (90) DAYS FROM DATE HEREOF. 


MILBANK TRADING CO., OF CONN. INC. 


i 



Let's Drink to Thst! 


Here’S a worldwide growth market where entry is difficult 
and one company has 7d% or so of the tiusiness. No, we're 
not taiking about iBM but about Britain's Distiilers Co. Ltd. 


OPEnATiNC out of a headquarters 
building built in 1774 and facing St. 
James Square in London, the men 
who run Distillers Co. Ltd. (no rela- 
tion to Distillers Corp.-Seagrams) like 
to convey the impression that they are 
19tli-century gentlemen who through 
happenstance are forced to engage in 
commerce. Ask them about their mar- 
ket share, for e.samplu, and the room 
temperature drops about 40 degrees 
Fahrenheit, As FoniiEs’ London corre- 
spondent puts it, you feel you ve been 
caught spitting on the antiques. 

But don’t be fooled. Under Chair- 
man A.F, McDonald, a big, burly 
Scotsman, Distillers Co. Ltd. is a very 
up-to-date marketing machine. The 
gentlemen at Distillers Co. know their 
market share to a decimal point, while 
they won't say what it is, the trade es- 
timates it at 55% to 60%. That s a nice 
piece of a very nice market— especially 
since only Scottish distillers can call 
their product scotch. 

^ What do you drink? Johnnie Walk- 
gDsSi>er? That’s a CQ^wlri.sky (sales in 
the U.S. last year! more than 1.75 mil- 
lion cases) , Dewar’s White Label? An- 
other DCL whisky (U.S, salesi 1.65 
million cases). Haig & Haig? Black & 
White? White Horse? Vat 69? Craw* 
^ ford’s? They’re all DCL wliiskies, 

lore Some, Win Big 




None of them, however, are market- 
ed in the U.S.byDCL. In a sense, DCL 
loses by this: The distributor ends up 
with a large chunk of the profit. But 
DCL probably gains a lot more than' 
it lo.ses. By cutting every major distiller 
into the distribution of its br.ands, DCL 
guarantees that these big distillers are 
pushing DCL brands rather than de- 
veloping their own. In effect, these 
canny Englishmen keep competition 
out by cutting the competition in. 
Says a DCL spokesman: “This is our 
praetice :rll over the world, not just 
in the U,S,’’ Why? .Skirting the ques- 
tion of cutting the competition in, ho 
puts it this way: "They know the mar- 
ket belter than wc do. And since they 
distribute other products, they can dis- 
tribute ours with loss ovorhe.rd." 

Though it’s scotch that nnikes DCL 
shareholders tingle and glow, the com- 
pany has not overlooked the martini 
drinker, High h Dry, Gordons and 
Booth’s are DCL gins. Cossack is a 
DCL vodka.' DCL also makes Anslra- 
linn whisky atid Austr.tlinn brandy. 

Not only does DCL domiii.rtc the 
scotch market, il’.s the largest distilling 



DCt's carefull/ culliyaled 
image is of leather, moliog- 
ony and gentlemen's clubs, 
but il's also among the sharp- 
est marketing outfits around, 


company of any kind in the world. 
Sales ill fiscal 1069 amounted to 
$917.8 million, of which $S36.9 mil- 
lion came from whisky, gin and vodka, 
The l.irgest di.slilier in North America, 
Montreal-based Distillers Cmp.-.Sea- 
grams Ltd., rang up sales^ after sub- 
tracting cseise taxes of $.599 million 
last year. Moreoior, DC’l. is e.isily the 
biggest profitmaker in the world liquor 
business. It netted $12.5 million before 
taxes. 15 cents on the .sales dollar. By 
contrast. Distillers Corp.-.Seagrams net- 
ted just over 77 pietax, 

DCL can In', and is. a scry liard- 
nosed conrpeiitoi Over tlie p.isl few 
years, for example, it has sttvidlastly 
refuseil to r.dse prices, despite incrc.as- 
ing distilling .iml maikeling costs and 
higher taxes, The reason has bccorno 
apparent this year. In April, two of its 
indepemlent eompetitoi.s, 1'cachcr’s 
and Bell’s, finally raised prices. DCL 
still hold back, howovt'r, and almost 


overnight its market share in England 
jumped from around 60% to 70%. 

Having accomplished its goal, DCL 
last month announced that it. too, was 
raising prices. The increases area I 
th'at large in percentages-a couple of 
pennies per shot for whisky. But 
spread over DCL's huge volumes, they 
will be substantial. The increases won’t 
come until Oct. 1, Which gives re- 
tailors .an incentive to stock up now 
and promises to help make DCL's 
market-share gains permanent. 

DCJs’s origins go b.ick to l$i7 
when six Lowland grain distillers, sev- 
eral of them a century or more old, 
combined to form the company. As the 
years went by, other distillers joined 
the combine. At the same time DCL 
kept on building new distilleries. It 
now operates some 42 in Scotland. 

Its Own Terms 

DCL is still reaching out its tenta- 
cles, unhampered by the antitrust re- 
strictions that must concern dominant 
companies in American industries. But 
DCL will acquire only on its own 
terms. This year, for example, it tried 
to pick up Tomaiin, an independent 
producer of malt whisky, Its stock was 
soiling at 9 shillings on thn London 
Exchange; DCL offered 15 but bowed 
out when Tomatin demanded more. 

"We thought we could get more ca- 
pacity more cheaply by acquiring To- 
maiin than by building it ourselves." 
says McDonald. “It didn’t xx’ork out 
that way, so we’re building it.” 

DCL is doubling capacity at its 
Linkwood and Glcnlossio distillers, and 
at its Burghead maltings. .McDonirld 
has no fear of creating overcapacity, 
since the demand for scotch has bun 
ste.adily incre.ising, From 1960 through 
1969, scotch consumption more th.m 
doubled in the U.S., the companx’s 
biggest single market. In the fir.xl ine 
months of this year, Americans dr.n.k 
13% more scotch than in the first five 
months of 1969. The market shine of 
scotch in the U..S. has gone up fr -:n 
15,9% In 1965 to 19.2% last ycar._S.iL s 
of its Dewar's (distributed by .Selan- 
Icy) and its Johnnie Walker (distrib- 
uted bv Canada Dry), have been espe- 
cially strong, For all these re.ise-is 
DCL is a prized issue on the Loud 'u 
Slock Exchange, where it trades at 15 
limes c.-.ruings. That might not sctin 
very high to American investors, hat 
to Englishmen it’s very high indee.l. 
As we said, don’t be fooled by tl.e 
lOlh-century trappings, ■ 
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A SUnVEY OF SCOTCH IN “SEVENTY” 


As we enter the second year of the "Seventies'', it is a fitting time to consider the progress which our 
Industry made last year, and to cnniparc tliis progress with our ycai-<)|d predictions for the decade. 


INDUSTRY'S PROGRESS IN 1970 

As we predieted, throughout the year the sales of Scotch increased dramatically. They are now 
running 22/c above the previous period in the e.xport field, which is the determining factor for the 
Industry, The Industry is now conlld'.nit that tins trend will continue for as long as we can see, In fact, it 
is most probable that Scotland's "liquid gold" will more than double its worldwide consumption by the 
end of l.hc “Severn ies”. 

The leaders of the Industry, such as Johnnie Wallier and J & B Rare, are already confirming our 
predictions by their recent announcements that they arc investing great ariiouiits of capital in ordci to 
double their production facilities, coriiemplating a further boom. 


THE.AMERICAN MARKET 

As we predicted, sales to America - the largest market for Scotch — have increased at a greater rate 
than ever before. 1970 saw a 159c> increase in exports to the United States and the signs ate that this 
progress will contin.ue. 

Economic Associates Limited", a respected body of economists, in a recently-published report, further 
predicted that by the. end of 1979 the U.S.A. would account for S‘\% of the tot.d Scolcii Whisky exports. 



SIGNS OF SCOTCH SHORTAGE 

We have for a long time been confident lliat by 1972 ther.e.will be an acute shortage of mature 
.S'colch. (Mr. Inn King, a Direiinr of Inieimilioiial IJjsiillofs i Vintners, who js rcsponuble for the 
production of J & li U.iri, recently eonfirmud uQr pond wiieii lie .stated that iherc could be a shoil.ii’e 
of Scotch when the I96S makes become ready for blending.) This, of comse, will benefit Investoit, in 
\ this commodity. 


.. The .Scotch VSHiisky Irnlusir) has iiaditionally liverl in fear of ovor-puidueii.m and coiiscquenlly the 
leiuleney has heen to under e;.i iin.de fuiuie lei|uiH'nicins. It h.i.sjiisl been .iiiiiounccd Ih.d two of the 
largest distilhic. Iniernatioiial' IJrsiilleis Vmtiieis and Dislillets Company I.miiicd, ,iie each building 
new distilleries with .i view tn douliling capacities. Tins is obviniisly .a sign that eatliei csiiinaios lor 
future requirements have been too lovr, .'r 


We ourselves ihmk'thai this expansion will once again be inadciiuate to meet the demands that will 
grow in the future ... to quote a eumpari.son we have used befoie, a modern automobile liigbway lakes 
more than fwo ^ears to plan and mute than two years to build. As soon as it is open to the public it is 
iimdequate to meet the requitemeiiis of the unaiitieipaicd ineiease in traffic Scotch Whi.sky cannot be 
used until it has ina'ureJ for so.me vcais, so ihui the output fium these new distilleries will not be 
incorporated into ble!ul.^ lor disiidnition innil at least I97(i. 

Until ilial (iine. ihe Indusirs li.is to make do with its |)ieseni capacity in llie lace ol evei-incroasini; 
deniaiKi, tins lel.itne s,aieu\ wni gieaily enli.iiice ilie pudiis of Imcstuis who had the loiesighi to 
acquire Seoteh Whn-ky I'jtcels, 


As quoted by WARDEN WALKER WORLDWIDE INVESTMENT COMPAITif, 
January, 1911 , 


Current Qiiotafioas. U.S. i'u||.ar Market 
' •iHl; 

."v'esv 

■ I -s car-old 

2-year old 
.l-\ear-old 

4- year-old 

5- year-olJ 

(•'.according to 


I’ricc per original SLODO 

*”?i7)00 

' Sl.l IOIoS1.2l)0* 
'‘,1,2(10 to SI, .'50' 
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MILBANK TRADING CO. OF CONN., INC. 

175 GREENWICH AVENUE 
GREENWICH. CONN, 06830 
Tel; (2031 869-0762 


To: Warehouse Keeper 

Inver House Distillers. L td . 
Airdrie. Scotland ■ 


No. 



Dg._ January 4, 1972 


/ • For VALUE RECEIVED, we hereby SELL and TRANSFER TITLE to 

' R* M. Hanes, in trust for: Bonita M. & Patricia J. Hanes, 

c/o Milbank Trading Co, of Conn. , Inc. ■ 

175 'Greenwich Avenue, Green-wich, Connecticut 06830 U .S. A. 

The undernoted SCOTCH WHISKY FILLINGS which we own and are in storage in your 

warehouse. ■ 

^ , 

We warrant that the signature of said NEW OWNER appears below. 


BRAND 

QUANTITY 

NUMBERS 

DATE OP BONDING 

Inver House 

10 barrels 

179223 - 179237 

November, 1971 


' ■ • 

' 



• 



















J 
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CONFIRMATION 


Order 850 
QUANTITY 


10 barrels 


( f . ;•' ' l',\ i,/.' ' /• ir } ■ ' I / . 


MILBAIMK TRADING CO., OF CONN. INC. 
175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tel; 1203) 869-0762 


DESCRIPTION 




EXECUTION DATE 


January 4, 1972 


Amount PAID 
Refund 


NET AMOUNT 


Scotch Grain Whisky Fillings' 

Inver House Nov. , 1971; 179228-179237 494.0 gls. 2.60 $1284.40 


1300.00 
$ 15.60 


Mr. R. M. Hanes 
17009 Norbrook Drive 
Olney, Maryland 20832 


IWILBANK TRADING CO., OF CONN. INC. 


i 






m 




From . ^ 

*« 

"v- 


I KI.I- riloNf- • 
AIROKIK 2893/4/5. 


I 

Inver House Distillers Ltd.,, 

MOFFAT DlbTlLLERIES. 

AIRDRIE. 


To. 


No. I 


R. H. Hanes in trust for Bonita M. 
and Patricia <3. Hanes, 


c/o Hilbanlc, Conn, 
j^ate: i8.'i.72 


transfer warrant 


/'■O'" •:"• 7 Garnheath . undernoted, which 

in respect . 


iO efls/vS 0 ] 'JCfcX ****»-'«-* 

: „o„,e /„ our books on our Terms and Conditions {See note 

have this day been transferred to your name in ii. 1.72 .19 

Lr- k., nnn.nKPlVt^S irOHl 


on 




Inver louse Distillers Ltd., 


The Termt and Conditions under which Whisky Is Sold and Stored appear on 
the original Invoke and will be supplied on request, 
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INVER HOUSE Scotch Grain Whisky Fillings Distilled November, 1971 


EbtcUo 

it 

Concent r 

No. ; ■ 

1- 


hR.,7 

' S' 



•YUO 

1 



^112,7 

5 ; 

hO , 2 

.. .... n 

hi. 7 

'i 

hO . 2 


hO.2 

1 /7? y ?. •, 

:i9.5 



Order 850 


Total Gallons 494,0 


C) 


Order 850 

Barrels 179228 thru 179237 
Total Gallons 494. 0 -- 10 Bprrels 

Title, in name of: R, M, Hanes in trust for: Bonita M, & Patricia J. Hanes 




CERTIFIED TRUE COPY dF WAREHOUSE KEEPER'S RECORDS WHICH 
CORRESPOND WITH RECORDS aT THE BRITISH CUSTOrv:s •. TRVICE. 
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No. D836/ yj-. 4042 


(PLEASE QUOTE) 


CERTIFICATE OF INSURANCE— WHISKY } |l 

WILLIAM MARTIN «Sc CO., 86 ST. VINCENT STREET, GLASGOW, g2 5ve | 

Cljlgl^to Ccrtfipthai in accordance with (he authorization granted under Contract No. 94 to the undersigned by certain Underwriters at Lioyd’sl^isana 
names and the proportions underwritten by them, which will be supplied on application, appear in the said Contract which bc.irs the Seal of Lloyd’s PoliL-y 
Signing Oilice. and in consideration of the premium specified herein, the said Underwriters arc hereby bound, each for his own part and not one for another, 
their Heirs. Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon, 

Schedule 

NAME OF ASSURED. Whisky Lyina Iiwoj? Roui:c Dififinorri Ltd., Airdri'.. 




WILLIAM MARTIN & CO. 


. ^ 1 


NAME OF ASSURED, 
for Lenitr'. i . end Pnliricia J. Ilanoc:. 


Premium Paid Ofir.2.!3 

Period of Insurance . i'oars from -in a 70 ia.3.nrroIa..a.a.TnhW.U) .^W.Q.tp.lC.Ccra 

rs. I Tv I f vl-l ! r.T BarrGl;i.:.Ion;..I7D2aO/m?37A ; 

Co vt-T is in respect of whisky as declared above whilst in the ctre, cu.slody or control of the Warelioiisckt'cpcr 

1.^5 CONDITIONS 

V ’f" payment Ot a picmium.of % of the value declared, (his Policy The Insurers shall be cniillcd, if ihcy so desire 

.shall, suhieci 10 ihe Icrms and condilions hcrcmaficr contairied, indemnify the Insured atiainu in the lume of ihc fnsured ihe defence V sc 

any OSS. 10 be calcul.ilrd al isviec ihc dcclaied value, svhich ihc Insured may saslain ns a own caimnsc in the name of the Insured foi 

or whVh .h” ^-'"'^'”’'7''““'’"' ‘’n"'?'?, Warehousekeepers. damanes or olherwisc and shall have full disc 

for which the SSarihousckecpers aie held legally liable. seulcnicni of anv claim .an.l il,r in.nrci .h .ii 


2. All costs, chaii'.cs and c.^pcnscs propcily Incurred by the Assured shall be recoverable in 
addition to the sum recoverable under p.iragraph 1 above. 

3. In the event of an occurrence likely to give rise to a claim under this Policy* the insured 
shall give notice immediately to V^’dliani Martin d Cn, 

NO.N.CONTIUUUTION CLAUSE 

This Insurance docs not covci any loss or damage which at the 
tune of the happening of such loss or d.imagc Is insured by or would, 
but for the cMstcncc of this Policy, be insuicd by any other existing 
Policy held by the Insured covering the risks hereby assumed by 
the Underwriters except in respect of any excess beyond the 
amount svliich would h.svc been |iayablc under such other Policy 
or Policies had this insurance not been clfected. 

Bn TyitnrsftS whereof ihls certificafe has been signed at Gla.sgow 

ihi( .IF'W) djy of 


‘ Ji'c Insurers shall be entitled, if they so desire* to take over and conduct at their own expense 
in the Tumc of the Insured the defence or seiilemcnt of any claim or to prosecute al ihcir 
own cxiKnsc in the name of the Insured for their own benefit any claim for Indemnity or 
damages or otherwise and shall have full disaeiion in the conduct of any proceedings or In 
seitlciucnt of any claim and the Insured sh.ill give all such infornutlon and assistance as may 
be required on being given o suitable Indemnity for its costs and expenses. 

Ekclr .ions 

(a) Loss Of damage directly or indirectly caused by or conlributcd to by or arising from 
ionising radiations or conian>in.ailon by radioactivity from any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel, 

(b) Loss or d.smagc directly or indirectly occasioned by, happening through or In consequence 

of war, invasion, acts of foreign enemies, hostilities (whether war be declared or not), civil 
war, rebellion, revolution, insurrection, milii.iry or usurped power nr connsc.iiion or national* 
isaiion or requisition or destruction of or dam:)gc lO'^propcrty b^'or under the order of any 
government or public or local authority. /r 

For and on bchalf-^^riiXi54^fmn & Co. 


W.-r. 





No. 836/ D.w.Li. 18595 


(PLEASE (5UOTE) 


WHISKY ALL RISKS. INSURANCE 1^™ 

(AS DEFINED BELOW) |, 

WILLIAM MARTIN & Co., 88 ST. VINCENT STREET, GLASGOW, G 2 8ue 

(CfjiSiistto CcrtflP that in accordance with the autl)ori?ation granted under Contract No. 95 to the undersigned by certain Underwriters at Lloyd's, whose 
names and the proportions underwritten by them, which wi'l be supplied on application, can be ascertained by reference to the .said contract which bears tiic 
Seal of Lloyd's Policy Signing Oflkc, and in consideration of the premium .specified herein, the said Underwriters arc hereby bound, each for his own part 
and not one for another, their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon, 

X I- SCHEDULE 

NAME OF ASSURED.,R.»‘.‘.».,,*T?.^S?,..^.'?...^.?’,V.’f.^..r.?^ Whisky Lying v....Ia'w:'j;..Uoi)£3Cl. DA a.. 

.Bonita. I;i and ‘....?..'aKcli.ouE;e.;JD.. 

Premium Paid (2.7»6.2 W “y 

Period of Insurance 4 years from ....4,® ,*.4?. 7.? Whi^^ fari^Tc*Garhlioii1ii'l^S'd'<5'ilb’h''Gi'tti'n"Vfhi'si':yv 

; ;..;;;;:;;:;;;;;"B,Krrdib"i^nr:v'i792^^^^^ 


^ f «a!HX3 
S.ddflNfVld 


1. In corwidemtion of ihe p.iymrnl of s premium of of the value declared, this Policy 


NON-CONTRinUTlON CLAUSE 


shail, subject to the terms atxl conditions hercin.ifler contained, indemnify the Insured against 
All Risks of Physical Lora or Damage on Whisky and/or Casks and/or Vats and/or other 
ulctr.ils property of the A.wurcrl, whilst in all or any of tlic bonded stores, duty paid or duty 
free Warehouses in the United Kingdom including trarrsit titcrcin. 

2. In the event of a claim the basis of valuation shall lie the oti'ginai declared value, as stated 
in the schedule of this Certificate, plus 10 in the fiist year, 5^ in the second year and 
ICO % in the third and fourth year. 

.1. In the csent of ,an oeciiiiencc likcl.s' in give rise to a claim under this Policy, the Insured 
sit.ill give notice iininedi.iuly to tnuleisvtiteis sin his Insurance broker. 

4, The In-'iiiers sii.ill be enliih’d. if they so ilesire, to take o\cr and conduct at their own 
expense in ilte n.inie of ilie Instned the defence or sclllemcni of any claim oi to prosecute at 
their own expense in llie name of the Insured for their own benefit any claim for InUi'ntniiy 
01 il.iinaj'es or ollietwlse ami shall have foil discrelion in the conduct of any piocecUings or in 
xeulemeni of any cliini :inil llte Insuied shall give all such infnimation and assistance as may 
be reipiired on lieing gisen a suitable Indemnity for ns costs and expenses. 

.'. Tilts Insurance is sobjeet to the condition of avciagc, that is to say. if the property covered 
I'y tills liisiii.inee shall til the time of any loss be of greater value than the sum insured hciehy. 
the Assured sliall only lx tnliileil to recover hcreiinder such piopoilion of the said loss as the 
sum insured by this insuianee hears to the lolal value of the said property. 

3!n IRitllfSS whorcof this certificate has been signed at Glasgow 
this .19.th nr April, “ ,2. 


This insurance does riot cover any loss or damage which at the time of the happening of 
such loss or damage is insured hy or would, hut for ihe existence of this Policy, he insured 
by any other existing Policy lield by the Insuied coverirtg, .the risks hereby assumed hy the 
Underwiilcis except in respect of any excess beyond Ihe amount which would have been 
payairtc under such other Policy or Policies trad lids Insurance not been ciTccled. 

Exclusions 

1, (a) Loss OI destruction of or damage to any properly whaisnevcr nr any loss nr expense 
whatsoever resulting or ailsing Ihcrcfrom or any consei|uenll.i| loss or 

(hi Any legal liability of whatsoever nature directly or indirectly caused hy nr conirihuicd to 
hy or arising from 

(i) Ionising radiations or contamination by radioactivity front any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel. 

(ii) The ladioaclivc, toxic, explosive or other haranlnus propcrl!c.s of aiiy explosive nuclear 
assembly or nuclear component thereof, 

2, Loss or damage directly or indirectly occasioned by, happening thr'ough or in consequence 

of war, Invasirxn, acts of foreign enemies, hostilities (whether war he declaicd or not), civil war, 
rc^h.’llion, revolution, insurrection, military or usurped povicr or cpnijx'cation or nationalisation 
or requisition nr destruction of or damage <o ptopetiy b/tii unilcf l)ic order of any government 
or public or local authority. X 

3, The Asstoed to bear all losses due to (i) Nali\(I)(/'UIJr(g^(|T) Excise Duty Payable. 

For and on behalf of Wm. Martirf&xjo/v''^/'' — — 








MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tcl; 1203) 869-0762 


if^^PLAIMTIFF'S 




PURCHASE ORDER RECEIPT 

Olpi.tY , f.3.2:^ 

City ( J Sto?« Zip Dale f « 

RECEIVED OF $ \3=l^JLAQ^ 

STREET ADDRESS No_\^ o Isi^JlR, 

IN PAYMENT OF ^ ^ ^ Proof gallons each, 

(more or less) at $2.80 per gallon of DISTILLED LIQUOR NEW GRAIN SCOTCH WHISKY FILLINGS. 

Distilled in 1_ . Price includes Cooperage, Insurance, and Warehousing 

for four yeors. 

TO BE REGISTERED IN THE NAME OF 

i Via. AH / li* h 

CONFIRMATION, TITLE, AND SPECIFICATIONS WITHIN TEN (10) DAYS. ALL OTHER DOCUMENTATION 
TO BE COMPLETED WITHIN NINETY (90) DAYS FROM DATE HEREOF. 


MILBANK TRADING CO.. OF CONN. INC. 




Make all checks payable to MILBANK TRADING CO. OF CONN., INC. 



ri*'!*! 







MILBANK TRADING CO, OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH. CONN. 06830 
Tel: (2031 869-0762 




PURCHASE ORDER RECEIPT 


md. ■?2.. Y 3 /9 7i^ 

I f Slot* Zip Doto ' f 


RECEIVED O F _ 
STREET ADDRESS. 


A/ 0 i'- L h6 0 


IN PAYMENT OF V^n ^ ) borrels of fifty (50) Proof gallons eoch, 

(more or less) at S2.80 per gallon of DISTILLED LIQUOR NEW'GRAIN SCOTCH WHISKY FILLINGS. 


Distilled in r f / f 

for four years. 

TO BE REGISTERED IN THE NAME OF 




IQUOR NEW'GRAIN SCOTCH WHISKY FILLINGS. 

V"''- 

. Price includes Cooperage, Insurance, and Warehousing Alii//' 




mu 


CONFIRMATION, TITLE, AND SPECIFICATIONS WITHIN TEN (10) DAYS. ALL OTHER DOCUMENTATION 
'TO BE COMPLETED WITHIN NINETY (90) DAYS FROM DATE HEREOF. 


MILBANK TRADING CO., OF CONN. INC. 




Make all checks payable to MILBANK TRADING CO. OF CONN., INC. 








• f”' 




^cm.. (Me, 

I* (^OfK^ 


Dofg 1972 


To: Warehouse Keeper 

Inver Housa Distillers, Ltd, 


Airdrie A Scotland 


For VALUE RECEIVED, we hereby SELL and TRANSFER TITLE to 

R, M, Banes in trusfc for Bonita .V. srd Patricia J, Banes, c/o Hilbai ik 

Trading Co. of Cojm.r Inc., 175 Greenwich livenue, .Greenwich, Connecticut 
; ^ USFJCr USA 

The undernoted SCOTCH V/HISKY FILLINGS which we own and are in storage in your 
warehouse. 


We warrant that the signature of said NEW OWNER appears below. 


’ BRAND 


quantity 


NUMBERS 


DATE OF BONDINO 


Inver House 9 Barrels 52.3514 - 313522 { Fehruarij 1972 




,Sc:)\ih M fJMiU'-u O, A 

NEW OWNER (S) {/ 


r'-.- .• > 

•' - ' I 

. .. 


w M,' 

U-S r 

pta 

S* r\ 

<tw O' 

5i < \ 

f 

•f‘N '•‘Krf'ti’OTt 


Milbank Trading Co., Of Conn. Inc, 


/iviy cynl'/ ^atht 

//o 0‘Ur, 0(Jc9a0 m 369-0333 



- . V 

’ , CONFIRMATION 


I ORDER NOS. p52 S 1353 
’ QUANTITY 


MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE ' 
GREENWICH, CONN. 06830 
Tel: (203) 869 0762 


DESCRIPTION 


execunoN date 

May 23, 1972 


NET AMOUNT 









TBLKPHONE ! 

J^rom 

• 1 • 

AIRDRIE 2893/^/5. 

Inver 

House Distillers Ltd., 


MOFFAT DISTILLERIES. 

AIRDRIE. 


No. 72/3689 


R.M, Hanes in trust for: 
Bonita K. & Patricia J. Hanes. 

c/o vHilbanlc, Conn, 

27 , 6.72 


m respect of. 9. casks of Barnheath , as undernoted, which 

have this day been transferred to your name in our books o/t our Terms and Conditions (.See note on 
Reverse) with all charges payable by your goodselves from .23..t.5,.n.ZS 19 




Butts I Hhds I Bds Year 


Numbers 


1972 31391''t'-313522 B.2.72 


NOTE.— This Document is a Record of Transfer 
only ami docs not coii.stitutc a Title. 


Bond Date 

S 

Lying 

B. 2.72 

Ail’flrie 




INVENTORY CLERK 


f 














Tei.f.phone ; 
AIRDRIE 2893/4/5. 


Inver House Distillers Ltd., 


MOFFAT DISTILLERIES, 

AIRDRIE. 


72/3700 


H. M. Hanes in trust for; 
Uonlta M. & Patricia J. Hanes, 

c/o 'Jlilbank, Conn. 

Date; 27 .G .72 


TRANSFER WARRANT 


We acknowledge receipt of Delivery Order No Dated. . 

from .Hil.lKvnk, .Conn.,,,;. 

in respect of. 3 .casks of Gai’nlieath , as undernoted, which 

have this day been transferred to your name in our books o.n our Terms and Conditions (See note on 
Reverse) with all charges payable by your goodselves from .2.3.«.li.*.7.2. 19 — 


Butts Hhds Brls Year 



Numbers 


Bond Date 


3 1971 176629-176627 11.11.71 Airdrie 


NOTE. — Document is a Record of Traiiker 

only and docs not constitute a Title. 


V/H 15 




INVENTORY CLERK 












INVER HOUSE Scotch Grain Whisky Fillings Distilled November, 1971 


il 


Excise - s* 
u'-, No. 1 • 


Content 


Strcnp.tK 

o.i>. 


Gnlloni 
. ot Proof 


■/7c.6Aa n;?,? 611*0. 

6 b'.'.O ■ 

7 r.t.'j (ilsS- 




r 


ORDER NO. 1352 ^ • 

BARREL NOS. 176625 thru 176627 
TOTAL GALLONS: 187.2 - 3 Barrels 

TITLE IN NA^IE OF: R. M. Hanes in trust for Bonita M. and Patricia,!. Hanes 



t 


CERTIf'iED true copy of warehouse KEEPER'S RECORDS WT-IICH 
CORRESPOND WITH RECORDS AT THE BRITISH CUSTOMS SERVICE 



...nfcfe.- 







INVER HOUSE Scotch Grain Whisky Fillings Distilled February , 197'2 




Wood 


- 

Excise 

No. 

Conceuc 

ISfrenjtii 

G.’ir.or.o 
ot I'j-oof 


3/ 3S/ 4 

42*5 

'O 

SI ,0 


5 

30.7 


Afi,A 


6 

39«2 


47o0 


7 

40.5 


40,^, 


B 

39.5 


47,4.' . 


9 

39,0 


4fi,0 ' 


313520 

42.0 


50.4 


1 

40.5 


4B.rj 


2 

41 o2 


49o4 




• 


1)0, h 


Ol^DER NO. 1353 

BARREL NOS. 313514 thru 313522 
' 

TOTAL GALLONS: 435.6 - 9 Barrels 

TITLE IN NAME OF; R. M. Hanes in trust for Bonita and Patricia J. Hanes 





CERTIFIED TRUE COPY OF WAREHOUSE KEEPER'S RECORDS WHICH CORRESPOND WITH RECORDS 

AT THE BRITISH CUSTOHS SERVICE. 


V 





No. 836/ D.W.H. 20'i9^ 

(PLEASE QUOTE) 


* 5 ^ 


WHISKY ALL RISKS INSURANCE 

(AS DEFINED BELOW) 

WILLIAM MARTIN & Co., 86 ST, VINCENT STREET, GLASGOW, G 2 sue 

is! to (Certtfp that in accordance with the authorization granted under Contract No. 95 to the undersigned by certain Underwriters at Lloyd’s, whoso 
names and the proportions^ underwritten by them, which will be supplied on application, can be ascertained by reference to the said contract which bears the 
Seal of Lloyd’s Policy Signing Office, and in consideration of the premium specified herein, the said Underwriters are hereby bound, each for his own part and 
not one for another, their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon, j 

SCHEDULE I 

N.AME OF ASSURED R.M, Hanos in trust for: Bonita M. & Patricia J, Hanes. , | 

Declared Value of Whisky and Casks )^1260 Premium Paid ’^25.20 Period of Insurance 4 years from 27.6.72 | 

C.Tsks Numbers 9 BarreJs GAHNHEATII Scotch Grain V/hisky, Barrels Numbers 31351^/313522. | 

Wusky Lying at Inver House Distillers Limited, Moffat Distilleries, Airdrie, Warehouse 12. 'I 

This certificate has been signed in Glasgow on the 27th June 1972. . I v 

CONDITIONS NON-CONTRIBUTION CLAUSE ^ 


*-aK 


1. In eoniidcration of the pitymcnt of a premilim of 2% of the value declared, this Policy 
shall, subject to the terms and conditions hereinafter contained, indemnify the Insured against 
All Risks of Phy.sical Loss or Damage, on Whisky and/or Cask.s and/or Vats and/or other 
uicnsil.s property of the Assured, whilst in nil or any of the bonded stores, duty paid or duly 
free Warehouses in the United Kingdom including transit therein, 

2. In the event of a claim the basis of vaiuatiofr shall be the original declared value'^as stated 
in the schedule of this Cerlincatc, plus 107o in the first year, 507o in the second year and 100% 
in the Ihiid and fourth year, 

3. In the event of on occurrence likely to give rise to a claim under this Policy, the Insured 
shall give notice immediately to Underwriters via his insurance broker. 

4. The Insurers shall be entitled, if they so desire, to lake over and conduct at their own 
expense in the name of the Insured the defence or .settlement of any claim or to prosecute at 
their own expense in the name of the Insured for their own benent any claim for indemnity 
or damages or otherwise and shall have full discretion in the conduct of any proceedings or in 
settlement of any claim and the Insured shall give all such information and assistance as may 
be required on being given a suitable Indemnity for its costs and expenses. 

5. This Insurance is subject to the condition of average, that is to say, if the property covered 
by this Insurance shall at the time of any loss be of greater value than the sum insured hereby, 
the Assured shall only be entitled to recover hereunder such proportion-of the said loss as the 
sum insured by this insurance bears to the total value of the said property. 


NON-CONTRIBUTION CLAUSE ^ 

This insurance docs not cover any loss or damage which at the time of the happening of such 
loss or damage is insured by or would, but for the existence of this Policy, be insured by any 
other existing Policy held by the Insured covering the risks hereby assumed by the Underwriters' 
except in respect of any excess beyond the amount which would have been payable under 
such other Policy or Policies had this Insurance not been cflcctcd. 

•Kxclusinns 

1. (a) Loss or destruction of or damage to any property whatsoever or any loss or expense 
whatsoever resulting or arising therefrom or any consequential loss or 

(b) Any legal liability of whatsoever nature directly or indirectly caused by or contributed to 
by or arising from 

(i) loni.ing radiations or contamination by radio-activity from tiny nuclear fuel or from any 
nuclear w.astc from the combustion of nuclear fuel. 

(ii) The radioactive, toxic, explosive or other harardous properties of any explosive nuclear 
assembly or nuclear component thereof. 

2. Loss or damage directly or indirectly occasioned by, happening through or in consequence 
of war, invasion, acts of foreign enemies, hostilities (wlicthcr war be declared or not), civil 
war, rebellion, revolution, insurrection, military or usurped power or confiscation or 
nationalisation or requisition or destruction of or damage to property by or uitdcr the .order 

. of any government or public or local authority. 

3. The Assured to bear all losses due to (i) Natural Ullage, (ii) Excise Duly Payable. 

For and on, behalf of Wm. Martin & Co. 


I 


i 
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^L€n, 


No. D836/ D.w.M. 4515 


(PLEASE QUOTE) 


CERTIFICATE OF INSURANCE— WHISKY 

WOiLIAM MARTIN & CO., 86 ST. VINCENT STREET, GLASGOW, G2 sue 

tEIjilSisStoCertfipthat in accordance with the authorization granted under Contract No. 94 to the undersigned by certain Underwriters at Lloyd’s, whose 
names and the proportions underwritten by them, which will be supplied on application, appear in the said Contract which bears the Seal of Lloyd’s Policy 
Signing OfTicc, and in consideration of the premium specified herein, the said Underwriters are hereby bound, each for his own paa and not one for another, 
their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon. 

SCHEDULE 

NAME OF ASSURED.. Whisky Lying 

Bpni.ta Patrici^^^ Airfeie,..y/arehouso . I 5 . 

Premium Paid .^5 .«85....... ■i 


Premium Paid Cask"Nos.’'3.’’jia?:’rel8’ ^YliNl'inA^^ 

Period of Insurance 4 years from .Z7.,h^72. RwXfij^P..fc"Hini39.?.s..i766257i2^^ 

Declared Value of Whisky and Casks ...r!*.?.Q 

Cover is in respect of whisky as declared above whilst in the care, custody or control of the Warehousekeeper. 

CONDITIONS 


1. In consideration of the payment of a premium og.,23?» °f the value decla.ed, this Policy 
shall, subject to the terms and conditions hereinafter contained, indemnify the* Insured against 
any loss, to be calculated at twice the declared value, which the Insured may sustain as a 
result of fraud, misappropriation, error or omission on the part of the Warehousekeepers, 
for which the Warehousekeepers ate held legally liable. 

2 . All costs, charges and espenses properly incurred by the Assured shall be recoverable in 
addition to the sum recoverable under paragraph I above. 

3. In the event of an occurrence likely to give rise to a claim under this Policy, the Insured 
shall give notice immediately to William Marlin & Co. 

NO.N-CONTRIBUTION CLAUSE 

, This Insurance does not cover any loss or damage which at the 
lime of the happening of such loss or damage is insured by or would, 
but for the existence of this Policy, be insured by any other existing 
Policy held by the Insured covering the risks hereby assumed by 
the Underwriters except in respect of any excess beyond the 
amount which would have been payable under such other Policy x 

or Policies had this Insurance not been elTcctcd. 

3fn IPitncS^ whereof this certificate has been signed at Glasgow 

this day of rlua©. 1972 


The Insurers shall be entitled, if they so desire, to lake over and conduct at their own expense 
in the name of the Insured the defence or settlement of any claim or to prosecute at their 
own expense in the name of the Insured for their own benefit any claim for Indemnity or 
damages or otherwise nnd shall have full disaclion in the conduct of any proceedings or in 
settlement of any claim and the Insured shall give all such information and assistance as mu’/ 
be required on being given i suitable Indemnity for its costs and expenses. 

Exclusion 

(a) Loss or damage directly or indirectly caused by or contributed to by or arising (tom 
ionising radiations or contamination by radloactlviiy from any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel. 

(b) Loss or damage directly or indirectly occasioned by, happening through or in consequence 
of war, invasion, acts of foreign enemies, hostilities (whether war be declared or not), civil 
war, rebellion, revolution, insurrection, military or usurped power or confiscation or national- 
isation or requisition or destruction of or damage to properly by or under the order of any 
government or public or local authority. 

' For and on behalf of Wm. Martin & Qv— ’ — h , 


8 i-iSS N 

I is 

so.'' 

1 f'H fvucda.flw 


Bauesri^Ati: 








WHISKY ALL RISKS 


Wo. 836/ D.W.M. 20^x93 

(PLEASE QUOTEl 


INSURANCE 


(AS DEFINED BELOW) 

WILLIAM MARTIN & Co., 86 ST. VINCENT STREET, GLASGOW, G2 SUE 

to Certif)> that in accordance with the authorization granted ondcr Contract No.. 95 to the undersigned by certain Underwriters at Lloyd’s, whose 
names and the proportions underwritten by them, which will be supplied on application, can be ascertained by reference to the said contract which bears the 
Seal of Lloyd’s Policy Signing Ofllce, and in considcratiori of the premium specified herein, the said Underwriters are hereby bound, each for his own part ap.d 
not one for another, (heir Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon, 

SCHEDULE 

N.AME OF ASSURED E.M. jlanes in trust for: Bonita M. & Patricia J. Hanes. 

Declared Value of ^Yhisky and Casks 0ii2O Premium Paid Period of Insurance 4 years from 27.6.72 

Caf.ks Numbers 5 Barrels GjtltNllldilTH Scotch Grain hfixisky, Barrels Numbers I76625/176627 ^ 

NMiisky Lying at Inver House Distillers Limited, Moffat Distilleries, Airdrie, Warehouse 15 . 

This certificate has been signed in Glasgow on the 27th June, 1972. 

CONDITIONS NON-CONTRIBUTION CLAUSE ' 

1. In considcralion of the p.iymcnl of a premium of 'I't of the value declared, this Policy This Insurance docs not cover any loss or dan, age which at the time of the happening of such 

shall, subject to the terms and conditions hereinafter contained, indemnify the Insured ag.iinst loss or damage is insured by or would, but for the c.'tistcnce of this Policy, be insured by any 

All Risks of Physical Loss or Damage, on Whisky and/or Casks and/or Vats and/or other other existing Policy hold by the Insured covering the risks hereby assumed by the Underwriters 

utensils properly of the Assured, witilst in all or any of the bonded stores, duty paid or duty except in respect of any excess beyond the amount which would have been payable under 

free Warehouses In the United Kingdom including transit therein. such other Policy or Policies had this Insurance not been cUccIcd. 

2. In the event of a claim the basis of valuation shall be the original declared value, as,slated .Exclusions 

in the schedule of this Certificate, plus 10% in the first year, 50% in the second year and 100% 1. (a) Loss or destruction of or damage to any property whatsoever or any loss or expense 

in the third and fourth year. whatsoever resulting or arising therefrom Or any consequential loss or 

, , , , , • j ,u. T, 11. T j (b) Any legal liability of whatsoever nature directly or inditcctly caused by or contributed to 

3. In the event of an occurrence likely to give rise to a claim under this Policy, the Insured ' 'j, i 1 1 

shall give notice immediately to underwriters via his insurance broker. r . ... . , . , . , . , 

, L 1 . . . , j f . . .1. ■ (0 lotiiqng radiations or contamination by radioactivity from any nuclear fuel or from any 

4. The Insurers shall be entitled, if they so desire, 0 take over and conduc at their owr^ combustion of nuclear fuel. 

expense m Ihe name of the Insured the defence or .settlement of any claim or to prosecute at • „ , , . , . , e . . - , . , 

their own expense in the name of the Insured for their own benefit any claim for indemnity 00 "The radioactive, toxic, explosive or other hazardous properties of any explosive nuclear 

or dam.Sgcs or otherwise and shall have full discretion in the conduct of any proceedings or in assembly or nuclear component thereof. 

.settlement of any claim and the Insured shall give all such information and assistance as may 2. Loss or damage directly or indirectly occasioned by, happening through or in consequence 
be required on being given a suitable Indemnity for its costs and expenses. of war, invasion, acts of foreign enemies, hoslilitlcs (whclhcr war be declared or not), civil 

5. This Insurance is subject to the condition of average, that is to .say, if the property covered war, rebellion, revolution, insurrection, military or usurped power or cotiri.calion or 

by this Insurance shall at the lime of any loss be of greater value than the sum insured hereby, nationalisation or requisition or dc.siruciiOn of or damage to property by or under the ord.et 

the Assured shall only be entitled to recover hereunder such proportion of the said loss as the Qf eny government or public or local nuthonly, 

sum insured by this insurance beats to the total value of the said property. 3. xhe Assured to bear all losses due to (1) Natural Ullage, (ii) Excise Duly Payable. • 

For and on behalf of Wm. Martin & Co. 


xnd on bcha 


rrtT7rt'.;v. 


S:b I 
Pa \( 




i 



No. D836/ d.w.m. 4516 

O// (PLEASE QUOTE) 

CERTIFICATE OF INSURANCE— WHISKY 

WILLIAM MARTIN & CO., 86 ST. VINCENT STREET. GLASGOW, g2 sue 

tCfjisSis^toCcrtfipthal in accordance vith the authorization granted under^Contract No. 94 to the undersigned by certain Underwriters at Lloyd's, whose 
names and the proportions underwritten by them, which will be supplied on application, appear in the said Contract which bears the Seal of Lloyd s Policy 
Signing OfTice, and in consideration of the premium specified herein, the said Uhdenvriters arc hereby bound, each for his own pan and not one for another, 
their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon. 

SCHEDULE , 

NAME OF ASSURED. la. .tjatat.f.or! Whisicy Lying la.Y.e?:..H9.a.se.Pistillers. Umited,, .Moffat DistU 

rinn-i+.A M. St Pn+.ricift J. llanos. - 




Premium Paid ^ 15.. 25 ‘ g’ . 

Period of Insurance 4 years from 27-6., .72 

Declared Value of Whisky and Casks ....0X?.^.Q 

Cover is in respect of whisky as declared above whilst in the care, custody or control of (he \Yarchousckeepcr, 

— — ~~ CONDITIONS ^ 


1. In consideration of the payment of a premium ofl.2iK of Jl’® value declared, this Policy 
shall, subject to the temts and conditions hereinafter contained, indemnify the Insured against 
any loss, to be calculated at twice the declared value, which the Insured may sustain as a 
result of fraud, misappropriation, error or ontission on the part of the Warehousekeepers, 
for which the Warehousekeepers ate held legally liable. 

2. All costs, charges and expenses properly incurred by the Assured shall be recoverable in 
addition to the sum recoverable under paragraph 1 above. 

3. Its the event of an occurrence likely to give rise to a claim under this Policy, the Insured 
shall give notice immediately to W'llUatu Martin & Co. 

NON-CONTRIBUTION CLAUSE 
This Insurance does not cover any loss or damage which at the 
time of the happening of such loss or damage is insured by or would, 
but for the existence of this Policy, be Insured by any other existing 
Policy held by the Insured covering the risks hereby assumed by 
the Underwriters except in respect of any excess beyond the ^ 

amount which would have been payable under such other Policy 
or Policies had this Insurance not been eflected. 

Sin IPitllc^Si whereof this certificate has been signed at Glasgow 

this 27 ^ih day of Mm 1972 


The Insurers shall be entilled, if they so desire, lo take over and conduct at ihcir own expense^ 
in the name of the Insured the defence or settlement of any claim or to prosecute at^ their \ 
own expense in the name of the Insured for their own bcncni any claim for Indemnity or 
damages or otherwise i»nd shall have full discretion in the conduct of any proceedings or m 
settlement of any claim and the Insured shall give all such infornuiion and assistance as may 
be required on being given ft suitable Indemnity for its costs and expenses. 

Exclusion 

(a) Loss or damage directly or indirectly caused by or contributed to by or arising from 
ionising radiations or contamination by radioactivity frorti any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel. 

(b) Loss or damage directly or indirectly occasioned by, happening through or in consequence 
of war, invasion, acts of foreign enemies, hostilities (vi'hcthcr war be declared or noiL civil 
war, rebellion, revolution, insurrection, military or usurped power or confiscation or national- 
isation or requisition or destruction of or damage to property by or under the order of any 
govemmem or public or local authority. 

For and on bchaJLofAYfn. Martin & Co. * 
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Milbank Trading Co. of Conn. , Inc. 


"Scotch WhisJiy in Bond" 
June 12, 1972 


Mr. R. M. Hanes 
17009 Norbrook Drive 
Olney, Maryland 20032 

Dear Customer; 

Our Salcsnanager in your area has decided to take 
position \/itli a competitor of ours, a ncv; organization 
entering the "Scotch Wliisky" business and decided to 
take along our local salesmen v/ho were servicing 
your area. 

Please be assured that our office intends to continue 
servicing your account J and until we are able to 
replace these men, please do not.,hesitate communicating 
directly witii us by laail or reverse -charge calls. 

May we talee this opportunity to thank you for your 
confidence in dealing with us. 

VJe are looking for^vard to continuing our mutual association. 

Sincerely, 

MILBANK TRADING CO. OF CONN., INC. 


Albert- J. Deeb, 
President 


AJD/KL 

Ei^c. 


Scotch VJhisky for possible long term capital gains 
■^175 Greenwich Avenue, Greonwichj Conn. 06030 Tel ; 203-869-0762 
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J^ne 12, 1972 



'T^'ry 




tix. R. M. Hanes 
17009 Norbroak Drive 
Olney, Maryland 20832 


Kp.lj^'J 

. . inr3'' 

'. ! * 


Dear Customer; 


(XbUcUay^ /A^ ^-/z ^//.f- t 




■■> \ 


Our Salesmanager in your area has decided to take a 
position with a competitor of ours, a new organization 
entering the "Scotch Whisky" business and decided to 
take along our local* ' salesmen who were servicing 
your area. 


/ r'‘ ^ I 

""A I It-'i"’ ' ' 

A r I .‘A 


^ r' ' ■■> 
\ 1 1 ' 
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Please be assured that our office intends to continue 
servicing your account, and until we are able to 
replace these nren, please do not hesitate communicating 
directly with us by mail or reverse charge calls. 




^ |> /' 


t * /•*' 


May we take this opportunity to thank you for your 
confidence in dealing with us. 


We are looking forward to continuing our mutual association . 

Sinner el y , 

MILBANK TRADING CO. OF CONN. INC. 







March 12, 1973 



Mr. R. M, Hanes 
17009 Norbrook Drive 
Olney , Maryland 20832 

Dear Mr. Hanes: > 


We wish to acknowledge receipt of your letter advising that it is 
your desire to sell your holdings of Scotch Grain Whisky fillings 
distilled in 1971 and 1972. We regret not having been able to 
respond sooner. 

We are enclosing a list of highly respected Scotch Whisky brokers 
in Scotland; all members of the Scotch Whisky Association . We 
suggest that you contact any of these brokers requesting their 
highest bids, or you may wish to authorize one to sell your Whisky 
at the current market price. 

Be sure, in contacting a broker, that you provide complete sp>ecifics : 
the name of your Whisky, the number of barrels, the barrel numbers, 
the date of bonding, and the total gallonage . Following your 
acceptance of a bid, advise us accordingly and we will provide the 
documents required for the completion of this transaction. 

We regret that Security regulations forbid our active participation 
in the sale of your holdings . Thus we are limited to our preparation 
of the documents at no charge when you advise us of your decision. 

Sincerely , 








4 




SCOTCH miSKY BROKERS 

, , . ' 

CAMPBELL S CLARK LTD., 35 Robertson Street, Glasgow, C.2, Scotland 

GLENLIVET S GLEN GRANT- AGENCIES LTD., 24 Newton Place, Glasgow, C.2, 

Scotland 

HAFFENDEN (Whisky Brokers) LTD., 93 Hope Street, Glasgow, C.2, Scotland 
DOUGLAS HAMILTON 6 CO., LTD., 16 Fxtzroy Place, Glasgow, C.3, Scotland 
LVNDIE S CO., LTD., 48 West Regent Street, Glasgow, C.2, Scotland 
S. P. MORRISON, LTD., 13 Royal Crescent, Glasgow, C.3, Scotland 
W, S S. STRONG, LTD., 216 Bothwell Street, Glasgow, C.2, Scotland 
A. R. WILSON, 50 Wellington Street, Glasgow, C.2, Scotland 




5 


PLAWTiPF'S 
( r6 EKKIDST 






c^ 






-jA -QAAtO-AM^^ 

/O'/UJ -'^'y A' C.J0 , 

Sh-i'-&lr\ly,riA^^, . 


.... AJ>:Z.^'Z:A ./Sy 






■ - \rX'v ryyl'A^-yZi.J/ j/A/ ^ p:^/. 

./ J /. . / • J* > - . 4 /’ J^ 


dlAdyp^'f. 7.'^J./^< A il^/ ■'i>(!:UAl. 

/At A H/ < . /.A . /j! / // . . ■■ . / ' 


dy/J/MvMJ fi^MdJjyHyraMAA 

> — // ' / f t/ A / , . / 



~U-^Af'€j 'Y^rA/^jUll<frv.yyrjp/y)‘^/mpAp 






■ /A/yt^dC0 \ 


//y>^iArA0y^iAAS^yp^:^ /A^:)^pcfy'fA^ 


, -■ rJsAp.Ai?^ ^ ^ ^ 

c^?f. . 







March 23, 1973 






Mr. R. M. Hanes 
17009 Norbrook Dr. 

Olney, Maryland 20832 

Dear Mr. Hanes: 

We have your letter of March 16th and are surprised to learn that a 
Registered Letter from you was not accepted. Our office has no 
recollection of any refusal, and if this did indeed occur it was an 
error that was clearly not intended. 

The tone of your letter is disturbing to us because of your reckless 
use of such terms as "abrogate your contract", "failure on our part", 
etc. together with your ‘unsupported claims of representations on our 
part that we categorically reject. 

Further, your reference to your lawyer implies an atmosphere that 
must make us reluctant to continue further correspondence with you. 

As an added indication of your lack of responsibility we refer to 
your letter of January llth last with reference to a "pledge" to 
repurchase your Whisky holdings. An entirely untrue statement never 
made, never implied, and never intended. 

With reference to your insurance, we find no evidence of any errors. 
If you have information that points to the contrary we will be prompt 
in re-examining this in your behalf. 

Sincerely , 


MILBANK TRADING CO. OF CONN. INC. 
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Mr, R, M. Hanes 
17009 Norbrook Drive 
Olney, Maryland 20832 
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DIRKCTORSI A. t. LANC (U.S,A.l 

L. J, CUNSW4 (U.S.A>) 

J. T. MCCKBC. (U.S.A.) 

L. VCRNCW (U.V.A.) 

J. 9. ROCK (U.S.A.) 

R. A. CAS SIC. C.A. 

O. T. MCCUCMCNT* 
w. A. noatsoN 
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DISTILLERS. LTD. 


MOFFAT DISTILLERIES 
AIRDRIE, Lanarkshire: 
SCOTLAND 


TELEPHONE: AIRDRIE 6E893 (7 LINES) 

TELEGRAMS: INVER HOUSE, AIRDRIE 

TELEX: 77,8084 



W'lcC/NA 


14th February, 1973 


Mr. R.M. Hanes, 

17009, Norbrook, Drive, 
Olney, 

M.D. 2O832, 

U.S.A. 


Dear Sirs, 

' 1. I0 Brls. Garnl-ieath, 1971 Kos. 179228/257 

2. 3 Brls. Gamheatli, 1971 Nos. 1 76625/627 

9 Brls. Gamheath, 1972 Dos. 513514/522_ 


We refer to your letter dated 2nd February, 1973> herewith confirm 
that the afore-described holdings are being warehoused by us at Airdrie on 
your behalf. 

It would appear however, that you have been mis-informed as regards 
warehousing charges, as we have no record of either of these whisky parcels 
having been pre-paid. 

Storage charges are payable, as follows:- 

1st Parcel - Rent payable from 4.1.72 © 5p. per cask per week 

2nd and 5rd Parcels " " 25.5-72 " " " *' 

We have enclosed herewith our Invoice Ko. 5285 H49*3 for rentals due 
as of 51st December, 1972. 


Yours faithfully, 
raVSR HOUSE DISTILLERS, LTD. 



R. McGracken ^ ^ , 

/ ./ ~rr'A A L:., ' 
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INVER HOUSE DISTILLERS, LTD. > 


A. E. LANG (U.l A.) L. J. GUNSON (U S A ) • J. T. MCCABE (U.l.A.l 


TELEPHONE: AIRDKIE 62893/4 AXin 

Mr. R.M. Hanes, AIRDRIE ML6 8PL SCOTLAND 

17009 Norbrook Drive, Date 

Olney M.D. 20832 ,; 

D.S.A. 

RENT ON CASKS WAREHOUSED AT AIRDRIE 


Date 


NUMBERS 


No. of Casks FROM 


TO Weeks Rate 


176625 - 
176627 


" 3 Brls. 23 5 72 


313514 - 

313522 1972 9 Brls. 


287 

days 

223 5 <i» 


AMOUNT 


Gaxnlicath 179228 - to 21 10 70 mo 

179237 1971 10 Brls. 4 1 72 31 12 72 519 

days 

363 5d. 10. 81 


" 96 

days 

223 5 ^* 2. 00 


5. 98 


.CIS. 79 


^ 44 . 06 




RECEIPT FOR CE ITIFIED fCAlL— 30r (plus postage) 

"Tr.T ’7 ~ ^ pc:tvark 
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No. 1353 


•^c\ 


To-.Jfare hgusa Kean^y 
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y The uiicfernoted SCOTCH WHISKY FIL LINrc u,k- i OeW c/ir 

,.»»™''»''“- ^ “>j »o in sro, 09, in y„„, 

•\ / 
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IV» w„„n„, ihn, ,u Si9„„n„ ., said NEW OWNER npp.a,s bal»„, 
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No. 1352 


Dofo May 23, 1972 


To:. Warehouse Keeper 


Inver House D istillers, Ltd . 
Airdrie, Scotland 


!• 

For VALUE RECEIVED, we hereby SELL and TRANSFER TITLE to_f 
R ^ M. Hanes in trust for Bonita M. and Patricia J. J.inpc- 

.c\Vj „ 

Conn.f X n c _ .t , 175 Gree nwich Avenue, Greenwich. Con ner,- 

The endemofeJ SCOTCH WHISKY FILLINGS »lu=l. »a .«n end ore in 

warehouse. 



We warronf that the signafure'of said NEW OWNER appeors below. 



BRAND 

QUANTITY 

NUMDERS 


Jnver House 

3 Barrels 


November 1971 



HIRIH 

\m''x 


1 
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MILBANK TRADING CO. OF CONN., INC. 

175 GftLENWICH AVENUE 
GREbNV/ICH. CONN. 05830 
Tel (2031860 0762 









No - ■ 850 


PgfB January 4> 1972 


To: V>'’areho\ise K o oper 


Tnvor Hous e Di stillers. L td. 
Ai rdrie, S cot land 


■JNY'S'S .■HOUSE "f 

Distillers li.mited 1 
2 6 JAN,: 72 

A‘«o.-;(e 
SOOTJ_AHD 


For VALUE RECEIVED, we hereby SELL and TRANSFER TITLE to. 


R. M. Hanes, in trust for; Bonita M. & Patricia J. Hanes, 


. Oils c/o IH ilbank Tr adi ng Cq. of C o nn. , Inc 

W / 

*' / ^ ft r A i-T- ^ ^ 


175 Greenwich Avenue. Greenwich, Connecficut 06830 U.S.A. 


The undernoted SCOTCH WHISKY FILLINGS vrhich we own end ore in storage in your 
warehouse. 


We warrant that the signature of said NEW OWNER appears belo'.v. 


'■V 


BRAN-J 

QUANTITY 

NUM3CRS 

PATE OF DONDING 

Inver House 

10 barrels 

179228 - 179237 

November, 1971 
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^Ir. R» n. Hanes, 

17009 Norbrook Drive, 
Clney 0.0. 20832, 

U.S.A. 


/"j iNVER HOUSE DISTrUERS, tTD. 
^ Moffat Distilleries, Airdrie, Scotland. 

^7 /^'^/y /^/y 
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DISTILLERS. LTD, 


MOFFAT DISTILLERIES 
AIRDRIE, LANARKSHIRE 
SCOTLAND 



DlWtCTORBi A. t. UANO 
L. 4 . euNSON 
J, T. MCCA8C 
T. A. OUBOtS 
U VERNON 
O, ROCK 
R. A. CASSIE, C. 
C. T. MCCLCMUt 
W» A. ROBISON 


TELEPHONE: AIRDRIE 62893 (7 I 

TELEGRAMS: INVER HOUSE, AH 
TELEX: 778084 


Our Ref: RF.cC/cl, 


Fir, R, F. Henes, 

17009 Forbrook Drive, 

Olney Pl.D. 2QQ32, 

U.SoAc - 4th April, 1973. 


Dear Sir, 


10 ERLS. GARHKEATH 1971 iVOS. 179228/237. 
3 BRLSfGARuHCATH 1971 NOS. 175625/S27. 
9 ERLS. GARNHEATH 1972 NOS. 313514/522. 


Ue refer to your letter dated 20th F.arch, 1973, and appreciate your concern i 
storage charges relating to the afore d'^scribed holdings. 

A copy of your letter has been foruarded to Hilbank, Connecticut. 

Copies of the original Delivery Orders from Filbank, and made out in your fa\, 
enclosed and, as you will note, there is no mention of your holdings having been p 

In the event of a reply being received by .us from F.ilbank uie will advise you 


Yours faithfully, 

INUER HOUSE DISTILLERS, LiniTED, 



R. PIcCracken, 


c.c. File 




i " 


DinKCTonft A. K- (U.B.A.) 

u. J. euNtOH (0.»»A.) 

J. T, MCCAOC (U.S.A.) 

u VCRNON (U.f.A.) 

J, O. ROCK (U.t.A.) 

n, A. cAssie. c.A. 

o. T. MCCLCMCNT* 

W. A. RODISON 
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DISTILLERS, LTD. 


MOFFAT distilleries 
AIRDRIE, LANARKSHIRE 
SCOTLAND 


TELEPHONE: AIRDRIE 62893 (7 LINES) 

TELEGRAMS: INVER HOUSE, AIRDRIE 

TELEX: 778084 


EI'ioC/KA 


17 th May, 1973 - 


Mr. R. H. EarJes, 

17009 NorErook Drive, 
Olney M.D. 20852, 

E.S.A. 


Dear Sir, 

10 Brls. Ciarnheath, 1971 Nos. 179228/257 
' 3 M It 1971 " 176625/627 

9 " » 1972 » ^ 15514/522 


We refer to our letter of 4th April, 1973 in respect of storage charges payable 
on the afore-iescribed stocks of Garxuheath VJhisky. 

A reuly has now been received from l-Mlbank Trading Co., and it would appear 
that they'aie pre-paying same for four years from bonding aate. 

A copy of their letter is enclosed. 

Yours faithfully, 

IMVER HOUSE DISTILLERS, LTD., 
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April 16, 1973 


Inver House Distillers , Ltd, 

Moffat Distilleries 
Airdrie, Lanarkshire 
Scotland 

Re: Your Reference RMcC/cl, 

R,li, Hanes , 17009 Norbrook Drive 
Olney , Maryland 20832, U.S.A, 

Gentlensn; 

We are in receipt of your letter of April 4th, 1973, together with 
enclosure with reference to the above captioned account. 

Mr. Hanes is indeed correct, that the storage charges arc. the sole 
responsibility of Milbank Trading Co. Inc., 42-40 Bell Boulevard, 
Bayside, Hew York 11361. Mr. Hanes prepaid the storage at the 
time of his purchase exactly as he states. 

Milbank Trading Co. Inc. is paying these storage charges and your 
invoice direct to them will be paid if you have not get had payment 
from them. 

Sincerely , 


MILBANK TRADING CO. OF CONN. INC. 
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INVER HOUSE DISTILLERS, LTD. 

Moffat Dlttiilorlat, Airdrie, Scotland, 

> . . 
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Mr. R. M, Haaes, ! 

17009 Horbrook -Drive, 

Olney M.D. 20832, • ’ ' 

U.S.A, . . i 
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July 13, 1973 


Mr. R. M. Banes 
17009 Norbrook Drive 
Olney, Maryland 20832 
/ 

^pear Mr. Banes: 

As of this date all whisky purchased from us plus warehouse warrant 
and ^insurance certificates are fully paid for the four (4) year 
period from date of purchase. 

Sincerely, 

GLEN-ARDEN COmODITXES, INC. 

Albert-^. Deeb 

cc: Mr. John E. Connolly 

State of Conn. Dept, of Consumer Protection 


//O ^^Kotaiol ^Mvn'oi. 06(9J0 m20S (^69 0^63 





Mr. R. M. Hanes. _ 
17009 Noibrook Drive 
Olney, Maryland 20832 




Dear Customer: 

It has been a source of deep satisfaction to us to have enjoyed your confidence 
and to have the continued opportunity to serve you. 

New that Great Britain has become a member of the European Common Market as of 
January 1st last, with the elimination of all tariff barriers among Common 
Market countries , this has resulted in a dramatic increase in the world-wide 

consumption of Scotch Whisky with a corresponding surge in the demand for 

mature Grain and Malt Spirits. 

With all aspects of the Whisky trade facing the most favorable prospects , it 
is now particularly advantageous that we expand our operations to include a 
constant Inventory of selected investment grade Scotch Mai^ Whisky to offer 
for anticipated appreciation, plus continuing the sale of Grain Whisky. 

We. have long felt that our corporate name gave no indication of our business , 
hut until now there was no pressing, need to effect any change. There is now 
this pressing need. 

To properly reflect our expansion and to clearly indicate the nature of our 
business we are now; h, 


GLEN-ARDEN COMMODITIES, INC. 

effective at once. 

The change is a change in name only - all responsibilities and commitments made 
prior to the name change will be scrupulously fulfilled . Our business is the 
sale of a Commodity — - Scotch Whisky for Investment for possible long term 
Capital Gain. And we are sure you will agree that the new name more clearly 
reflects this. 
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Mr. R. M, Hanes 
17009 Norbrook Drive 
Olney, Maryland 20832 
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Mr. R. M. Hanes 
17009 Norbrook Drive 
Olney, Md. 20832 
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INTRODUDTION . . . 

The Scotch Whisky Trade is one which, duo to its peculiar nature in niarkot- 
inK a product which only tiecomes saleahlo and consumable after the passing of 
a set period of time, has liad to contend with almost continuiiiR difficulty in 
ensuriiiK that a suflicient volume of stocks of the required various ages have 
been available to meet the ever increasing demand on a world wide scale. In 
this connection it should he understood all distilling ceased during the War 
and the Trade had to get moving again from zero. 

In such circumstances it is felt to be a fair assertion to propound the princi- 
. pie that ‘'outside" capital has been more than welcome as a prime factor in 
lubricating the Trade’s needs in conditions of vigorous and rapid e.vpansion on 
such a wide front. An important point to be noted hero is that at the present 
j time the Members of the .Scotch Wlusky Association have set a target to double 

( the rate of c.xports within the noxt'five years. A rate of growth of this magni- 

^ tude might at first he regarded as extravagant but when one takes a normal 

~ Slf to IOC? annual increase over the past decade or so, compounds the figure 

and on top of this makes allowance for further natural expansion, it is confb 
dently held the target will be met. The importance of “supporting" capital is 
self-evident. A point of major importance here to be noted is that the Scotch 
Whisky Trade has grown (mainly) from within its own strength without the 
' necessity for making spectacular appeals for Share Capital. 

It should be clearly staled that Olen-Arden Commodities, Inc. maintains full 
ownership of all whiskie.s which we offer to sell. We are neither brokers nor 
traders, but are morcbanls offering a commodity for sale from our own 
. inventory, 

In presenting our Broehiire for your interest we trust you will rend it from 
the viewpoint e.xplained in the foregoing. Having done so we would hope you 
have acquired a “new" interest in a Trade which we believe, by common con- 
sent, has come to bo regarded as a major “power" in mid-twentioth-contury 

world business. , 
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HISTORY OF SCOTCH WHISKY AS A COMMODITY 

Indh'iduals have been bai'torinfr, exchanBinfi: and purchnsinK commodities for 
profit for centuries past. This type of venture has proved oifeetive as a means 
^ of prcservins capital and as a hedge against inflation and devaluation. 

Eu^ropean Banks for many years have considered a new whisky a very safe 
purchase, botli for their own portfolios ns well as for their clients' funds. 
Today, holders may be found in all fifty States because American nationals 
have come to expect attractive capital gains by buying new Scotch Whisky, 
holding it until it matures, then selling. 


THE DIFFERENCE BETWEEN SCOTCH WHISKY AND STOCK 
EXCHANGE INVESTMENTS 

'There is a basic dilTcronce between dealing in shares, or other typos of securi- 
ties, and purchasing Scotch Whisky. When an individual purchases shares ho 
takes an interest in a corporation. The success or failure of his interest then 
depends largely on the degree of competence exercised by the corporation man- 
agement. 

When an individual buys Scotch Whisky he actually purchases a specific 
quantity of Scotch in casks which are numbered and gauged with scrupulous 
accuracy under H.M. Customs and Excise supervision, These numbered casks 
aie then rejjistorod in tho iianio of the buyc‘r in the Distillery Records and stored 
under strict Government control until tho buyer decides to sell his Whisky. 

BASIC GROWTH ECONOMICS OF SCOTCH WHISKY APPRECIATION 

Scotch Whisky must bo ai;j;od in Government Bonded W^vruliousos for a mini- 
mum period of throe years— accovdinR: to British Law— before it can be sold 
for human consumption! Most Scotch Blends sold today are four years old— 
and genoriilly older — for tho majority of e.xport Blends require a minimum 
ageing period of four yeiirs. 

Scotch Whisky is produced by more than 120 Distilleries. E.-ich Distillery 
produces a unique product; one which is dilVeront to a degree from tlie Scotch 
produced by every other Distillt-r.v. Almost all Scotch Wliiskv bottled todav is 
a combination of as many as -10 diirorcnt Whiskies— from 40 difi'eront Dikil- 
Icrics— wliich have been blended to produce the ehnraeteristics found to be 
desirable in a specific Blend, Many of the largest hlondevs do not own a Dis- 
tiUeij. Some Distillers do not own brands or engage in blending. Even where 
a Distillery owns one or more Blends, it is necessary for them to purchase 
individual Whiskies from outside sources in order to meet their individual 
requirements, It can be readily seen, therefore, that a vast amount of buying 
and selling is constantly taking place in tlie Scotch Wliisky industry, ns in 
every other commodity, viz: copper, zinc, tin,. etc., and an active market al- 
xvays exists. 

Because the Law of Scotland requires that Scotch Whisky be ftgod for a 
minimum of three years— and an ever larger quantity is aged for four, five, six 
years and upwards of ten nnd fifteen .venrs — an enormous fund of capital is 
invested in an inventory of ageing stocks. This inventory has to lie financed. 
There are many avenues of fiiinneing open to tho industry.’ Normally a blender 
employs a combination of his own capital: bank loans; deals with institutions, 
and sales to individuals who are aware of the potential capital growth. 

When Scotch Whisky is sold to an individuiil purchaser tho blender realizes 
three distinct benefits; first lie makes n profit on the sale; secondly, the 
blender receives cash which provides funds to continue his usual husin’ess of 
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TWO SCOTCH WHISKIES AVAILABLE FOR CAPITAL GAIN 
A Single Malt Whisky 

Malt Whisky is the product obtained by distilUtifT Malted Barley, usintr the 
Potstill method of distillation, and is produced in Distilleries situated in the 
■very heart of the Scottish Hiphlands. Malt Whiskies are full of individual 
character and bouquet, but are inclined to be too heavy and powerful for the 
tnajortiy of consumers. This diniculty is overcome by blondinK it with the sec- 
ond type of Whisky, vizi 

B Grain Whisky 

Grain Whisky is the product obtaineil by distilliiiK a mi^:turo of unmnlled 
cereals and a small proportion of Barley Malt usinc the Patent-still method of 
distillation. The rosultinsr spirit has very little initial flavour due to the recti- 
fyinc action of the Pateni-still. After a few yeais of storaKO, however, it de- 
velops a Keneral mellowness which makes it ideally suited for its pre-destinod 
marriage with the richer Malts in the blenders’ vat. 


SALEABILITY OF SCOTCH WHISKY 

There arc always buyers on hand for Scotch Whisky of all ages — from New Fill- 
ings to matured Scotch Whisky of all ases, The heaviest demand normally exists 
for four year old slock. The prudent purchaser, therefore, should plan to hold 
his parcel for a minimum of three years and more likely for four years in order 
to realize the maximum capital gains return on his purchase. 


INVESTMENT IN SCOTCH WHISKY CAN FOLLOW THREE PLANS 
Plan 1 

It can be bought ns one would buy a commodity future, held for appreciation 
then sold for capital gain when market conditions arc favorable. 

Plan 2 

Enw Whiskey (fillings) can be bought each ye.ar for four years. At the end 
of the four year period, the first parcel is ready for blending. This now mature 
SCOTCH Whisky can bo exchanged for now parcels of raw fillings in direct 
ratio to the then market prices of each. This, in a favorable market, may 
result in a substantial increase in that year's holdings without increasing the 
capital investment. Furthermore, a “Like Kind’’ exchange of properly has been 
ruled to be tax-free so that taxes can be deferred until the SCOTCH is sold. 
This is particularly worthwhile for the investor preparing for retirement, or 
one who is arranging long-term distribution of his holdings. 


Plan 3 

The purchaser buys a parcel of new Scotch Whisky for four consecutive years. 
At the ent'. of the fourth year the original parcel has attained a nnaturity of 
four years and is rcad.\tfor blending, lie then exchanges his mature W hi.sky for 
a similar quantity of New Fillings and accepts the dilTerence in value in cash. 
This method, ha.sed on the simple fact Ihnt mature Scotch is generally worth 
more than new Scotch, produces an annual income every year thereafter. 'Ihis 
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plan offers an excellent means of achicvinp an annual cash return on one’s 
purchase, while leaving the oripinal capital intact. 


TRANSFERRING TITLE 

It is easy to buy Scotch Whisky and the purchaser's holtlinp.s can be readily sold. 
The UcHvcry Order and thle documents are in non-ncuotiablc and non-trans- 
ferable form in order to protect the holder. \N hen the time comes to dispose of his 
holdinps the purcha.ser in effect cancels his oripinal document and creates a now 
document desipnatinp the new owner. This transfer is easily accomplished; no 
transfer tax is involved. 


TAXES 


American purchasers are exempt from income ta.xes and capital pains taxes 
in Great Britain on profits realized from Scotch Whisky purchases. This is in 
accordance with Bi'itish Law. 

A United Stales Citizen is not exempt if he has a home or is enpnged in 
business in Great Britain. 

A The following rulings have been enunciated by top grade Accountants 
here: 

Provided : 

1. The Investor is not resident in this country; 

2. We, as a Company, do not hold the Whisky for him; 

3. The investor has freedom of choice when he comes to sell his ma- 
tured stock ns to the Broker )k* wisIks to soil throiiffli) 

then he should not be assessable for tax on any Capital Gain which is 
made on the Whisky during the time the Investor has held it, 

B Furthermore, an opinion has been received from the Internal Revenue 
Service to the effect that a purchase of immnlui e W hiskies by American 
persons would not incur the imposition of the Intel eat Lqualizalimi fax. 
The tax, as vnu know, applies to the purchase of shares of stock ly a 
foreign (ns to the United States) issuer and to the acquisition of a debt 
obligation of a foreign obligor, .-^s they understand the transactions ex- 
plained in our brochure, the purchaser acquires neither of these, but 
instead, title to a quantity of immature Whisky, 


American purchasers arc exempt from income taxes, payintt only the lesser 
capital pains tax nn profits rcaliml from the sale ot Scotch ^\hlsky hold over 
six months. 


CASKS 

Scotch Whisky is usimMy filled into American oak casks at the Distillery and 
remains there until maturity. 

On makinj^ a purchase, the hayss becomes the owner of the casks at a price 
much below the nu\nufactui*inp price. StrunRoly cnoUKh, this is in accordance 
with fixed internal trade practice. By way of some explanation, it should us 
' stated that casks are made and sold by Coopers at pi ices which vary according 
to supply, demand and season hut which are consiileiably hiu'ber than those 
charged on a dat rale basis. This procedure is a lonKstandinfc practice m the 
trade and one must apprecinlo the simple fact that the oripnal purchaser of 
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casks from the Cooperage pays the full price ruling at the time and henceforth. 


Barrels 50 gals. (appro.K.) 

Hogsheads GO gals, (approx.) 

Butts 120 gals, (approx.) 


$ G.50 
$13.00 
$2G.OO 


♦D.O.R. Ref. 
♦D.O.R. Ref. 
»D.O.R. Ref. 


•Deposit on receipt refundable 

These casks are destined to pass through many hands at the firmly established 

*'^^he*^hdder on selling will recover his outlay on this basis. 

The dilTerence between the Cooperage price and the trade 
loss Which is accepted throughout the Trade in conformity \'.ith longstanding 

practice. 

ORIGINAL PROOF GALLONS— O.P.G. 

rpnerallv sneakintr, Scotch WhisKy is bow^ht and sold on the original proof 
Sorage bLis-a'l’ least up to. siCy, four years old. No statutory law exists 
St in accordance with trade practice, H.5I. Customs and Kxcise permit a 9 
percent loss due to evaporation over the first three years am - peicent po 
annum thereafter. Whisky Bought and sold within the period “. 

to four years is on the basis of original proof gallonage * ® : "to 

liaJTcontnil. Beyond this period a rcgauging operation is possible, that s to 
Sm'nrt e actual contents of each cask at the material time, but this is of 
rit™ncern W a seller as the prevailing market price makes provision for 
this and the seller is protected. 

THAT'S WHERE GLEN-ARDEN COMMODITIES, INC. 

ENTERS THE PICTURE , 

As snecialists trading only in Scotch Whisky. Glen-Ardcn Commodities, Inc., 
has developed' a simplified technique for cutting through the 
of onHIess rod-tano. eliiiiimiting confusing and complicated p oieduies. As a 
Glcn^Arden client you will bo able to take full advantage of the opportunities 
afforded by investing in Scotch Whisky. , , , 

It is our aim and interest to do whatever we can to help obtain for our 
clients the best possible profit with the least amount of risk. Therefore, we 
recommend the purchase of Grain Whisky and selected investment grade Malt 
Whisky. Glon-Arden sells Grain Scotch by the barrel, tacli 'j"''’’®' "I; 

nroximatelv 50 gallons— gauged and chartered exactly “ndei llei J^^'biesty 
Customs and Excise Supervision. The price per gallon is 
Arden “Current Pricing Schedule” in effect at the time of the transaction (t 

latest published Schedule is enclosed for your information). 

The "tier gallon” price represents a total investment for the maturing 
period. It includes all our administrative and sales costs, 

dling and cooperage. Warehousing for four years, ,as well as two Lloy ds ot 
London insurance certificates, one insuring the buyer apinst fraud, 
omission on the port of the Warehousekeeper, and the other against any 
physical damage while the Whisky is in the government bonded warehouse are 
included. The fu'sf is for twice the amount of the deeliired value (buyer sinwst- 
ment) .and the latter at the declared value plus 10. percent the first ye.ai, plus 
60 percent the second year, plus 100 percent the third and fourth years. 

Malt Whisky is sold by the gallon with all collateral costs— whisky, casks, 
warehouse and insurance invoiced separately. 


8 


Ld 




CONCLUSION 

Whal has been set out in the previous patjes represents a broad summary of 
■what is involved in takinc a practical interest in one of the main expanding 
industries in the world today. Providing the well-being of world trade in gw- 
eral continues to progress — and a modern business awareness .now, happily, 
predominates in the thinking of the new rising generation who, in the main, 
discount spectacular booms to be followed by disastrous slumps as in days 
gone by — then in the light of past experience the product with which we are 
concerned will reach wider and wider markets and continue to make its own 
significant contribution to man’s enjoyment in his increasing hours of leisure. 

We are happy at all times to discuss matters pertaining to our proposition 
•with any correspondent — whether he is considering making a purchase or'not. 
The Scotch Whisky Trade down the long years has never failed to maintain its 
"mystique” quality and an impression we have held over a very long period is 
that he is the exception who has no desire for further information on the 
subject. 

In the line of business we naturally hope our proposition will make its appeal 
and encourage further enquiry. In any case we trust the reader’s interest has 
been aroused. 
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MALT DISTILLERIES 


Spoysido is regarded as the main diiUHmg area; 
the shaded poruon m tho accompanying map 
illustrates tho prime melt diSlillmg area. 


Alphabetical List 

No. 

Ardbe* (I.M.) ^ 

Aucheniovhan (L.n.) 3* 

Balblalr tH.M.) ^ ^ - 3 

Ben Nevis (H.M. £• G.) 41 

Ben Wyvis IH.M.) as 

with Inversorden ... 43 

Bladnoch (L.M.) ••• 18 

Bowmorc O.N.) ••• 

Bruichladdich (I.M.) ... 28 

Bunnahabhain (I.M.) ... 21 

Caledonian (G) ... j5 

Cambus (G) ... » I 

Camcrbnbnosc (G) ... ^ 

Oolll. (I.M.) ... 22 

Carsebridge <G) I* 

Ctynelish (H.M.) ... 2 

Dalmore (H.M.) ••• | 

Dumbarton (G) ... 3b 

GIrvan (G) .. ••• ^3 

' Glenfyne (H.M.) 38 

Glengoyne (H.M.) 33 

Glenkinchie (L,M.) . . 12 

GlenlochylH.M.) 4C 

Glenmorangie (H.M.) ^ 

Glen Scotia (C.M ) . 2C 

Invergordon (G) ... 4; 

Inverleven (M.) 3< 

Jofi(H.M.' ... ... 5' 

Klnclalth(L.M.) . 3i 
Ladyburn (LM.) as 

wlihGirvan ... 4. 

Lagavulin (I.M.) ... ^ 

Laphroaig (I.M.) ... 2 

Littlemill (L.M.) ... 3 

Loch Lomond (H.M.) 3 

M.lt Mill (I.M.) ••• 2 

Moffat (G., L.M.) , ... < 

Nortli Br.tis)! (G.) ... I 

Oban (H.M.) 3 

Ord(H.M.) .. ... 

Port Dundas (w.) ... * 

Pultcney (H.M.) 

Rosebank (L.M.) 
St.Har.dalene (L.M.) 
Sprlngbank (C.M.) ... J 

Strathclyde (G.) ... • 

Strathmore (H.M.) 
Tallsker (H.M.) . ' 

TcanlPicb (H.H.) 
Tulibardine (H.M.) 


Numerlc.ll List 

No. 

2. Clynelish (H.M.) 

3. BalblairlH.M.) 

4. Glenmorangie (H.M.) 

5. Tcanintch (H.M.) 

6. Dalmore (H.M.) 

7. Ord (H.M.) 

8. Tullioardine (H.M.) 

9. CamcronbridRC (G.) 
10, Strathmore (H.M.) 
n. Cambus (G.) 

12. Carsehridpe (G.) 

13. Rosebank (L.M.) 

H. St. Magdalene (L.M.) 

15. Caledonian (G.) 

16. North British (G.) 

17. GIcnkinchie (L.M.) 
IQ, Bladnoch (L.M.) 

19. Sprlni;bank{C,M.) 


20*. Glen Scotia (C.MJ 

21. Bunnahabhatn (I.M.) 

22. CaolllaOM.) 

23. Ardbcg (I.M.) 

24. Malt Mill II.M.) 

25. Lagavulin (I.M.) 

26. LaphroaiC (I.M.) 

27. Bowmorc (I.M. 

28. Bruichladdich (I.M.) 

29. PortDundastG.) 

30. Strathclyde (G.) 

31. Kinclaith(L.M,) 

32. Auchentoshan (L.M.) 

33. Glengoyne(H.M.) 

34. Littlemill (L.M.) 

35. Dumbarton (G.) 

36. lnvtrlcvcn{M.) 

37. Loch Lomond (H.M.) 

38. Glenfync (H.M.) 

39. Oban (H-M.) 

40. GlenlochylH.M.) 

41. Ben Ncvlj (H.M. 4G.) 
41. TaliskcrIH.HJ 

43, Invcrgordon (C.)and 
Ben Wyvis (H.M.) 

' 44. Jura (H.M.) 

I 45. GIrvan (G.) and 
I Ladyburn (L.M.) 

L 46. Moffat (G.UM.) 


Alphabetical List 

No. 

Caperdbnich (H.M.) ^8 

Cardow (H.M.) ^ ... \\ 

Coteburn (H.M.) 64 

Convalmorc (H.M.) ... 51 

CraigcUachle ^3 

Cragganmorc (H.M.) 37 

Dailuainc (H,M.) ... 43 

Dallas Dhu (H.M.) ... 6 

Dalwhinnic (H.M.) ... 29 
Dufftown (H.M.) 49 

Edradour (H.M.) 28 

Fettercairft (H.M.) ... 20 
Glen Albyn (H.M.) ... I 

Glcnburglc (H.M.) ■ 7 

Glencadam (H.Mj) ••. * 22 
GIcndronach (H.M.) 
Glendullan (H.M.) 47 

Glen Elgin (H.M.) 6| 

Glcnfarclas (H.M.) — 38 

Glenfiddich (H.M.) . • 48 

Glengarioch (H.M4 . . 8 

Gicnglassaugh (H.M.) 13 

Glen Grant (H.M.) 60 

Glen Keith (H.M.) ... 56 


NORTH-KAST SCOTLAND 


Alphabetical List 

N 

Abcrfcldy (H.M.) 
Aberlour (H.M.) 
Ardmore (H.M. j 
Aultmore (H.M.) 
Balmenach (H.M.) ... 

Baivenie (H.M.) 
BanHiH-M.) 

Benraich rH.M.) 
Benrinnes (H.M.) ... 

Blair Atholl (H.M.) ... 


Numerical List 


Glenlivet. The (H.M.) 34 

GIcnIcstic (H.M.) • • ’ 

Glen Mhor (H.M.) • • 2 

Glen Moray W-M.), ■■ !? 
GlenRolhct (H.M ) 41 

Glen Spey (H.bU— 42 
Gleniauchers (H.M.) •• 54 
Glcniurrct (H.M.) •' ^ 

Glenugic (H.M.) |6 

GleniirylH.M.) ... I’ 
Imperial (H.M.) . . <2 

Inchgov'ti t'l.M.) ... 12 

Knockando(H^.) .•• ^9 

Knockdhu (H.M.) .. 58 

LinUwood (H.M.) . • • I ! 
Lochside (H.MJ ^ ... 24 

Longmorn (H.M.) .•* 66 

Macallan iH’M.) .*♦ 52 

Macdolf(H.M.) .. 15 

Millburn (H.M.) 3 

Milton DuH (H.M.) ... 8 

Montrose (G.) ... *3 

Morilach (H.M.) . ♦ 46 

North Port IH;H.) 

Royal Brackla IH.M.) 4 

Royal Lochnagar (H.M.) 31 

Speyburn (H.M.) ... 63 

Speyside (H.l^) 80 

Strathtsla (H.M.) 57 

Strathmill (H.M.) .*» 55 

Tamdhu(H.M.) 40 

Tomatln (H.M.) • ■ 32 

Tomlntoul (H.M.) • ^ 

Tormore (H.M.) .>• 36 


Aiphabccical List 

N 

Highland Park (H.M.) 
Scapa (H.M.) . . 


Numerical List 
No. 

1 1. Linkwood (H.M.) 

12. Inchgower (H.M.) 

13. Gicnglassaugh (H.M.) 

14. Banff (H.M.) , 

15. MacduK (H.M.) 

16. Glenugic (H.M.) 

17. GIcndronach (H.M.) 

18. Glcnganoch (H.M ) 

19. Glenury (H.M.) 

20. Fettcrcairn (H.M.) 

21. North Port (H.M.) 

22. Glencadam (H.M.) 

23. Montrose (G.) . 

24. Lochside (H M.) 

25. Glcniurrct (H.M ) 

26. Abcrfcldy IH.MJ 

27. Blair Athol (H.M.) 

28. Edradour (H.M.) 

29. Dalwhinnie (H.M.) 

30. Speyside (H.M.) 

31 Royal lochnagar(H.M.) 

32. Tomatm (H.M.) 

33. Balmenach (H.M.) 

34. ThoGlcnlivct (H.M.) 

35. Ardmore (H.M ) 

36. Tormore (H.M.) 

37. Cragganmo/c IH.n.) 

38. GIcnIarclas lH*M.) 

39. Knockando (H.M.) 

40. Tamdhu (H.M.) 

41. Cardow (H.M.) 

42. Imperial (H.M.) 

43. Dailuainc (H.M.) 

44. Bcnrinncs (H^.) 

45. Aberlour »H M.) 

46. Morilach IH.M.) 

47. Glendullan (H.M.) 

48. Glenfiddich (H.M.) 

49. Dufftown (H.M.) 

50. Bclvcn'C (H.M.) 

51. Convalmorc (H.M.) 

52. Macallan (H.M.) 

, 53, CraigcUachle (H.M.) 

54. Gleniauchers (H.M.) 

1 55. Strathmill (H.I4.) 

1 56. Glen Keith (H.M.) 

I 57. Strathiila (H.hL) 

I 58. Knockdhu (H.M.) 

I 59. Aultmore (H.M;) . 

1 60. Glen Grant (H.MJ 

J 61. Glen Rothes (H.M) 

3 62, Glen Spey (H.M.) 

7 63. Speyburn (H.M.) 

5 6L Coicburn (H.M.) 

D 65. Glen Elgin (H.M.) 

2 66, Longmorn (H.M.) 

8 67. Eenraich (H^J . 

6 68. Tomlntoul (H.M.) 

69. Caperdonich (H.M.) 


Numerical List 

No. 

1, Highland Park (H.M.) 

2. Scapa (H.M ) 
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PRENTICE-HALL, INC. 

Enfiltweod Cliff* • New Jer««f 


May 22, 1972 


How to Hny Scotch By The Berrel—and Let Others 
Drink to Yonr Profit 

Scotch Whisky is not only a gcod drink— it can be a good investment too. 

S-HOW IT '%’OKKS-^ You buy newly distilled Scotch stored in casks 
in warehouses in Scotland. You sit tight for four years while it ages and 
then sell it — or trade it for more rav/ Scotch. Result: Under "normal trading 
conditions," you'll wind up with a profit. In fact, statistics show that four- 
year old Scotch averages more than twice the value of raw Scotch. 

Many astute executives are enthusiastic about this relatively new field for U.S. 
investors. They cite the following reasons for putting big money in raw Scotch: 

(1) Top profit potential: World consumption is growing every year — it is 
estimated that it will reach 80 million gallons by 1974. But it’s more than a case 
of growing demand; The simple fact is that the value of the Scotch increases with 
the agejof the Scotch. So the general rule is that four-year Scotch has a higher 
value than three-year Scotch. 

' »WHY THE .SCOTS SELL RAW WHISKY-4- If profits are so good, 
why let individual investors cash in? Answer: Because the blender gets a 
double benefit: (1) He sells the raw whisky for a profit; and (2) He gets 
ready cash to run his business without paying any interest. 

(2) Hedge agaipsl inflation: Scotch is a growing favorite as an invertment 
hedge against inflation. Reawn; The value of Scotch has traditionally appr^fated ’ 
faster than prices in general have risen. 

(3) Small investment required: The minimum investment is relatively 
low. One broker asks for a minimum of 1,000 gallons (at $3.40 a gallon for raw 
blend and $3.85 a gallon for raw malt), while another accepts minimum pur- 
chases as small as $1,000, 

(4) Lightly taxed profits: Great Britain imposes no tax on your profits and 

the U.S. treats your long-term profits as tax-sheltered capital gain. i 

©•ANOTHER TAX BENEFIT-4- The interest equalization tax paid by j 

U.S. inve.stors in foreign securities does not apply to purchasers of raw Scotch. 

What are the costs of owning raw Scotch? You must pay for storage, in- ! 

surance (an all-risk policy, including fire insurance, and a title insurance policy), I 

commissions, and cask costs. These costs are included in the package — and run ■ : 

from 209?- to 25% of the cash you put up. • j 

i 

j 

How does raw Scotch compare with other investments? In brief, Scotch has j 

more stability than stock — and more liquidity than real estate. ! 

I 

• Scotch vs. stock: Stock market fluctuations aren't always caused by eco- j 

nomic changes. Often, stock prices take a nosedive because of a dramatic news j 

event or an excess of pessimism by investors and traders. Owning Scotch is different. 1 

Advantage; The price of Scotch is based on supply and demand. As a result, 
it is not as subject to the whims of the investing public. For the most part, Scotch, 
therefore, is more stable and predictable. 


Exeoiore* Tjoc Rrpon k Ks^penint In Titiiloa It publi»hed werkly br loe , it EncitvrooU 

Oi£i, ti,}. 07(ri32> Vol. XXXV, No, .31, Miy 32i 1972. SubKtipeioci late |60 per year, po«ta«e 

paid It £o|lcwoo<i, N. J. 07631, 
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• Scotch vs. real estate: A major drawback to most real estate investing is 
the lack of a ready market for your holdings. It’s often difficult to get your cash 
out in a hurry — so your money is tied down for long periods of time. 

Adranlrtge; There is a ready market for Scotch of all ages — from 1 day old to 
25 years old. 

iKrIMPORTANT->- Because demand is normally greatest for four-year 
old Scotch, you are encouraged to hold your parcel for at least that long. 

Your choice after four years: One leading company dealing in Scotch asks 
clients three questions at the end of their four years: 

(1) Do you vrant to sell ? The company provides the current price quotations. 

(2) Do you want to exchange all your whisky for raw whisky? You get 
more gallons of raw whisky since the aged whisky is traditionally more valuable. 

The company tells you the exact number of gallons you get on exchange. 

^ANOTHER TAX BREAK-> You. pay no income tax when you ex- 
change parcels of whisky. 

(3) Do you want to exchange your whisky for the same number of 
gallons of raw whisky and take the difference in cash? The company tells you 
the exact amount of cash you get under this choice. 

' The choice is up to you, Option (2) or (3) is usually recommended by the 
company. Reason; It's easier for the company to sell to its present investors than 
to go out and find new ones. 

Under (2), you pyramid the number of gallons you own, Option (3) provides 
a cash return while you own the same number of gallons of Scotch. 

Caution; Investing in Scotch is only for the man who’s willing to let his money 
ride for 4 years — without an annual income. There are no dividends, interest, or 
tents coming in while you wait. 

The appreciation in the value of the Scotch prorated over four years generally 
compares favorably with the annual rates of return from other investments. What 
you get is appreciation — rather than current income. 

»-HOW TO COME OUT A DOUBLE WliWER-V It's possible you can 
set thihg^ up to get appreciation and income. Brokers, distillers and blenders 
suggest you buy a parcel each year for four years. Y'ou then exchange the 

four-year parcel every year for the same number of gallons of zero-age 
whisky — ^plus cash. Result; You have cash income every .vear after the fourth 
year plus gallons of valuable whisky you can sell any time. 

The mechnnics of buying, owning and selling Scolch: It’s almost as easy 
as buying and selling stock. You buy the whisky from a broker and receive a 
Delivery Order. (The whisky is stored in a Government-bonded warehouse.) The 
Order directs the warehouse to pass title from the seller to you. The warehouse 
sends you a Transfer Warrant acknowledging that it is holding your segregated 

casks of whisky. When you sell, the broker will give you a new Delivery Order to i 

sign over the Scotch. 

THE EXECUTIVES TAX REPORT brings you IDEAS for reducing taxes. 

When these ideas seem to fit your situation, it is recommended that you discuss 
them with your professional adviser before taking action. 

I 
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CURRENT PRICING SCHEDULE 
SCOTCH MALT WHISKY 

Effective - May 10, 1973 


BONDING DATE 

DISTILLERY 

AGE 

PRICE 

March, 1968 

Macduff - Highland Malt 

5 years 

$5.60 

Sept., 1968 

Tomintoul - Glenlivet 

4h years 

6.65 

Oct., 1968 

Tomintoul - Glenlivet 

4h years 

6.65 

Nov. , 1968 

Tomintoul - Glenlivet 

4h years 

6.65 

April, 1969 

Macduff - Highland Malt 
* ‘ 

4 years 

5.25 

May, 1969 

Aberlour - Glenlivet 

4 years 

6.50 

Nov, , 1969 

Tomintoul - Glenlivet 

3h years 

6.50 

Dec., 1970 

Glenfarclas - Glenlivet 

2k years 

5.60 

March, 1971 

Tomatin ~ Highland Malt 

2 years 

4.25 

Sept. 1971 

Tomatin - Highland Malt 

Ik years 

4.25 

Oct., 1972 

Tomatin - Highland Malt 

7 months 

3.85 


MINIMUM ORDER 5 CASKS 




Special Notes; 



Price is cost of Whisky only. 

All prices subject to change without notice. 

Quantities subject to availability at time of purchase. 

Casks = Hogsheads approx. 60 O.P.G, @ $13.00 - Refundable deposit 
^Barrels approx, 50 O.P.G. § $6,50 Refundable deposit 
**Butts approx, 110 O.P.G, @ $17.50 - Refundable deposit 
{Warehouse storage (invoiced direct) 8 cents per gallon per year 
Insurance - "All Risk" (invoiced direct) 2.125% for 4 years 
"Title" (invoiced direct) 1,25% for 4 years 


/7J o€^. (P^c^S(:^ (5Q, 20? ?69-0Z03 






CURRENT PRICING SCHEDULE 
Effective ■ April 1, 1973 

Note; Current pricing is at $2.80 per Original Proof Gallons. All barrels contain approximately 50 gallons. 


NUMBER OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 

10 

$1,400 

t ' 

150 

$21,000 

20 

2,800 

200 

28,000 

30 

4,200 

250 

35,000 

40 

5,600 

300 

42,000 

50 

7,000 

400 

56,000 

60 

8,400 

500 

70,000 

75 

10,500 

750 

105,000 

100 

14,000 

1000 

140,000 


Special Note: 

This schedule is Subject to Change Without Notice, and Subject 
to Availability. 

Per gallon price includes: cooperage, warehousing for four years, 
tv.'o Lloyds of London Insurance Certificates with premiums paid 
for four years, all handling costs, documentation and registration. 
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BUSINESS REPLY MAIL 

First Class Fermi; No, 682, Greenwictv, Conr\. 06830 


eecsxRQsai 

OHss.'ctoaa 


GLEN-ARDEN COMMODITIES, INC. 
175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 



1 am interested in obtaining further information and 
details relative to Scotch Whisky purchases. 

NAME 

ADDRESS 

CITY STATE 

TELEPHONE 



I 




m, ^teteart ^ 




Blenders, Bottlers and Exporters of Scotch Whisky 
79, MAJIYLEBONE LANE, LONDON. W.l 


Cables ITeUgrams; 
PHTNOR, LONDON. W.L 


Telex: 

263525 


DG/EMj 


16th April, 1973, 


Mr. Albert J. Deeb, 

President, 

Glen-Arden, Commodities Inc., 
' 175 Greenwich Avenue, 
Greenwich, Conn, 06830, 
U.S.A, 


Deor Mr, Deeb, 

I should like to confirm my conversation regarding 
any Scotch Malt whiskies on which declings are done between 
us that we are selling these goods to you on the understanding 
that at the time of sale Burn Stewart (Marylebone) Ltd,, are 
given first option to purchase at the then current market price. 


Yours sincerely, 

BURN STEWART & CO. LTD. 


David" Green. 
Director. 



Telephone: 
01-486 5335 




9 - 

I 


'Oix^ it <^5atd 





ByM^K10 A. Mltljm 
nf The Bulletin Staff 
° rnt the PBW Stock 

SW»SS;sU.. 

.“cv'!«»- 5 ''p.S 

; »"“ >;-,®S“kw ““1’ 

dent O' the ^Vie idea. 

1 seriously consid 

The oonltacts ^ 

through hroKeib 
usually members 
' change. 

I Future In {or whisky 

' A central matkm i 

contracts '«°tild ^ ^ g^^roh 

ler lor buyers t ^ pro- 

; contract before m ^ 

' cess is old — And so 

r "if . 

jj' '*• 

' » savs businessmen 

,5S"2.«3lfS£ 

lor the service. 

OH to ^"’■ope an- 

‘ A futuf®® “ hpTl cet the 
teer the buye ''^..^oiermined 


Roll out the Barrel? 


though ,'‘®^he meantime. 

”“'S f r« s?i 

are traded ^.{^aoge but 
■ Mercantile ^j^are are . 

buyers and set ers r {ocal 
‘■mainly says. ' 

businessnmn. ^ J\.{,op'efur , 
could oiler the' 

PBW members cou^ ^ 

contrams m a y ^ {{ng the 
b?s\"e?lofheW business 

^'^OeVge and" other ’ 

president. sa\s ^^^ope 

olficials P'tt" ° ®° on ore- , 

shortly ° brokers 

vious vlri s sd^ B j 1 

roughPBNV--^-^^ also! 

Render says. 

“ enm 


/7Jf. 


jSr^ckmM. Ami ^aiu 

7/eewii O^tna^. 06<5<S0 C^. 2(2S (S'dP'O/'^S 


pTW 


ZoeSAtZ. ^X’A- / 


MILBANKTRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN, 06830 
Tel: (203) 809-0762 

“Scotch Whisky in Bond" 




PLAINTIFF’S I 
EXHIBIT 


Dear Sir: 

At the present time when people arc searching for a hedge against inflation, and against 
a repetition of a severe Stock Market decline, it appears appropriate to suggest Raw Scotch 
whisky as a possible answer for Capital Gains at maturity. 

With a serious decline in stock market values and severe losses to stock holders, Milbank 
of N.Y. customers holding 1966 mature Scotch have realized a profit in the exchange for new 
fillings or in the cash sale of their 1966 holdings thru Scotch Brokers. 

SCOTCH WHISKY is distilled only in Scotland under strict Government supervision, and is 
then placed in Government Bonded Warehouses, where it ’s registered with the Customs and 
Excise Departments, and must mature a minimum of Four Years for U.S. consumption. 

Immediately after distillation, raw Whisky is frequently sold to large buyers who in turn re- 
sell the commodity to individual purchasers in smaller allotments. The purchase and sale of 
Whisky is our business. We are not brokers. We charge no commissions. We do, however, 
make a profit on the product we sell. 

.while the Owner of raw Whisky may offer it for sale at any tiilie, the keenest market is for 
SCOTCH wliich meets the legal minimum age requirements for its largest market, i.e, the U.S., 
which is to say the 4-year old market. Normally, the longer SCOTCH ages, the more valuable 
it becomes. 

If the buyer holds raw Whisky until maturity and realizes a profit on its resale, the profit is 
taxed as a capital gain. In our opinion, regardless of the amount of a person’s ordinary income 
during the course of the year, the profit he realizes will be taxed at the rate of 25%, and he 
may defer the payment of the tax on his capital gain by e xchanging the matured SCOTCH 
for raw SCOTCH. . - 

We do not, of course, guarantee that a capital gain will be realized, because Whisky is a com- 
modity and its value does fluctuate. 

The raw Whisky we sell to our customers is insured by Lloyds of London under two certifi- 
cates: one protects the buyer against fraud, error or ommission on the part of the Ware- 
housekeeper at twice the purchase price of the Whisky; the other policy covers the buyer 
against any losses resulting from pliysical damage while the Whisky is in the Government 
Bonded Warehouse in a sum equal to the purchase price plus 1 0% the first year; plus 50% ' 
the second year; and plus 100% tlie third and fourtli years. 

If you would like to learn more about SCOTCH WHISKY, please fill in and mail the en- 
closed card and we will be glad to make additional details available to you, without obliga- 
tion. 






Sincerely, 




/P/y/ 


Albert J. Deeb, President 
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Dear Sir: 

At the present time when people are searching for a hedge against inflation, and against 
a repetition of a severe Stock Market decline, it appears appropriate to suggest Raw Scotch 
whisky as a possible answer for Capital Gains at maturity. 

SCOTCH WHISKY is distilled only in Scotland under strict Government supervision, and is 
then placed in Government Bonded Warel’.ouses, where it is registered with the Customs and 
Excise Departments, and must mature a minimum of Four Years for U.S. consumption. 

Immediately after distillation, raw Whisky is frequently sold to large buyers who in turn re- 
sell the commodity to individual purchasers in smaller allotments. The purchase and sale of 
Whisky is our business. We are not brokers. We charge no commissions. We do, however, 
make a profit on the product we sell. 

While the Owner of raw Whisky may offer it for sale at any time, the keenest market is for 
SCOTCH which meets the legal minimum age requirements for its largest market, i.e. the U.S., 
which is to say the 4-year old market. Normally, the longer SCOTCH ages, the more valuable 
it becomes. t ■ 

If the buyer holds raw Whisky until maturity and realizes a profit on its resale, the profit is 
taxed as a capital gain. In our opinion, regardless of the amount of a person's ordinary income 
during the course of the year, the profit he realizes will be taxed at the rate of 27%, and he 
may defer the payment of the tax on his capital gain by exchanaing the matured SCOTCH 
for raw SCOTCH. 


We do not, of course, guarantee that a capital gain will be realized, because Whisky is a com- 
modity and its value does fluctuate. 

The raw Whisky we sell to our customers is insured by Lloyds of London under two certifi- 
cates: one protects the buyer against fraud, error or ommission on the part of the Ware- 
housekeeper at twice the purchase price of the Whisky; the other policy covers the buyer 
against any losses resulting from physical damage while the Whisky is in the Government 
Bonded Warehouse in a sum equal to the purchase price plus 10% the first year; plus 50% 
the second year; and plus 100% the third and fourth years. 

If you would like to learn more about SCOTCH WHISKY, p|ea.se fill in and mail the en- 
closed card and we will be glad to make additional details available to you, without obliga- 
tion. 
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Sincerely, 
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CURRENT PRICING SCHEDULE 


Effective - February 7, 1972 


Note; Current pricing is at $2.80 per Original Proof Gallons. All barrels contain approximately 50 gallons. 


/ 

NUMBER OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 

,10 

$1,400 

150 

$21,000 

20 

2,800 

200 

28,000 

30 

4,200 

250 . 

35,000 

40 

5,600 

300 

42,000 

50 

7,000 

400 

56,000 

. 60 

8,400 

500 

70,000 

75 

10,500 

750 

105,000 

. / 100 

14,000 

1000 

140,000 






Special Note: 

This schedule is Subject to Change Without Notice, and Subject 
to Availability. 

Per gallon price includes: cooperage, warehousing for four years, 
two Lloyds of London Insurance Certificates with premiums paid 
for four’years, all handling costs, documentation and registration. 
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MILBANK TRADING CO., OF CONN. INC. 

175.GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tel: (203) 869-0762 


June 4, 1971 


Mr. E. Kendall Lorenz 

1025 Connecticut Ave., N.W. Suite 309A 

Washington, D.C. 



Dear Mr. T.orenz: 


Enclbsed please find the copies o.f tax rulings per- 
taining to Scotch Whisky that you requested. 



•Charles J. Lofftnan Sr, 
Representative 


GJL/sl 
encs , 
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/ MILEANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 



CURRENT PRICING SCHEDULE 
Effective - September 1, 1970 

Note: Current pricing is at $2.60 per Original Proof Gallons. All barrels contain approximately 50 gallons. 


NUMBER OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 


10 

$1,300 

150 

$19,500 


20 

2,600 

200 

26,000 


30 

3,900 

250 

32,500 


-40 

5,200 < 

300 

39.000 


50 

6,500 

400 

52,000 


60 

7,800 

500 

65,000 


75 

9,750 

750 

97,500 


100 13,000<( . 1000 

Special Note: 

This schedule is Subject to Change Without Notice, and Subject 
to Availability. 

130,000 

% 


Per gallon price includes: cooperage, warehousing for four years, 
two Lloyds of London Insurance Certificates with premiums paid 
for four years, all handling costs, uacumcivtation and registration. 
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MiLBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN, 06830 
Tnl (203)8090762 


PLAINTIFF’S 
EXHIBIT I 


T’od:iy'ii Record Record! 

The I.oiulon L'iniineial Times (20ih January, 1971) 
and ilic V!'-ill Sued Journal reported on the sale of 
Seiiich Whisky f..r 1970. It aeliieved an all-time 
letord. In exports only, tlie total sales were 
s59-l,000,000,00, an increase ul 10');, over the 
previous year. 1970 was a yeiir ol’distress, economic 
recession in several countries, vast slumps in 
stock markets, and hnancial stagnation in most 
industries. (lt''Aiir Pihcr inJusiry eu/i boast that its 
sah's iiiaeaseJ Ifi^'u in 1970 ?J 
This 10", gain in 1970 comes on top of a 20Cr',', 
increase over 1960, showing a compound average 
of better than 111",, per year. In spile of tlic recent 
recession, the 1900’s were a decade of general 
growth, hut what other industry can Iwast that it 
tripled sales in the past decade? 


PHICi;/AG15 
Per Original Proof Gallon ns at 31sl March 

Ratio 

4-Ycar/tslcw 

2\\^\r 

209’;,, 
2fl5-X, 
19 . 1 ",-, 
163"), 
220 % 
210 % 
261'),, 
IHl",, 
172".,, 
168",, 
209');, 

205% 


Year 

New 

d-Ycar-oId 

197i 

S2.20 

$4.65 

1970 

2,05 

4.30 

1969 

1.90 

3.90 

1968 

1..S5 

3.60 

1967 

1.96 

3.181 

1966 

1.96 

4.30) 

1965 

1.96 

5,2.8'. 

1961 

1.9.1 

5.00.1 

1963 

1.89 

3.4}" 

196,2 

1.89 

3.251 

1961 

l,.89 

3,18.1 

19W) 

1 ,89 

3.9.5 .i 

Average 

^1.95 

$4.00} 


This chart shows that the Volume of bales anil 
the Value of Exiwrts has been on an ever- 
increasing trend. Furthermore it show.s that value, 
since the 1960 cycle, is increasing faster than 
volume. This reaffirms the bcTicf that Scotch 
benefits from infiation whilst it docs not sulfcr 
during deflation. 
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RI5SUI.TS OI<- Tllli PAST 24 YEARS 


(SIO.OOO InvcMcd each year since i9 JH in New Scotch Wliisky Parcels (Malt and Grain) Profits made by 
scllinR Whisky Parcels 4 years aer. Prices as at 31st Marcii each year,) 



$10,000 nouGiiT 



SOLD 



Year 



Price 

lYicc 


Less 

Net 

'/o 

Year 

No. 

IVr 

Per 

Total 

Accrued 

Received 

Net 

SoUI 

Iloufthi Gallons 

Gallon 

Gallon 

Received 

Kent 

In Cash 

Profit 

197i 

1967 

5102 

$r96' 

$4.65 

$23,724 

$1,020 

522,704 

127% 

1970 

1966, 

5102 

1.96 

4.30 

21,938 

1,020 

’20,918 

109% 

1909 

1965 

5102 

1.96 

3.90 

19,897 

1,020 

18,877 

88% 

190H 

1904 

5208 

1.92 

3.60 

18,748 

1,042 

17,706 

77% 

IW.? 

|9f)3 

52‘>0 

1.K9 

3.1H1 

16,848 

1,058 

15,790 

58% 

I9(rfi 

1962 

52'W 

1.89 

4.301 

22,773 

1,058 

21,715 

117% 

1905 

1961 

5291) 

1.89 

5.281 

27,957 

1,058 

26,899 

169',’:. 

1961 

196U 

52'K) 

1,89 

5.00j 

26,476 

1,058 

25,418 

154% 

1903 

1959 

5290 

1.89 

3.43 

18,144 

1,058 

17,086 

71% 

fi2'X, 

1902 

1958 

52'X) 

1.89 

3,25 J 

17,218 

1,058 

16,160 

1901 

1957 

53'>0 

I.85J 

3.181 

17,167 

1,078 

16,089 

61"; 

19<i<) 

1956 

5390 

1.85J 

3.951 

21,317 

1,078 

20,239 

I02'X, 

1959 

1955 

5494 

I.K.l 

5.32" 

29.228 

1,099 

28,129 

IHI'i:, 

|9'.H 

1954 

S)W 

1.1151 

7.291 

39,3.>0 

1 ,0 V 8 

38,222 

282",, 

1957 

1953 

4902 

2,01 i 

2.221 

H.00j 

42,698 

991 

41 ,W 

317';,, 

190'X, 

1950 

1952 

4494 

6.78 

30,469 

899 

29,570 

IV.'i . 

19S1 

'i60.> 

1.78) 

5.4-7 

30,642 

1,120 

29,522 

195';:, 

19 :i 

19i0 

54 11 

I.H4 

5,32 • 

2«,908 

1.080 

27,822 

178% 

|9i3 

, 1919 

3630 

2.75 

5.10! 

10,779 

7.r/ 

IH.052 

Hl"„ 

19'.,' 

1948 

5508 

Z85 

6.531 

22.?24 

70 1 

22^22.4 

112';, . 



Avcrai’c returned on $10,000 Parcel held 4 years llien sold 

$23,739 

137";, 



Average Net Proiit per annum 




34"., 


|/2. 4cJL 

Tit oJ.JsMt' r ci^ve/' • 

C'mrat Quolathxis, l).S, IMtar Market 


Ane 

New 

l•ycilr•old 

2- ycar-oId 

3- ycar-old 

4- year-old 
.S-ycar-old 
Ct-ycar-old 


Price per original Sl,0(» 
tl.OOO 

•IJOO to $1,200* 
$1,200 to $1,350* 
$1,350 to $1,740* 
$1,740 to $2,250* 
$2,250 to $2,600* 
$2,60) to $2,900* 


paccordint In exact Jfe and compoxiiion) 


DATA SOURCE; WARDEN WALKER WORLDWIDE INVESTMENT 
COMPANY, TRAFALGAR SQUARE, ENGLAND. 


JULY 1, 1971 
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CONFIRMATION 


MILBANK TRADING CO., OF C0i\'l\l. INC. 

175 GREE.NWICH AVENJE 
GREENWICH, CONN. Cu330 
Tol: (203) 8u9-07o2 


3 ? 368 & #369 


QUANTITY 


EXECUTION DATE 

6 / 21/71 


DESCRIPTION 









WILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06330 
Tel; (2031 869-0762 




do ex i. J 


0/21/ 71 


Inver Eov.c 2 Di.c-tiller3, Ltd. 
ilirdrie, 5cotio.n3 


For VALUE RECEIVED, we hereby SELL odd TRANSFER TITLE to 

> . ' ' .... I 

E. Ke ndall Lorens, and/or JoBlIcaT. Lorcas^ c/o Milbank Trading Co . of Conn, 

Inc. , 

175 — &0o2-0 — UtStA^ 

The undernoted SCOTCH WHISKY FILLINGS which we own and ore in storage in your 
warehouse.' 

We warrant that the signature of said NEW OWNER appears below. 


quantity 


NUMBERS 


DATE OF BONDING 


•Inver House 60 Ebls 12‘il51-124210 


Apr. 1971 


/T / ,./ vy 

• , > . I ^ ^ J 

Cv --yyv >/ / , 

NEW OWNERtS) 


L Miibank Trading Co., Of Conn. Inc. 



INVER. HOUSE GRjMN 
Lyingi Distillory 


W/H: 8 Date Difltillcd: 3o 
. t.^nnid ; Proof Original 


>Aiu (^7/ 


. . Customs Liquid 

, : iNumi-crs. IContcnt Galons 


j — 


i£i ., 

;3 IL .. 

■ :__J !!:}^ 

Zl." 1„ Mii.... 

4 Lo}f.^ [ 

7 L& S)..Q ' 

; _ g' 4 ..f. '■ 

; 7 ■ . £/:0 | 

■ [3/,7;47) 4i.. ■:•-••■••- i 

.,4i7 £4? ' 

., . ,7 ili 2£.£ 

3 4473 ^ .i?£ : 

A /j5 ' 


4 43 

,.£ . 

4 4.37 


'70 4 I 

5<?'] I 


.ith\ 


]:?/.{ /7<2 (t^l 




IPl,rU /I'ri 


77 qi 

5.41- 

Z;?i 

73 -r 


Order #368 

n 


CERTIFIED TRUE COPY OF WAltEIlOUSEKEEPER' S RECORDS \fflICH 
CORRESPOND V/ITH RECORDS AT THE BRITISH CUSTOMS SERVICE. 


r 


fSm ..0®E CMIN I'?// 


! Lying; DiE^il’-'vy 

•. ■• i- 


Or(ieir# 36 ’& //2 


Liquid ' Proof Originnl 

" I 1 AU 


■ , CuBtoms ^iqn strength Proof 

-:.:.1_. •’ 1 Numbers . (Content Gnllons 


1... | ?.!^ (.,.7,2. 
t':. .,ll 


'■ 

-Jo - (5 


Customs 

■1 Numbers" 


■A ' Proof Original 

IcXnt , 


!i 4.?5 - 

9 -oti ./3',ao,2. 


■ 


j 3 


iMkila m S./,:-' i ■ 

1 /,ii SB i'---'!- 

IIIIIl M M '■ ^ ■ 

.. % 4 m S}.i : -OJ' 

'■ nUii ...ifty .2 

'Ai4s"‘,. ,: ' 

T: f i *4 Lii^ ;: -'■■■ U-'^ 

T' 2 (iJj Sts iMdUo 

7: 47 3^ -kjj.o 

9 4?i sil 

S2.... : 

•• • ■ / ...Hi?. Order # 

■•?■■; m 


5/-^ 

J. Lt. i 

1 ‘JO-C ' 


Total Oals. 3088.0 


Order #368 

Barrel #s 124151 thru 124210 


• :... 3 S 4 

•'•ExJlZI: m 

fiiA- 53.:i: 

ZZZ’ g, j.?;? 

t\Vxi ,!2J3. 

.lAb.^IlQ. Ml 

I a /, po f Jlii! 


Total Gals. 3088.0 60 Bbls. 
Title in Name of: E. Kendall 


Lorenz 

Lorenz 


/or Jo Ellen T. 


rFRTTFTED TRUE COPY OF WAREHOUSEKEEPER' S RECORDS VRIICH 
SfSSo uShIecOUDS at tie BRITISH CUSTOMS SERVICE, 





TH.I JMIUM 

aikhuik i.s‘>.W-i/5. 


Inver House Distillers Ltd., 

MOl'l-A 1' DISTll.l.l'.Kll S 

Aiunini.. 


V , No. I T1/P.1 

Kendall Lorenz, 1 

and/or Jo Ellen T. Lorenz, 
c/o H:.llbank Irndinci Co., 

175 [ire nwich ave . , 

Ci ef;n\n ch , 

CUllN. oeaiD U..J.A. 


i_- 


38 


n.'L.TI 

transfer W'AllRAiN'r 

368 


We (ickiwwlciii-ic rercii>i of DeHn'ry Order I'^o. 


?1 .6.71 


J)iUL’d . 

ive OCAVK^'llfl'.Vl’ 

I'lillbank Lrauing .Con^^^ 

GLnheath . „ ri*!, 

have this day been transferred to your name in our books oi; ^ vr Teruts and Conditions^ {Sec note on 
Reverse) with all charscs payable by your goodselves from 19 


Butts 


Hlids 

Brls 

Year 

Numbers 

Bond Date 

Lying 1 



60 

1971 

1?.4151-124r<l10 

30. ' .71 

Airdrie 

W/H 9 



— 





- — 











MHH 

mM 




NOTE. ^Tl'L Document is a Record of Transfer 

..t,. -_j A..... r«r.t rnTTititiito a Title. 


INVENTORY Cl' 







No. 836 / 15^50 

(PLEASE QUOTE) 


WHISKY ALL RISKS INSURANCE 

(AS DEFINED BELOW) n 

TmTTTRM MARTIN & Co.. 86 ST. VINCENT STREgr^^GL ASGOW, C. 2. 

WILLIAM ,5 ,, ,,, undersigned by certain Underevriters at Lloyd’s, whose 

(Tiiis is'to Ccrtlin that in accordance with the ^ , application, can be ascertained by reference to the said contract which bears the 

names and die proportions underwritten by them, which wi c FI herein, the said Underwriters 'are hereby bound, each for his own part 

V . AccfRPn L...E.ert4:a.l..lsP.r.C=!:R Whisky Ljing •••• ' 


NAME OF ASSURED ;i...j;.dFd.':a.l..JrP.r.c=!:R 

•rv'. cr da LI len /a'..., L.v.aC. .? 

Premium Paid ^16.5.. 

Periiid of Insurance A years from . . 9 .. il .«. 7 .+ 


- - - ” 

... in iht UiirJ snd fourth year. 

^F'ln n-c cMin of .w e.cati.'ncc litcly. 10 itivc riMi to a claim under this Policy, ihe Insure 
sh-itl ''ite notice in'n .dii’.cb 10 undeiwtUeis \ia his insumncc broker. _ 

n'd 'r'"'. or\;'K'.i .mJ ch..'i hate full discretion in ihc conduci of any piocudmgs or m 

,ns c- . - -a -Sc Insuicd shall five all such Informaiion and assistance as may 
't.\",\,.mcd r.■^ iMOC c.s.ii .: ‘un.dCe Indemnity for Us costs and e.spcnscs. 
s 11 ,,. in.utm c 1 . . 'St m the cnnilu.M,, of avciaec, tli.u is to s.iy. if the r'opcity covr'rJ 

Sc S S n'tu ,«cc ch ■ ..t the of .ms loss he of gtcalcr v.ilue ihan the sum insured he eh . 

me Acsi c I'sit.ill •vm' s.. .r.iu'.U lo lecOSer heteiinder suet, pmpoilion of ihe. said loss as 
«m insu d hs th.c ,r.m.mce he.us in ll.c total sali,.; of the said prorcriy. 


\ f '■-Te'^V ’ V. L* * V* C V • ‘J" • 

^ ^ • • • 'ji; “A* * * 

Declared Value of ^^hisk^ and Casks f 

.. 3 oiir"ii« ■ '• ■»‘t*2..s .s>L/. 

CONDITIONS ' SON-CONTRIBUTION CLAUSE 


Zln Uhtlirss ..here 


' tins ceriincate has 'iieen signed at Glasgow 
„r Jepbw.b'M s ’9” 


DITIONS ' NON-CONTRIBUTION CLAUSE 

This insumncc doc- net cover any loss .^‘um^ViT'hh 

such loss or damag; ;s insured by or seould, he"cbv assumed bv the 

‘^^ndj;iit.eo:;wcprm‘’tes;\.cr bee;'’eBecid“‘''‘‘ 

payahle under such other Policy or Policies had this Insu'.nc. not been elTecled. 

faTL^rii .destructi.-n o( or damage to any property whatsoever or any loss or expense 
whaisocvcr resuUirs cr arising ihcrcfroir. or any consequential loss. 

(h) Any legal liability of whatsoever nature directly or indirectly caused by or eontrmu:.-- to 
by or arising from 

(i) Ionising radiaucr.s or conlatnination by radioactivity from any nuclear fuel or from any 

nuclear waste from the combuslion of nuclear fuel. nronertics of any explosive nuclear 

(ii) The ladioaaive. ic.\ie. c.\plosi\c or other hazardous properties ot y p 
assembly or nuclear co.'nponcni rhcrcof. 

(C) Loss or damaa: dircctls or indirecily occasioned by, happening mil“war' 

of waTinsas.on. a of fJrcign enemies, hosi.hlies (whelher war be declared o^i^rcrM^ 
rebellion, rcsoiu' ..r, i.-.surreetion, military or gosernment 

or teutrisilmn or d.-’- jetton of or damage to property by pr un^ t^^yser or any t 

UIt'’■^t^A"wd’ irC.r all losses due to (i) Natural UnAJ^^-^Wtse DtJty Payable. 

For and on behalf of Wni. Martin &. C^, y' 


a/tettv. e-xii /z. 





. No. 0836/^21 


(PLEASE QUOTE) 


CERTIFICATE OF INSURANCE— WHISKY 

TOLLIA M MARTIN & Co,, 8S ST. V INCENT STRE ET, GLASGO W , C.2. 

inf)isJ{2(toCErtfi|)tliai in accordance with the authorization granted under Contract No. 94 to the undersigned by certain Underwriters at Lloyd’s, whose 
names and the proportions underwritten by them, which will be supplied on application, appear in the said Contract which bears the Seal of Lloyd's ,Policy 
Signing OlTice, and in consideration of the premium specified herein, the said Underwriters are hereby bound, each for his own part and not one for another, 
their Heirs, E.xccuiors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon. 

SCHEDULE 

NAME OF ASSURED.. .F;..Kf;na.a.ll..I;OretjZ Whisky Lying nr;L7A..n 


NAME OF ASSURED.. .F;..Kf;nd.a.ll..I;OretjZ Whisky Lying nr-Lt-..^ 

* 

Premium Paid n’qs/ ‘S coTOii’ ^’raTtV^Niirlcy’. 

Period of Insurance 4 years from .9A9.f.7.1 

Declared Value of Whisky and Casks ...^'.7f,Cw. ......... 

Cover is in respect of whisky as declared above whilst in the care, custody or control of the Warehousekeeper. 

CONDITIONS 


1. In consiik'miion of the payment of a premium ■% of the value declared, this Policy 

shall, subject to the terms and conditions hereinafter contained, indemnify the Insured against 
any loss, to be c.ileulated at twice the declared value, which the Insured may sustain as a 
result of fraud, misappropriation, error or omission on the part of the Warehousekeepers, 
for which the Warehousekeepers are held legrrily liable. 

2. All cosrs, charges and espenses properly incurred by the Assured shall be recoverable in 
addirion to rite sum reeoser.ihle under paragraph 1 above. 

3. In the esoni of an occurrence likely to give rise to a claim under this Policy, the Insured 
sh.rll grse notice tnuneJialiiy to Sir Wrlli.rm Garthwaitc (Insurance) Ltd.*' 

NON-CO.NTKIUUTION CLAUSE 
This Insurance does not coset any loss or damage which at the 
tirtre of (he h.rppenrng of sueh loss or damage is insured by or ssould, 
but fur the esistence ol this Policy, be insured by any other existing 
Policy held by the Insured coscring the risks hereby assumed by 
tile Underss tilers e.scept in respect of any excess beyond the 
atnoiun which w.ruld have been payable under such oiher Policy 
ot Policies had ibis Insurance not been cllected, 

3In IDitltrSsf wherimf this eertincate has been signed ai Glasgow 
this day of 1971' 


The Insurers shall be entitled, if they so desire, to take over and conduct at their own expense 
in the name of the Insured the defence or settlement of any claim or to prosecute at their 
own expense m the name of the Insured for their own benefit any claim tor Indemnity or 
damages or otherwise tmd shall have full discretion in the conduct of any proceedings or in 
settlement of any claim and the Insured shall give all such information and assistance as may 
be required on being given a suitable Indemnity for its cosu and expenses, 

Exclusiuas 

(a) Loss or damage directly or indirectly caused by or contributed IP by or arising from 
ionising radiations or contamination by radioactivity from any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel, 

(b) Loss ot damage directly or indirectly occasioned by, happening through or in consequence 

of war, invasion, acts of foieign enemies, hostilities (whether war be declared or not), civil 
war, tthellion, revolution, tnsutreciion, military or usurped power or confiscation or naiianal- 
isation or requisition or destruction of or damage to property by; or under the ordeV of any 
government or public or local authority, ' , 

For and on behalf of WniNMartinA Co.- ' 








a-rh. J- (f2> 


MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVE\"JE 
GREE.W.'ICH,CO\'\'. 05830 , 

To' (203)809-0752 




To: V- .-.rs KccTsr, 

LTa-crr.'"' D' 7-':ill.T.rioD, Ltd. , 

T.nr*'*' t •* 

^ 


i.Co'-.tr: .■ 0, : •: -t:;, Scct’and 


For V.ALUE EECHIVED, vrc hereby SELL end TRANSFER TITLE to 


E. K'or.c.r" " — 


175 Grc 


T^ll cn T. Lcr^ns, c/o ?£Gbank Trc dinrr Co. of Conn. . 
- - A ocaco Tnc 

“ 

The vncerpofea’ SCOTCH V.-RISKY FILLINGS which ive own. and ore in storage in your 
wo’-ohcvns. 


We .,.e.-nn‘ ‘hat -he signoture of said NEW OWNER appears below. 


Q'JANTIT'' 



NUMBERS 


date of DONDING 


::oT:^->nc.o 5777-5C0G * Oct. :,070 







NEW OIvs'EsTsr 


s>' /y /. 


. / •>' / l' / /p 

By ■/-//■/'. / ■'/ .■r/- '/,. , 

•^Vlilbank Trading . Co., Of Conn. Inc. 
















LOCHSIDE Scotch Grain ^-Thisky Distilled optnhpr 1970 
- MACNAK niSTILLGRILiS LTD. ARliROATli 





Brcctc* 

1 Contvnt 

Stransth 

Oalloni 

_Wofd 

Mo. 

o.p, 1 

«t Proof 

: , 70 . ' 

. - f ■' ? 

V 



1 1 


t •< * \ 

• 1 • 




OCCTl, 

5777 

53 ;-: 


6^*2 





C 6 o 9 

T 

yrp 

53 ’ 


C9.6 



59 .- 

53 :-; 


73.0 


5731 


(■ 3.0 


r- 7’32 

59 


fO.'j 


5733 

55 


^ 5.7 


. 5 / 3 ':- 



OBol 


5735 

53 .^. 


65.9 


■t 

553 


66 .0 


•h, 

!' i V ' '■■/i '^ ■ ' - 


fitr»r>CtU 

o,p. 


OiJIoni 
«t Proof 


Lorenz 


5791 

57 ; 

68. Ir 

5792 

57.; 

6r.o 

.5793 

50f 

, 69.9 

.579.’h 

5?v 

' 60.7 

5795 

5.V, 

6? (.if 

5756 

61 

72.9 

5797 

53 f 

'..'tf »2 

5790 

57. 

C9.0 

5779 

55 ;: 

66.6 

5 LM 0 

5.V 

6.'k5 

5C01 

57.: 

69.0 

5002 

57 

63.1 

5 oo:> 

53 :r 

65.9 

55C4. 

5^3 

69 06 

5005 

5006 

55v:- 

52.f. 

Mu 0^®^ 

63.0 


Total Gals. 




Order #369 
Barrel #s 5777-5'806 

Total Gals. 2018. 7^ 30^1ogheads 

Title in Name of; E. Kendall Lorenz and or Jo Ellen T. Lorenz 


CERTIFIED TRUE COPY OF V7AREH0USE KEEPER'S RECORDS WilCH 
CORRESPOND WITH RECORDS AT THE BRITISH CUSTOMS SERVICE. 








• r'«»~i. JirfAiV fcH ' & i.t- > M ._i .,_ a'..^, ^ 

lo|ie»l^ £-f^h. 7 




^ J O (P r-’T.p ■’'■ T,”^. 77 1' Vi c: --"7 Ir 7 Th" t:? av 

highland malt whisky 

HIGHLAND GRAIN WHISKY 

^AG-NAB; PlSTEGIiJ3'Rr.ES; ti>pTED_^ 


i(ff<fh 2^ 


TELEPHONE; 


MONTROSE S 29 ( 3 Lini>l 


LOCHSIDE D1STIL.L-ERY,, 
MONTROSE, 


J -July ; 'i? 7 I -JQ 




__F.. JO'i'LI.IiS 7. LOr;J77^ c/o I'ilDrj'.l: I'r.-.din” Co. or Coivi. Inc., 175 0-rccnv,'ic:!S AvenriC, • 

/ ^ // ■ / ./. / j ---. ■y , 

him/her ^ ^ '. 


.- i. "'.: 




'</Cac<^liCC^i= 2 ^i 






BUTTS Hpds. Bris. 


DESCRIPTION 


' Lochs id e Grain 


BONDED 


jl9th October, 


CASK Nos. 


WHSE. INS . 
No. PLAN 


, H N V 

31ll/5bQ6 I 1 j 2/5 

iLGjl-IOATH bSKi. U3L V2 
hRIj/OAen ! 


(^.'prnONS UNDER WKtCM AV!-rSKIRS ARC SOLD AND_STOg,ED 

1. W! isi'.y i'3 sold at original proof (gallon, in Eoncl, 

2. PF.\’T.-V.-l-is;.;y slorcrt in a Eondcd Warelionso at the Dist!>rj' is subject to the folloa-ing Rent 

'25. per week 

i liv^'i’rt.wls • ■ • ' ■ •• • " (Ci-T per week 

Contents o' Ss'are subject to lien for Rent, which is due and paynble'halhyearly^ June and December, or witen transferred or removed. 

3. IX 3 URA 2 fCF.-As_from 1st January 1971. the Company does not insure custbmem stock against fire or burglary. Customers wrll 
rooi’.iri' to orovir, * liiur f'Wp insuruncc cover. 

CVC'rCDY.-lVnvcr is res<.rved by the Conrpa.ry to order the removal of spirits in bonrl if. from want of room or otlrer cause, they find 
it nu‘Cf*'i.*AO'V t ’ c,*o 



6. TRAXPl'Kas.— Tienarer!. '.vill only be made in the Customers, nor simU it be bound to 

'"'"■'‘V-lVu! k’r r/a-’of'x' Ar everv W or pnrt thereof, will he charged, ami is payable by the Transferor, 

v^v n-dm W pMcifS noees^rry, either fiw filling or when lying Rond. 

9. A eiro^ne sufileient for dniv nmst a.-ron-pany an order to cUmr from Ilon.l. .\ny excess in cheque beyond dnty will immediately be re- 

12. The Con g-nuy will not im responsible tor the completion of fiHing orders it working operations are held up by a strike or any other con- 
• ts otMSvi«'« i‘n‘ r(»nlnti (if tltv ('“tutviny. 


Is 


f sif). 9 

fi i' ■V'' 



No. 836 / 12 -, 


(PLEASE QUOTE) 


WHISKY ALL RISKS INSURANCE 


(AS DEFINED BELOW) 


»<<»-. , , I , 


iCIjiSjisStoCcrtftPthat in accordance with the aatliorizaiion granted under Contract No. 95 to the undersigned by certain Undcavriters at Lloyd’s, whose 
names and tlic proportions underwritten by them, which will be supplied on application, can ascenained by reference to the said contract which bears the 
Seal of Lloyd’s Policy Signing Oflice. and in consideration of the premium specified herein, the said Underwriters are hereby bound, each for his own part 
and not one for another, their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon. 

SCHEDULE 


NAME OF ASSURED.... 




/ Whisky Lj iiig tW. f; Lw . . . ir. .?. . .r. . 

; ' ; .-5 . 1 . 


Premium Paid 
Period of lnsuraiicc4 


years from .i.v.t]lSf.7.v...... 


Declared Value of Whisky and Casks 

Cask Nos, . , . ru,,. •*. v **»’.»,» ft .. a y.v . tj t . . .” 

!• r ■•'I /r soiC 

• • f y 


CONDITIONS 


1. In C()^^id^:l.uion of itic pajmcni of a premium of*‘ ' Vof i|ie value decUtod, this Policy 
sli.ill. viihjeel I.' ihe terms .mil c.'iulilions lieieinaflcr coriliiined, indemnify the Insuied against 
All Ki'ks Ilf riiysic.il Loss o. U.im.ige on Whisky tind'or Casks .md/or Vuls and/or other 
ittensils piopetl) of the Assured, whilst in .ill or tmy of the lionded stores, duly paid of duty 
free W.iiehmises in the United Kingdom including transit thcicin. 

L In the event of ti ekiim Ihe h.isis of ^viilualion shnil be the. original declared value, as sUucd 
ill tile sthe.hile of this Ceililicalc, plus 1 % in the first year,/'- “• in the second year andL.s.^i 
In Ihe third ye.ir and Inuilh ye.ii, 

3. In the eisni of an oeeune.iee likely to give rise to a claim under this Policy, the Insured 
sh.ill gise noliee imiu.di.iieh Is) undiiwiiieis vi.i his insui.inee hroker, 

4- The Itisuieis sli.ill lie entitled, if they so desire, to l.ike oter and conduct at their own 
expense in the n.vm.' of the Insuied tile defence or seillenienl of any claim ot to prosecute .it 
their tin It e.speitse ip llie name ot the Insured for their own beiielit any clatin for Indemnity 
01 (l.im.ig.'s or otherwise and shall haic full discrclioit in Ihe conduct of any piocecdings or in 
selilemem of any el.iim and the Insuied shall give all such informallop and assistance as niay 
he reipiired on being gisen a suit.it'le Indemnity lot its costs and expenses. 

This liist.i.iitec is suhjeei to the condition of avei.iee, that is to say, If the piopcily covered 
by this litsui.tiiee sh.ill at the lime of any loss he ol greater sahic than the sum insured heicby, 
the Assiiied sli.dl only lie entitled to leeover hereunder .such piopoilioii of the said loss as the 
sum insured by this insuitince bears to the total value of the .said properly. 

ill IDitii fS^ whereof this certiRcaic has been signed at Glasgow 


NON-CONTKIUUTION CL kUSE 


■ ’ '24 tn ■ ’ 




Ibis iiisuiancc deles not cover any loss or damage whie-h at the time of the h.ippening of 
such loss or dam.ige is insured by or would, but for the existence of this Policy, be insured 
by any other cxi-ting Policy held by .the Insuied coiering the risks hereby assumed hyr the 
linderwiiicrs except in respect of any excess beyond the amount which would have been 
payable under such other Policy or Policies had this In erance not been cffecied, 

Exclu-sions 

la) Loss or destruction of or damage to any property whalsocser or any loss or expense 
wluisoever resulting or arising therefrom or any consequential loss. 

(b) Any legal liabilliy of whalsocser nature directly or indirectly caused by or coiitiibuled to 
by or arising from 

(i) Ionising radiations or contamination by radioactivity from any nuctear fuel or from any 
nuclear waste from the combustion of nuclear fuel. 

(til The tadioaciise, toxic, explosive or other haeardnus properties of any explosive nuclear 
assembly or nuclear component thereof. ' 

(e) Loss or damage directly or indirceily occasioned by, happening through or in coiiseqnence ^ 
of war, invasion, acts of foreign enemies, hostilities (wl, ether war be declaied or nut), .^tf'yl’at/ 
rebdiion, revolution, insuriection, military or usuiped power or contlscatiim Ar^lJpSaltktiiion 
or requisition or destruction of or damage to propel ty by or under the ordei olpfpy^^vernrtieni , 
01 puiilic or local authority. * / y' 

(d) The Assured to bear all losses due to (i) Natural Ullage, (ii) E.scise,i»(ayjWs.^(/Y/^ 

For and on behalf of \Vm. Martin & C?f)I / 








l_ 0 jCir A» I. 


V/^A 



No. D836/:i?; 


(PLEASE QUOTE) 


CERTIFICATE OF INSURANCE— WHISKY 

WILLIAM MARTIN & Co,, 86 ST. VINCENT STREET, GLASGOW, C.2. 

C()i£(l£( to £crtf ip that in accordance with the authorization granted under Contract No. 94 to the undersigned by certain Underwriters at Lloyd’s, whose 
names and the proportions underwritten by them, which will be supplied on application, appear in the said Contract which bears the Seal of Lloyd's Policy 
Signing OrTice, and in consideration of the premium specified herein, the said Underwriters are hereby bound, each for his own pan and not one for another, ' 
their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon. 

SCHEDULE 

NAME OF ASSURED.... A.. Whisky Lying 


r. « «,S . I 


Premium Paid ...iw'.^.shx 

Cask Nos. , 30 .ea;;.i.':..Lo.:....:,';L'..‘.r.''...'.n....v.,... 
Period of Insurance • years from ...l.L.'lPvT.C. i- a r , 

,i ^ ^r\ 

Declared Value of Whisky and Casks /o./.v.v, 

Cover is in respect of whisky as declared above whilst in the care, custody or control of the Warehousekeeper. 

, CONDITIONS 


t, In considcralion of ihe payment of a premium of % of tlic value declared, this Policy 
shall, subject to the terms and conditions hereinafter contained, indemnify the Insured against 
any loss, to be calculated at twice the declaied value, which the Insured may sustain as a 
result of fraud, tnisapprnpriation, error or omission on the part of the WarchousckccFCis, 
for which the W'archousckeepcrs arc held legally liable. 

2. All eosts, charges and expenses properly incurred by the Assured shall be recoverable in 
addition to the sum recoverable under paragraph 1 abase. 

3. In the event of an occurrence likely to give rise to a claim under this Policy, the Insured 
shall give notice immediately to William Martin S- Cn. 

NON-CONTRIIIUTION CLAUSE 
This Insurance docs not cosci any loss or damage which at the 
time of the happening of such loss or damage is insured by or would, . 
but for the existence of this Policy, be insured by any other existing 
Policy held by the Insured covering the risks hereby assumed by 
the Underwriters except in respect of any excess beyond the 
amount which would have been payable under such o'lhcr Policy 
or Policies had this Insurance not been eHectcd. 

3n whereof this cenificale has been signed at Glasgow 

'hi' riucue-l...... . 1 . 57 . 1 . f 1971 


The Insurers shall be cniUled, if ihcy so desire, lo lake over and conduct ai ihcir own expense 
in the name of ihc Insured the defence or sculemeni of any claim or lo prosecute their 
own expense in the name o( the Insured for their own benefit any claim for Indemnity or 
damages or otherwise and shall have full disaclion in the conduct of any proceedings or in 
setticmcni of any claim and the Insured shall give all such infornution and assistance as may 
be required on bcin'g given a suitable Indemnity for its costs and expenses. 

Exclasions 

(a> Loss or damage directly or indirectly caused by or contributed to by or arising from 
ionising radiations or contamination by radiojciiviiy from any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel. 

(b) Loss or d.image directly or indirectly occasioned by, h.tppcning through or iri consequence 
of war, invasion, acts of foreign enemies, hostilities (whether war be dtclarcd or not), rivil 
War, rebellion, revolution, insurrection, military or usurpcfl power or confisC^lion.^r national- 
isation or requisition or destruction of or damage to proper ly by or^idcr the order of any 
govt^mcni or public or local authority. ' 

» /* 

For and on behalf of Wm. Max!ip "& <^o. 


■f 


From 


I i i.i i imim; 

AlRinUK ’S03/4/5. 


Inver House Distillers Ltd., 


MOFFAT DlSTILUICmES, 

AlRDFilK. 




To 

I''.. ‘.riiF'-r- Jc. 
i /t. •• i ' !•.: I: , f'OlIM , 


No. 


7‘j/3 


;;:t. '1 .7'.’ 

TRANSFER WARRANT 


■JVi ■' 

IVtf ocknowledae rcrcii>i of Delivery Order No. ....7.'..'. ..Dtiied 

'"ri 1 I'HllI j (''’l 'i • 

from 

/„ respect of ca.ih of Can.lKT-tii . as undernoted. which 

have this day been transferred to your name in our books on our Tern^and Conditions {See note on 

Reverse) with all charnes payable by your ;^oodselves from, 19 














f( ftc, /yx,. 


% 









MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH. CONN. 05830 
Tel; (203) 8G9.0762 


PlIPr.HASE ORDER RECEIPT 




rL..,L 


RECEIVED OF_ 




-c '7- II yl^<- Co a 


STREET ADDRESS. 


/9A / (JJlj'bJl^ ( laf) barrels of fifty (SO) Proof gal 

FILLINGS. . < 

\ ^1 'I I Price includes Cooperage, Insurance, ai 

Distilled in_ L — L — l—i— 

for four years. /) ,/ / 


TO BE REGISTERED IN THE NAME OF 


. Price includes Cooperage, Insurance, and Warehousing 

^ l~ i> i'' 


S'^sTcrUTE^^wf™1«N™ 

M,LB INC. OfJ^JJjr-OlTiOir' 

r'lLl 


t“-' JJ ^ •'‘Ot 

' I 4-h 
^9 hc^ 




FJ?r>W> <•* ^ 


t ' • - ' - 


MILBANK TRADING CtJ. OF CONN., INC. 

175 GRttMWICH aWKNUL 
GREENWICH, CCNiN 06330 
Tel, (2031 86y-0762 


January 29^ 1972 

Jq, iJarchousG Keepar ‘ 

Xnvcr House Distillers, Ltd, 

- <^^£/ Scotland 

For VALUE RECEIVED, wo hereby SELL and TRANSFER TITLE to 

3. Kend( 2 jLl Lorenz, c/o MilbarJ: Trading Co. of Conn., Xna. 

17S Greomricb Lvcnue, Grecnifich, Connecticut 06830 u.s.a. 

t 

The undernoted SCOTCH WHISKY FILLINGS which we own and ore in storage in your 
warehouse. 

We warronl that the signature of said NEV/ OWNE^ appears below. 


BRAND 


Xnver House 


QUANTITY 

numbers 

DATE OF BONDING 

.02 barrels 

191740 - 191841 

December, 1971 





NEW OWNER(5) 


By //Mixn 

^ilbank Tradiijg Co., Of Conn. Inc. 













/> 


INVER HOUSE Scotch Grain Whisky F..llings Distilleii December, 1971 


• Erdse 

Ho. 

Contone 

Strenuth 

O.P. 

Gallons 
(It P/oqf 

191740 

"4075 


Ti'oTo’ ” 

1,91741 

41 .5 

n 

49.0 

2 

40.5 

1 20.0 

40.6 

3 

42.7 


51.2 

4 

39.2 


47.0 

5 

42.7 


51 .2 

6 

40.5 


40.6’ 

7 

42.7 


■ 51 .2 

■ ’0 

41 .7 


50.0 

9 

42.0 


50.4 

191750 

3Q;7 


46.4 

1 

41 .5 


49.0 

2 

40.5 


4 0.6 

3 

38.7 


46.4 

4 

41 .0 


49.2 

5 

41.7 


50.0 

6 

40.2 


40.2 

7 

42.0 


50.4 

0 

41 .2 


49.4 

9 

39.0 


46.0 

191760 

41.0 


49.2 

1 

30.0 


45.6 

2 

39.5 


47.4 

3 

39.0 


46:^0 

4 

40.6 


40.0 

5 

40.5 

' 

40.6 

191016 

39.5 

0 

47.4 

1 

43.0 

120. C 

51 .6 

0 

41 .2 


49.4 

9 

40.7 


40.0 

191020 

39.5 


47.4 

1 

40.5 


40.6 

1 2 

41 .0 


49.2 

3 

40.7 


40.0 ' 

4 

43.0 


51 .6 . 

5 

39.5 


47.4 

6 

39.5 


47.4 

7 

40.0 


40.0 ' 

0 

43.7 


52.4 

9 

43.0 


51 .6 




0 

- 191791 1 

10.5 _ 

191766 

42.2 

50 6 

2 

42.7 1 

■ 7 

39,2 

120.C 

47.0 

3 

42.5 

8 

42.5 


51 .0 

4 

42.2 

9 

43.2 


51 .0 . 

•-5.’ 

40.7 

191770 

40.0 


40.0 

6 

42.2 

1 

40.5 


40.6 

• 7 

42.7 

2 

40.5 


40.6 

. 0 

41 .0 

3 

3 9.0 


46 .0 i 

9 

30.0 

. . . 4 

5 

41 ,0 
42.0 


49.2 . 
50.4 I 

✓ 

91000, 

1 

42.2 
40.. 5 

6 

39.2 


47.0 i 

2 

42.2 

7 

40.5 


40.6 1 

3 

43.0 

0 

40.5 


40.6 

4 

42.2 

9 

43.5 


52.2 

5 

43.2 

191700 

43.2 


51.0 


43.0 

/ 1 

42.2 


50.6 

U 

7 

40.7 

2 

41 .0 


49.2 

0 

41 .2 

3 

30.5 


46 . 2 

i 5 

40.0 

• 4- 
5 

43.0 

43.2 


51.6 

51 .0 

*191010 

1 

41 .2 
40.7 

'■ 6 

39.7 


47.6 

2 

40.2 

7 

43.7 


52.4 

3 

39.0 

0 

40.5 


4 0.6 

4 

39. T 

9 

41.0 


4 9 . 2 

C 

30.7 

191790 

41.!) 


4 9.0 



0 


120 .! 


19103D 

1 

2 

' 3 

4 

5 
.6 
;7 
0 
9 

191040 
1 91041 


43.5 
41 .5 
40.2 

42.5 
40.0 

30.7 
41 .2 

39.5 
39.5 

42.7 
41 .5 

40.71 Q 


52^-2 

49.0 
40.2 
51 .0 

40.0 

40.4 

49.4 

47.4 
47.4' 
51 .2 

49.0 


40.0 


Order 939 

Barrels 191740 thru 191841 

Total Gallons 5018,8 — 102 Barrels 

Title in name of: E. K^d^ll Tjorem 


CERTIFIED TRUE COPY OF WAREHOUSE KEEPIOR'S RECORDS WHICH 
CORRESPOND WITH RJOCORDS AT THE HRITISIT CUSTOMS SERVICE. 


40.6 
51 .2 
51 .0 

50.6 
40. B 

50.6 
51 .2 
49.2 

45.6 

50.6 

40.6 
• 50.4 
51 » 
50, 

51 ... 
51 

40.: 
49.' 
43.0 
49..' 
43. £. 
40. ! 
46 P 
47.f 
46.* 


r. 


•3 c\ rv " 


r _ ■ 









■Ct);:' 








No. 836/ D.W.M. 18982 

(PLEASE QUOTE) 


*f/n 6 L. ^ 


WHISKY ALL RISKS INSURAJMLL 

(AS DEFINED BELOW) 

WILLIAM MARTIN & Co., 86 ST/WCENT STR EET. GLASGOW, G 2 sue 

W^toecrtfiPthat in accordance with the authorization granted under Contract No. 95 to the undersigned by 

and not one for anothcraheir Heirs. Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorse 

• SCHEDULE - Inver House Distillers Ltd., Airdrie. 

NAME OF ASSURED.S,..j;.en(?ell..Lorer.z.. Whisky Lying :v/areHouie‘T^o."‘r4'.' 


: : ^2^1:12 " 

Premium Paid 

Period of Insurance ^ years from ■28v4i-72"" 


Declared Value of Whisky and Casks ••••;v"o^‘l'3j;K'^?5ui'Vn 

Nos 102 Barrels Garnheath Scotdn u^^^ 

..... ..;..‘;:::3arr:eTs:;:ios,t;.L9™^^^ 


1. In conudtration of ihe paymenl of a premium of^ - _ ,o of ihe salue ^ ■ 

shall, sublccv 10 the terms and condilions hereinafter comaint^, 'od"™)'/)' ‘v , mhei 

nil Risks of Physical Loss or Damage on Whisky and/or Casks and/or Vats and/or olhc 
uLuis propertyTthe Aiemred, whilst in all or any of bonded stores, duty pajd or duty 
tree Warehouses in ihe United Kingdom including transit therein. 

a In ihe esent of a claim the basis of valuation shall to the oripMl declar^ value as stated 
fn the 'iihedule of this Certificate, plus 10 % i" the first year, 5O % m the second year and 
100 % in the third and fourth year, 

■t. In iho essni of an occiiiience likely 10 cbe rise 10 a cl. im under ihis Policy, ihc Insured 
sh.iH noliCL' mitnoilulely lo uiulciwiilei*; via his insurance nl0^cr. 

4 The In.iiiers sh.ill be entiiled. if ihcy s.s Jesire, lo lake over and conduct at 'heir owm 
evpense in the ii.inve of the Insiiitd the .nee or sctilcmem of any claim or J*' 

ihs-ir s ivn expense m ilie name ol the Insured for ihcir own bencfii any ^ 

,u il.'iiae.s or otherwise and shall have full discretion in the conduct of any inocicilings or n 
sellleiv.tii of any claim and the InsUied shall give all such information and assistance as mas 
be reiU'^rvU on hcinii cinch ^ Miit.ibU* InJcniniiy for iis conin and c.xpcnNcv. 
s This Insur.incc is sohjecl to the condition of avciacc, that is to say', if the r'ope'rly covered 
in ih , Ins.n.tnee s|ull al ihe lime of any loss be ol gteatcr value than thr sum insured hereby. 
Ilie As.uieil sh.ill only lie enlilied to recover hereunder such proportion of the said loss as Ihe 
sum in-nred by this insiiiance hears 10 the lotal value of Ihc said properlv, 

3ll lUitllfS'^ vvliurcof this cerliftcalc has been signeei at Glasgow 

3=a in"- 


CO NDITIONS NON-CONTRIBUTION CLAUSE 

This insurance does not cover any loss or damage whieh at Ihc time of 
such loss or damage is insured hy or vvould, hul for ihc existence of this Po.icy, n 
by any other existing Policy held by the Insured covering the risks herchy 
Undervvrilcis cxcepi in respect nf uny excess be7ond the amoum which would have been 
payable under such oihcr Policy or Policies h.id ihis Insurance noi been cnecicu. 

1,LiVloss"oi dcsiruclion of or damage to any property whaisoescr nr any loss or expense 
ivli.itsocvcr resulting or arising therefrom or any conse‘i|Ucntial loss or 

(h) Any legal liability of whatsoever nature directly or indirectly caused by or contributed to 
hy or arising from 

(i) Ionising radiations or contamination by radioactivity from any nuclear fuel or fro.m any 

nuclear waste from the combustion of nuclear fuel. ^ „,„.i„.,, 

(ill The ladioaciivc. toxic, explosive or other hazardous properties of any explosive nucl.ar 
assembly or nuclear component thereof. 

2 Loss or damage directly or indirectly occasioned by, happening through or, in consegucncc 
'of war. invasion, acts of foreign enemies, hostilities (whether war be declaicd oy^), civil war, 
rehcliion. revolution, insurrection, military or usurped power or "nfiscationyf /alionalismion 
or requisition or destruction of or damage 'o property by 01 t^^d^Lnny government 

or public or local authority. / /// / 

3 , Tlic Assured to bear all losses due 10 (i) Natural Ulla>;^LA;t^//Tyy Payable. 

For and on behalf of Wm. Martin & — - 


1 '.t-v.ti.r.',, .gv! S'. .1- -.-si jr;-<jl.“e;L‘.e-v,.x.d>. 


/S- 


PLAINTIFF'S 













an intrigoingf 

new way to invest for 

. A Unique Product 
. A Demand Commodity 
. Tax Advantages 
» Capital Gains ^ 

• Diversification Wk 




j': 


'-f /j 


Vi'i'’* 


ii- 

it*'-"' 


lafys^sstisi t® a i®® 
mM of isTOsttisg 


Chivas Regal . . . Johnnie Walker . . . 
Dewars . . . Haig & Haig . . . Cutty Sark 
. . . J & B . . . Teachers . . . and many 
others . . . everyone a respected name in 
the art of the blending of SCOTCH Whisky. 
Each is the magnificent result of years of 
tender care . . . ot gentle aging in huge 
casks till just the peak of perfection at ma- 
turity, then blended with other aged SCOTCH 
Whiskys and made ready for the savouring 
and enjoyment of the discriminating, 
in that process is the simple basis for the 
value of investment in SCOTCH Whisky! 
For, as that SCOTCH was maturing in age 
— it was also growing steadily in value! 

i(SE2lBd IfelS ISSS 
§@□9 ItiSoresl'iKg 
ani toan fasts 

British law requires SCOTCH Whisky to be 
at least four years old before blending, 


and for U. S. consumption. For 

years this aging operation was financed for 
the SCOTCH Whisky Industry in Great 
Britain by the distillers, the producers of 
SCOTCH in its raw state, selling their 
"green" whisky (or "new fillings") to finan- 
ciers, who would ^eseil to the Blenders, 
when it had matured to its desired age. The 
Blenders, who accomplished just what their 
name implies, blended various similarly 
aged SCOTCH to their own formulation, and 
made it ready for marketing to the consumer. 


Tlie lissliaiiss m 

iwesllis Iss scsfeli 


vjfais's 


SCOTCH Whisky investment is different than 
purchasing securities, or corporate shares. 
When an individual purchases such shares, 
he is actually taking an interest in that 
corporation. The success or failure of his 
interest then depends largely on the degree 
of competence exercised by the corporate 
management. 


» • . i-i .Ji-v*-. -fi- n-Tf ' *' i - i ir i - i tT . « i i- i n ^^im» 

When an individual buys SCOTCH Whisky, 
he actually purchases a specific quantity of 
SCOTCH in casks, which are gauged with 
scrupulous accuracy under Her Majesty's 
Customs and Excise Supervision. These 
numbered casks are registered in the name 
of the owner, in the Distillery Records, then 
stored in Government Bonded Warehouses 
until the owner decides to sell his Whisky. 



Plan 1. It can be bought as one would buy 
a commodity future, held for ap- 
preciation then sold for capital 
gain when market conditions are 
favorable. 

Plan 2, Raw Whisky (fillings) can be bought 
each year for four years. At the end 
of the four year period, the first 
parcel is ready for blending. This 
now mature SCOTCH Whisky can 

. i 

I 


be exchanged for new parcels of 
raw fillings in direct ratio to the 
then market prices of each. This, in 
a favorable market, may result in a 
substantial increase in that year’s 
holdings without increasing the 
capital investment. Furthermore, a 
"Like Kind" exchange of property 
has been ruled to be tax-free so 
that taxes can be deferred until the 
SCOTCH is sold. This is partic- 
ularly worthwhile for the investor 
preparing for retirement, or one who 
is arranging long-term distribution 
of his holdings. 


SCOTCH Whisky exports in 1965 increased 
an incredible 37% in volume and 44% in 
value over the previous year to total 59,155,- 
000 proof gallons and $423,722,400 in foreign 
earnings, 

The U. S. Market took over half the total 
whisky exported, and shipments here were 
up 40% in volume and over 45% jn value, 
which amounted to 33,254,000 gallons, val- 
ued at $224,225,000. (Source — Financial 
Times, London — Jan. 29, 1969.) 

No longer a status drink for the rich alone. 


SCOTCH has become the mass "In Drink” 
for all income and age groups, and is one 
of the fastest growing in the U. S. Liquor 
market. 



As specialists, trading only in 

SCOTCH Whisky, Milbank Trading has de- 
veloped a simplified technique for cutting 
through the entangling snares of endless 
red-tape, eliminating confusing and compli- 
cated procedures. As a MILBANK client, 
you will’ be able to take full advantage of 
the opportunities afforded by investing in 
SCOTCH Whisky. 


It is our aim and interest to do whatever we 
can to obtain for our clients the, best pos- 
sible profit with the least amount of ris.k. 
Therefore, we recommend the purchase of 
GRAIN whisky rather than the volatile malt. 
MILBANK sells Grain SCOTCH by the bar- 
rel. Each barrel contains approximately 50 
gallons — gauged and charted exactly under 
Her Majesty's Customs and Excise Super- 
vision. The price per gallon is at the pub- 
lished MILBANK "Current Pricing Schedule" 
in effect at the time of the transaction (the 
latest published Schedule is enclosed for 
your information). 

The “per gallon” price represents a total 
investment for the maturing period ... it 
includes all our administrative and sales 
costs, communications, handling and coop- 
erage. Warehousing for four years, as well 
as tv/o Lloyds of London insurance certifi- 
cates, one insuring the buyer against fraud, 
error or ommission on the part of the Ware- 
housekeeper, and the other against any phys- 
ical damage while the Whisky is in the gov- 
ernment bonded v/arehouse. The first is for 
twice the amount of the declared value 
(buyer's investment), and the latter at the 
declared value plus 10% the first year, plus 
50% the second year and plus 100% the 
third and fourth years . 




Illustration of an Investment which doubled In 4 
years based on an acquisition made in 1960 

Cost of new grain fillings 

(1960-1,200 gals, at 51.75) . 52,100.00 

Storage charges (at 4 to 7i; a cask 
per week for 4 years (5.5(: 
average x 208) 11.44 

Insurance 

(General— 20 per gal. per year 

(02 X 1200 X 41 , , 96.00 

(Title— 1.25% of the value of the 

whisky times 1.3 years for 4- 

year term charge 

(1.25 X 52.100 X 1.3) 34,91 

Cask cost (10 butts at .524,00) 240.00 

Total Cost of Purchase 52,482.35 

Sale price of mature gram 

(1954—1,200 f.als, at $5,!0) 56,120.00 

Cask costs refund 240,00 

Gross Sale Price $6,3i0,00 

Not profits before lax $3,877.65 

Less U. S. capital gains tax 969,41 

4-year Profit on $2,482 

Investment 2,908,24 

Total Value of Investment 
m Scotch in Four Years 
(less cask costs re- 
funded) $5,150,59 

Source — Doctors' Financial Planning — September 

26, 1968 


/ 


When you benefit — vre benefit 
When we benefit — you benefit 
from this highly unique, intriguing new way 
to invest. 





f 
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For any additional information, references 
or clarification consult f" 

MILBANK TRADING CO. OF CONN., INC. ^ 


or 

For Priority Attention — CALL NOW! 



175 GREENWICH AVENUE 

GREENWICH, CONN. 06830 1 

r: 











Mr. Charlos Lof fraar , ‘"o;. 

MilT-.E-nk Trading Co. 

of Conn., Inc. 

175 Greenwich Avenue 
Greenwich, Coiinecticut 06C30 

Dear Mr. Loffinan: 

t ' 
f 

1 enclose a copy of ny pucohnse order receluL of January , 
197?., that roaulteri in a purchase o.f scotch grain whisky, .in r.:- u 
amount of ?J1,048.8R. 

You have not: fev-v.-arded Rnt:.sfactory docunicneet i or aiV; t/wrefore, 
the 1/ per m.onch is now accumulating and totals 12?'. 

Your.s vf'ry truly. 


I'. Kenc.„li Lorcri, 

EKL/sc 

Enclosure (1) 


O f6&/d C^ad/if ^0////, cMc'. 


March 7 , 1973 


^ J(0&/ / {/ds/f/ 




Mr. E, Kendall Lorenz 
Lorenz S Lorenz 
1025 Connecticut .Avenue N.W. 
h'ashington, D, C. 20036 

Dear Mr. Lorenz; 

We are. in receipt of your letter of February 14th which wo delaij?'^ 
answering until today so that we might review your purported cJc.ir 
For accumulated interest. 

In strict accordance with* our representative's suggestions we 
furnished you with all the supportive documentation that you had 
reguestod from him. Further on May IJ.thf 197.2 we sent you by 
certified mail the Transfer Warrant together with two Lloyds of 
London Insurance policies _which completed the documentation relative 
to your Scotch Whisky purchase. 

Accordingly, we categorically reject your claim as totally unfcinded. 
Further, we find it difficult to accept that you have allowed rx^rr 
than a year to pass without one single reminder or indication that 
our documentation' had not net your criteria for satisfaction before 
receiving your letter of February 14th last. 

Sincerely , 

MILBANK xmDih'G CO. OF CONN. INC. 

Albert J. 'beeii 
President 


'r\ H 

.'.r 


'kycM/i 
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Wmm, ^^eenmcA'. ^cm. 0^(S190 <£^/, .POS (^^0P‘ 


"SCOTCH WHISKY IN BOND" 


CARL DUBINSKY 


173 GREENWICH AVENUE 
GREENWICH. CONN. 06630 


M\IKTRADING CO., OF CONN. INC. 

175 GREENV7ICH AVENUE 
GREENWICH, CONN. 06830 
Tel; (203) 869-0752 


' PLAINTIFF'S I 

I 

t </ / ■ 


PURCHASE ORDER RECEIPT 


N£\a/' l-f'/diE: p/y^K A/-y HoVo •3. 67 

City State ' Zip Oato 

RECEIVED fi F . 'JT \^ALLi £ 

STREET ADDRESS XaZ/ITj^^ 5/yg„^gZl ! 

IN PAYMENT OF (lIS-AH"borrels of fifty (50) Proof gallons each, 

(more or less) at $2.60 per galion of DISTILLED CHOICE LIQUOR NEW GRAIN SCOTCH WHISKY 
FILLINGS. 

Distilled in r^m I . Price includes Cooperage, Insurance, and Warehousing 


£ '2>i0.oo VeP . 


Distilled in / 7 // | . Price includes Cooperage, Insurance, and Warehousing 

for four years. 

TO BE REGISTERED IN THE NAME OF 3^ ]ZAAAj. 

I 

G-e-HG, \e.S)Oi^a , 

) 

CONFIRMATION, TITLE, AND SPECIFICATIONS WITHIN TEN (10) DAYS. ALL OTHER DOCUMENTATION 
TO BE COMPLETED WITHIN NINETY (90) DAYS FROM DATE HEREOF. 

MILBANK TRADING CO., OF CONN. INC. C> M P/- 




i 






PLA!NT<FP'S 

I EXHiSlV,, 

i .d£- 

iZi’C JcZ 



No. D836/ 


\7.H. 2880 


(PLEASE QUOTE) 


CERTIFICATE OF INSURANCE— WHISKY 

WILLIAM M ARTIN & CO., 86 ST. VINCENT STREET, GLASGOW, gssve 

CfjiSl’s to Ccrtfipthai in accordance with the authorization granted under Contract No. 94 to the undersigned by certain Underwriters at Lloyd’s, whose 
names and the proportions underwritten by them, which will be supplied on application, appear in the said Contract which bears the Seal of Lloyd’s Policy 
Signing Office, and in consideration of the premium specified herein, the said Underwriters are hereby bound, each for his own part and not one for another. 
thci( Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained herein or endorsed hereon. 

„ ■ SCHEDULE ' , . 

NAME OF ASSURED..?.°]^?.?'.t^..“.*,..Y^?;f.^...®n....:.‘:”® N'i'h isky Lying .Inver . Hou s e Di s tillers Ltd . , _ Aird rie . 

Cedone. i.'arehouoe ITo. 14 . ' 

„■■■■■■.■ Cpsvso- - 

„ . . - . Cask Nos. ...... 20.. Barrels Garnheatn Scotch Grain hisky. 

Period of Insunmce 4 years from 28,.1...72 

Declared Value of Whisky and Casks ,..7260.0 

Cover is in respect of whisky as declared above whilst in the cr^re, custody or control of the Warehousekeeper. 

, oc CONDITIONS ^ 


1. In consiUcralion of ihe pa.vmi'ni of a premium o^ % of Ihc value declared, this Policy 
ihall, subject lo ihe icrms and conditions hereinafter contained, indemnify the Insured a^iamst 
any loss, to be calculated at issicc the declared value, which the Insured may sustain as a 
result of fraud, misappropriation, error or omission on the pan of the Warehousekeepers, 
for which the Warehousekeepers arc held Iccally liable, 

2. All costs, charges and expenses properly incurred by the Assured shall be recoverable in 
addition to the sum rccoscrahlc under paracraph 1 above. 

3. In the event of an occurrence likely to give rise to a claim under this Policy, the Insured 
sh.ill give notice immediately to WMliaiu Martin & Co. 

NO.N'.CONTRIDUTION CLAUSE 

This Insurance does not covet any loss or damage which at the 
tunc of the h.tppening of such lass or damage is insured by or would, 
hut for the existence of this Policy, be insured by any other existing 
Policy held by the Insured covering the risks hereby .assumed by 
the Underw. filers except in respect of any excess beyond the 
amount which would have been payable under such other Policy ' 
or Policies had this Insurance not been cITccied. 

31n llhtnPEitf whereof this certificaie has been signed oi Glasgow 
lYth Karoh, i97ix2. 


The Insurers shall be entitled, if they so desire, to take over and conduct at their own expense 
in the aamc of the Insured the defence or settlement of any claim or to prosecute at their 
own expense in the name of the Insured for their own benefit any claim for Indemnity or 
damages or otherwise and shall have full disaclion in the conduct of any proceedings or in 
settlement of any claim and the Insured shall give all such infotrruiion and assistance as may 
be rcijuired on bein^ given a suitable Indemnity for its costs and expenses. 

Exclu.ions 

(a) Loss or damage directly or indirectly caused by or contributed to by or arising from 
ionising radiations or coniaminaiion by radioactivity from any nuclear fuel or from any 
nuclear waste from the combustion of nuclear fuel. 

(h) Loss or damage directly or indirectly occasioned by, happening through or in consequence 
of war, invasion, acts of foreign enemies, hostilities (whether war be declared or not), civvl 
war. rchcllion, rcvc>!ution, insurrection, military or usurped power or j:onri‘Ution or national- 
isation or fr^uishs;.’!^ ^r destruction of or damage to j»y>pcriy by>5f*undcr the order of any 
government or .or local authority. ^ 

For and nn behalf pfAV/ii/Marj^n^x Co. 
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No. 836/ 171 

(PLEASE QUOTE) 


WHISKY ALL RISKS INSURANCE 

(AS DEFINED BELOW) 

WILLIAM MARTIN & Co,, 86 ST. VINCENT STREET, GLASGOW, G2 ^ue 

CiJlSlSto CcrlflPthat in accordance with (he authorization granted under Contract No. 95 to the undersigned by certain Undenvriters at Lloyd's whose 

Seal oVLIoyd'sEcTsioV" ascertained by reference to the .said contract which bears the 

and nn< n i r \ Signing Off, cc. and m consideration of the premium specified herein, the said Underwriters are hereby bound each for his own oart 
and not one for another, their Heirs, Executors and Administrators, to insure in accordance with the terms and conditions contained hemiror e^doL hercor 

, 

l/aEohouce. R q.. I4. 

Premium Paid v55..25 • 

Period of Insurance ^ years from Dedarcd Value of Whisky and Casks ...'..'^2600'. 


Cask Nos. 


I. In consideration of the payment of a premium of ^ '1^5 „ declared, this Policy - ^ ITfONS 

III nrw 'T? conditions hereinafter contained, indemnify the Insured apaihst 

All RjsVs of Physical Loss or Damage on Whisky and/or Casks and/or Vau and/or other 
u.cits^ p.opCTly .of the rtssurc-h^whilsl in all or any of tl c bonded stores, duly paid or duty 
f.cc Warehouses in the United Kingdom including transit therein. 

, 1 " u- valuation shall I.- the oiiginal deehred value, as stated 

100 % in th?.hirdL?dtu“r^' yt?. ^ i" the second year and 

iiii 

'f they .so desire, to lake oser and conduct .n iheir own 
is'i'r iIk lUiiie n the Insiiicd Ihe defence or sclilemcnl of .any claim 01 10 prosecute ji 
■ i I n espuisc 111 llie name of ihc Insured for iheir own hcnefil any claim for Indenmiiy 
r ‘''hs';''iw .and sh,al| h.asc full discretion in Ihe conduct of any nocecd nes 0" n 
eli einem of any dim, .and ihe Insuied sh.all gisc all such infoi, nation and assisiance as milv 
U rvqi.irid nn Kmi: L*i\cn n ••uii.iMc IndcoHiiiy foi ns rosis and oipcnscs. 


• 20' -Ba-i^^ol'S-'Gar-nhor.th . Scotch. 

• 2arrGl 5 • -iTo's-; • •l-?l6s ^/l 917'&4-. ■ 


,Gj:ain..\Ms'.y..... 


NON-CONTRIBUTION CLAUSE 


T*'" insuf.mce is sut-jcel lo the cisndilion of .avci.a 


oipcnscs. 

,• I ' *' v/i titki acc , that is to sav, if ihc *^1 one riv covef*tl 

iMis liiviii.iiite sli.ill ,11 ,|u. I,,,,,, pf ,^|,y loss he of gre.aier value ih.an the sun, Insiiicd hciehv 

iim'mM,'r'' rh' ,h'' lecoser hereunder such pioponion of ihc said loss as the 
iim msimd by this insii.ance bears lo ihe lol.al salue of ihc said properly. 


ih. 

viini 


wch ortlsniapc which .il Ihc lime of Ihe h.ippening of 

such loss or darnago is m'utcd hy or ssoiild. hm for the cxislcnee of this Policy he insured 
tHc?e''rwrh"" “y Ihc Insured covering Ihc risks hereby assumed hy the 

n-HihiTuV ““i?' 'u heyond ihc amount sshich would have Ven 

payable under such other Policy or Policies had this Insurance not been cITccled. 

Exclusion, s 

''uil oLot d-OTi-aBC lo any properly wh.nisocscr or any loss or espense 

«li,ilso.scr resulling or arising iheiefiom or any consequcnlial loss or 

hy’ o^r"Iri'sing from'"^ whatsoever nature directly or indirectly caused hy or eonirihuied to 

(I) Ionising radiations or conlaminailon by radioaciiviiy from any nuclear fuel or from anv 
nuclear waste from the combustion of nuclear fuel. ^ 

111) The ladioaciivc, loxic. explosive or olher haratdous properties of any cxnlovivc nucl-ar 
assembly or nuclear componcni thereof. , o i oi any explosive nucl.ar 

Ar or indiieclly occasioned by, happening Ihrbugh 

of war, invasion, acts of foreign enemies, hosliliiies (whelhcr war he declaiid 

rchL'ilion. rpvntnhnn > 


I-C-v'' Kj'* 
«y 


•jLi lILtnr?^ whereof this ccrlificatc has been signed 

this 1.7 t.h 


properly. 

at Glasaow 


day of 


March , 


or in copNCQuencc 

rchellion, rcvoluiion, iiisurreclion, mliilary or usurped power’ or conliscaTion u'r nafionaVisabon 

o'r ;uri;r;Ho‘;;af rji'h^orh;. 

The Assured to bear all losses due lo _(i>_, VaUfu,?^;^ii) Excise Duty Payable, 

.•or and on behalf of \Vm. .Viavihf'e;^^ 
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AiRniar- 2893/*t/5. 


Inver House Distillers 

MOFFAT DIbTILLErUES, 

AIRDRIE. 


Tn. 


No. |_ 


72/680 


Uobei’t J. Valli and Gene Tcclone, 

Milbank Trading Co. of Conn., Inc. 

175 Greenwich Avenue, 

Greenwich , Connecticut 06830 U.S.A. 

Data : 1 


TRANSFER WARRANT 


iVe ncknnwlc‘(l;ae receipt of Delivery Order No Mated 


. M y hank, Conn, 

in respect of 20 casks of Garnlieath , . as imdcnwtcd, which 

have this day been traiislerred to your lutine- in our books on our Terms and Conditions (See note on 
Reverse) with all charges payable by your goodselves from 28 ,1 ,2,2 ,„ 15 . 


Dults 

Hhds 

Brls 

Year 

Numbers 



20 

1971 

191685-19170^1 






















'Boiui Date 


27.12,71 


Lying 


Airdl'ic 


W/II Ih 


NOTE. — This Document is a Record of Transfer 
only and docs not constitute a Title. 





INVENTORY CLERK 
















•GENE V. TEDONE 
I ANNA I’EDONE 
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CONFIRMATION 


, • 

MILBANK TRADING CO., OF CONN. INC. 

r/b GUL-LNWICH AVENUE 

GREENWICH, CONN. Oliaao ' EXECUTION DATE 

Tol; (2031 0000702 

January 20, 1972 


Order 935 


QUANTITY 

DESCRIPTION 

1 

PRICE 

NET AMOUNT 


1 

Scotch Grain Whisky Fillings ‘ . 



20 barrels 

Jnver House Dec,/ 1971; 191635-191704 983.4 gls. 

2.60 

$2556.84 


Amount PAID 


390.00 


‘ . Amount Due 

1 


■ $2166.84 


' 


,1' 

' V 


to: , • MILBANKTRADINGCO., OFCONN. INC. 


Robert J. Vallx 




I'i 


} •• • 

I 


MILBANK TRADING CO., OF CONN. INC. 

175GflLrNWICH AVKNUP 
GRCGNWICH, CO.NN, O0U3O 
Tol: 12031 OG0O7G2 


To: Narohougo Keener 


Zdvc- House Distillers! . Ltd . 
Airdri n ^ nnntl.inrl 


No._S15_ 


Da\aJIiimazv^JL-J.2I2-. 


For VALUE RECEIVED, we hereby SELL and TRANSFER TITLE to. 


Rohart J, Vcilli and Ceno Tedono, c/o Hilbank Trsdincf Co, of Conn., Inc. 

t 

■775 C!rnr>r>'.n nh Airr-nno^ nh j. Cnnnnrtii niTh 

The undernoted SCOTCH WHISKY FILLINGS which we own end ore in storage in your 
warehouse. " . 7 


V/o warrant that the signature of said NEW OWNER appears below. 


□ RANO 

QUANTITY 

NUMBERS 

DATE OF BONDING 








i/ocoiiibiil ' ,197 1 
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Milbank TradingjCo., Of Conn. Inc. 











INVEK HOUSE Scotch Grain Whisky Fillings Distilled December, 1971 


C;:ci:i3 

No, 

Content 

St;’cn(7ch 

o.i\ 

Gnllono 
nc Proof 



/in.o 



1 ' 

■ 6 

43,0 

< . 

51 .6 i 

1 

■■■ 7 

41 .5 


49.0 


6 ' 

40.7 


'4 0.0 


9 ■ 

43.0 


•51 .6 


19169D 

40 jS 


■40,6 ' 


191691 

39.2 

n 

47. 

0 

2 

42.5 

120.1 

J' - 51 . 

0 

.. ■ 3 

39.0 


- 46 . 

0 

' A 

42.5 


' 51 . 

O' 

5 

41 .0 


• ■ 49. 

2 

6 

42.0 


' 50, 

4 

' 7 

38.7 


" 46.. 

4 

■ . 8 

30.7 


' . 46‘. 

4 

, 9 

43.5 


' 52. 

2 

191700 

40.0 

• 

48. 

0 

1 

40.5 


, 1 40. 

6 

2 

40.7 

1 1 ' 

40. 

3 

1 3 

30.7 

' 

46 . 

4 

1- 4_: 

4 3. ,5 


-.•.’.52. 

2 


Order 935 

Barrhs 191685 thru 191704 

Total Gallons 933.4 — 20 Barrels 

Title in name, of; Robert J. Valli and Gene Tedone 
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CERTIFIED TRUE COPY OF WAREHOUSE KEEPER'S RECORDS WHICH 
CORRESPOND WITH RECORDS AT THE BRITISH CUSTOMS SERVICE. 


rf 


j 
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SCOTCH MALT WHISKY 


BONDING DATE 

Effective - April 9, 1973 

DISTILLERY 

AGE 

PRICE 

March, 1968 

AJacduff! - 
i 

Highland 

5 years 

$5.60 

April, 1969 

Wacduffj - 

Highland 

4 years 

5.25 

Dec., 1970 

* Glenfarqlas 

- Glenlivet 

2k years 

5.60 

March, 1971 

Toma tin | - 

Highland 

2 years 

4.25 

Sept-., 1971 

Toma tin j - 

Hi ghland 

Ik years 

4.25 

Oct., 1972 

1 

Toma tin j - 

Highland 

6 mo. 

3.85 


MINIMUM ORDER 5 CASKS 


Special Notes : 

Price is cost of Whisky only. 

All prices subject to change without notice, 

I 

Quantities subject to availability at time of purchase. 

Casks = Hogsheads approx! 60 O.P.G. 0 $13.00 - Refundable deposit 
*Barrols approx. 50 o.P.G. @ $6.50 - Refundable deposit 

Warehouse storage (invoiced direct) 8 cents per gallon per year 

Insurance - "All Risk" (invoiced direct) 2.125% for 4 years 
"Title" (invoiced direct) 1.25% for 4 years 




/Z5 Q^maa, SOS SdP~0S03 
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CURRENT PRICING SCHEDULE 

I 

I 

Effective - April 1, 1973 


Note: Current pricing is at S2.80 per Original Proof Gallons. All barrels contain approximately 50 gallons. 


R OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 

10 

$1,400 
’ .1 

150 

$21,000 

20 

t ! 

2,800 

1 

200 

28,000 

30 

1 

4,200 

i 

250 

35,000 

40 

5,600 

1 

300 

42,000 

50 

7,000 

1 

400 

56,000 

60 

t 

8,400 

1 

500 

70,000 

75 

10,500 

1 

750 

105,000 

100 

! 

.14,000 

1000 

140,000 


Special Note: 


This schedule is Subject to Change Without Notice, and Subject 
to Availability. 

1 

Per gallon price includes: cooperage, warehousing for four years, 
two Lloyds of London Insurance Certificates with premiums paid 
for four years, all handling costs, documentation and registration. 
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Pessonal Business 


„ Ma7 29, 1973 



llTi David Loeb 
§ijlesi Manager 

eiEN-iiRDEN COMMODITIES, INC. 
tif& Greenwich Avenue 
Greenwich, Connecticut 06830 

Dear Mr. Loeb: 

With regard to my conversation with your salesman, Carl 
Dubiasky, the following are the details concerning my 
relationship with your company known in 1972 as Mllbank 
Trading Company of Connecticut, Inc. 

In early 1972, Gene Tedone of 194 Yale Street, Roslyn 
Heights, New York, and the undersigned, bought from 
Mllbank Trading Company of Connecticut 983.4 gallons of 
•Scotch Wliisky at a total coat of $2,556.84 ($2.60 per 
gallon) . We wore not told at the time whether this was 
"grain" or "malt", nor were we aware of the difference. 

The llterati’re of Mllbank Trading Company showed, and in 
turn we were told that for the year ending 1971 the price 
of new scotch fillings was $2.20 per gallon with the ad- 
ditional $.40 we were paying to cover insurance, commission, 
storage, etc. The authenticity of this price could not 
be ascertained since the local newspapers do not carry 
this information. 

I have recently come across infonnation and checked it 
thoroughly both here in the U.S. and the London financial 
market, that the price at the time of our purchase was in 
fact $1.15 per gallon of grain scotch, zero age. Moreover, 
at the time the price for 4 year old scotch was $1.10 per 
gallon. In addition, in 1972 the price for 8 year old 
scotch of the same quality was selling for only $1.35 per 
gallon. 





In light of the above, Mr. Tedone and I feel that there 
was groas misrepresentation on the part of >Iilbank Trading 
Company in presenting this investment for our consideration. 
The figures were totally inaccurate, misleading, and neb- 
ulous and had we known then the true facts, we would never 
had entered into such an agreement. 

At this point, after consulting with our attorney, we are 
requesting a full remittance of our original investment 
plus interest at 6% which represents our cost of money to 
enter this investment. I have estimated that this interest 
amounts to approximately $210, should payment be made on 
May 31, 1973. 

I look forward to your reply. 

Very truly yours. 


Robert J. Valll 

ba ' 

cc: Carl Dubinsky 
Gene Tedone 
N. Scclsa, Esq. 




received 


r 


June 4, 1973 




JUN G 1973 


Wr. Robert J. Valli 
McGraw-Hill , Inc. 

1221 Avenue of the Americas 
Hew York,' Mew York 10020 

Dear Mr. Valli i 


JREASUR.:;R 3 DEPT. 



Granted, right now there are many investors who are apprehensive 
about the Scotch Whisky market - confused by its weakness, concerned 
about its direction, fearful for its future. This is natural enough 
if you've been hit where it hurts ~ right in the portfolio. 


But even among those most deeply concerned we find no serious suggestion 
that the concept of carefully planned investing for income and growth 
is no longer valid. The realistic investor knows that in every field 
of human endeavor, including the Scotch Whisky market, there can be 
setbacks as well as advances. 


There is an element of risk involved in any commodity purchase made 
for investment. Whatever goes up can also go down and also that no 
situation exists where you are guaranteed a positive profit and what 
we hope to achieve is healthy appreciation r but not perfection. 


The purchaser of Scotch Whisky who has lost a portion of his anticipated 
profits in this recent period still has, when looked at in overall 
perspective , every reason to look for a very healthy improvement in the 
near future. 


Purchasers of Scotch whisky for investment face some problems today - 
but this is even more true in the case of stock market or commodity 
investments. Let us remember this - - in historical context, today 
is only one more interlude in a constant and continuing pattern of 
growth and improvement. 

In this present situation there are Scotch Whisky opportunities we 
strongly recommend to our clients every day. Selective, investment 
grade Scotch Malt and Grain Whiskies offer excellent opportunity for 
income and growth today - a concept as valid as it was a year ago - 
or ten years. 


Sincerely , 
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■ OCT 1 2.1971 

I am interested in obt.^ini.'^.^ further information and 
details relative to Scotch Whisky puichases. , ^ 

\t F ■ L AW 1-'^'' 
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ClTY..M.5^..1^.'.i:...™LsTATE..,<X_9.XJ.l 
telephone......£/:i-4.-:J:/.°X.1. 
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CCi 

! am interested in obtaining further information and 
details relative to Scotch Vt'hisky purchases. - 


NAME 

ADDRESS .511-— Xl-X--X.n: 

CITY. lO-AhJi ST AT E...2).-(i 

TELEPHONE 
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f- ■ '971 

I am interested in obtaining further informaticr. and 
details relative to Scotch Whisky purchases, 


NAME. 




^0$ 

ADDRESS 


rA 


- ^ 1971 


77 


0 CT “ 

1 am interested in obtaining further information, and 
.details relative to Scotch Whisky purchases. 


.rlT 

QiW 


ADDREss..ldl:.^2...6..-.S^-<^^|£:'^_-r.^^^ 
CITY„.iedlfcd— t.L.7— TsrSTATE...^...— 

-7 <5 '7 


,i V ■' ■> 


hl-S' 0 X 07 


TELEPHONE 

~<1 l' ^ " 1 ' 

•bCj 1 lu/l 

I am iniciested m obtaiiting further information jnd 
details relative to Sct»tch"Whiskv purchaies. 

NAME 
ADDR ESS 

ClTY..d<l.(LwB.d^M?v.lSTATE,.../lcLC.i 

TELEf’H0NE....£-?..>l:..?^.‘d4 


I 
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1. What is Scotch Whisky Investment? 

Simpiy stated, investing in Scotch Whisky is buying a parcel 
of Scotch Whisky which is raw (newly-distilled); owning 
while it remains and matures in a Government Bonded warehouse 
for up to 48 months, then selling it for capital gains. 

Mature parcels have always been worth more than raw parcels 
at any given moment for the past 150 years. Therefore, Scotch 
Whisky Investment has proved itself to be quite attractive. 

The report on the following pages attempts to disclose a 
full presentation of facts which the cautious investor^ 
requires in order to profit by placing part of his capital 
into Scotch Whisky Investment. 

2. Introduction 

Investing in Scotch whisky as a commodity has given many 
individuals high capital gains for the past one hundred and 
fif-ty years. A letter in the files of the Warden Walker 
Worldwide Investment Company, from an elderly American investor 
in the State of Connecticut, says, in part: 

"As, my father did before me, I have been investing in Whisky 
for the past 50 years. My family and I have been buying _ new _ 
Whisky almost every year for the past 100 years and selling it 
as it becomes mature. We have often made unbelievable profits 
and in bad years we never made less than 10 percent." 

A leading American business magazine, reviewing this type of 
investment, reported: "The only sure way to earn 10 percent _ 
on your money is to buy Scotch by the case." This crack, which 
used to turn up in the routines of nightclub comedians, today 
comes pretty close to describing a real investment opportunity -- 
one that is also available to non-drinkers." 

"Investing in Scotch means investing in the liquor in casks 
in warehouses in Great Britain. Typically, the investor holds 
it over a period of years while the 'Scotch ages and thereby 
becomes more valuable. The industry in Great Britain had 
always financed this operation by selling the green whisky to 
individuals with capital and then buying it back at a higher 
price when it is saleable in the U.S." (Fortune Magazine) 

3. Scotch Whisky as a Commodity for Investment 

Investing in commodities for profit and for the preservation 
of capital against inflation and devaluation is, of course, a 
well-established practice throughout the world. There is 
active trading in a great variety of goods from metals to 
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frozen pork bellies. Trading in spirits is one of the 
oldest economic activities in America- Indeed, as the wall 
street Journal remarked, there are four companies in the 
liquor business today which started dealing in spirits 
while the United States was still in Thirteen colonies. 

For many generations, trading in spirits was conducted by 
a relatively few professions in Scotland, However, in the 
past 20 years, the number of private individuals all over 
the world investing in Scotch Whisky has been increasing 
sharply every year. Now it may be said that there are owners 
of Scotch Whisky Investment in every State of America and 
every country in the Free World. Moistly by word of mouth, 
individuals from Alaska to Zambia have come to expect capital 
gains by investing in Scotch whisky, holding it as it ages, 
then selling. 

4. Distinction Between Securities ana Whisky Investment 

In investing in securities, generally one buys a share of a 
corporation and relies on the ability of the management. In 
investing in Scotch Whisky, one actually buys a specific 
quantity of Scotch ^generally freshly distilled, always dated 
as to the exact date of distillation) in specific casks which 
are specifically marked for the owner and stored under 
Government supervision until such time as he chooses to sell 
his Whisky Parcel. 

5. The Economic Nature of Scotch Whisky Investment 

Under British Law, Scotch Whisky must be aged in Government 
Bonded Warehouses for at least three years before it is 
allowed to be offered for consumption as Scotch. Under 
American Law, no Scotch Whisky is allowed to enter the States 
unless it has been aged in British Bond for at least four years. 

Scotch is distilled by 130 distilleries, each of whose product 
differs from all others in varying degrees. Virtually all 
bottled Scotch is a blend of "single" Whiskies from as many 
as 40 distilleries which are blended together to produce the 
finished products. There are a great number of blenders and 
relatively few distillers. Some of the biggest blenders and 
brand names do not own a distillery and every distillery which 
owns a blend has to buy "singles" from other sources in order ^ 
to meet its blending needs. Thus, an enormous amount of trading 
takes place within the industry. 

It should also be pointed out here that the Scotch Whisky 
Industry is unique in that it is probably the only industry 
which sells everything it produces. All Scotch is distilled 
only "by programme" (that is to say, after it has been ordered) . 
Thus, there is never any unsold Scotch on the market and no. 
distiller ever has to "dump" his product the way Henry Ford 
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had to "dump" the Edsel, for example. Furthermore, there 
is an old Scottish expression which says, "Although some _ 
may be better than others, there are no bad Scotch Whiskies". 
This proverb means that all Scotch Whisky is useable; even 
if one batch may not be desirable by itself, that same batch 
will be valuable for blending into a beverage which willbe 
desirable and sold at a profit. 

Because Scotch must be aged, a tremendous amount of capital 
becomes tied up in inventory. This inventory must be: financed. 
This inventory is financed generally by a combination of the 
Blender's own capital, bank loans. Stock Exchange financing, 
deals with institutions such as Pension Funds, and sales to 
private investors. By selling inventory to private investors, 
the blenders enjoy a three-fold advantage; they realize cash 
with which to carry out their routine business operacion, they 
make a profit on the sale, and they are able to avoid high 
interest charges. 

As it ages and matures in wooden casks in Government Bonded 
Warehouses, Scotch Whisky increases in value. Obviously, the 
closer it is to the day when it reaches the blending market and 
the wholesale and retail market, the greater is its inherent 
value . 

This increase in value relative to age is the secret of the 
profits in Scotch Whisky: a four-year-old Scotch Parcel 
averages to be worth more than twice as much as a new Parcel 
at any given moment. Prices and price relationships change, 
as in every other market, but the one unchangeable fact of 
life is that, at any time, no matter what happens, a fully 
mature Parcel is worth more than a younger one. 

6. Worldwide Trends in Scotch Whisky Consumption 

Worldwide consumption of Scotch Whisky has increased every year 
without exception since production was resumed after the end 
of World War II. The rate of growth 'in sales of Scotch has 
astounded even the optimists. 

Scotch is sold virtually throughout the entire world. America, 
the largest market for Scotch Whisky has been growing spec- 
tacularly both in volume of sales and as a percentage of total 
spirits consumed. Just twenty years ago, it was consumed only 
in a few of the major U. S. cities but now Scotch is a house- 
hold word througl}_all the States and it is growing faster than 
Bourbon or Rye or the American Blends. This trend will con- 
tinue, as the largest Bank in the world, the Bank of America 
remarked in a special report on the Distilled Spirits Industry: 
"Total consumption in the next few years can be expected to 
continue on an upward trend as the 20 million children born 
dui;ing the war and early postwar period reach their majority. 
Per capita consumption will probably continue upward also, 
in line with a 7 year trend. This factor, coupled with the 
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growing population is certain to expand total consumption." 

(See Distilled Spirits Review and Outlook published by 
Bank of America.) 

All of the maj’dr markets have been increasing as a glance 
at the chart will reveal. But the most spectacularly 
encouraging trend is in the hon-English speaking world. 'This 
represents a broadening of the worldwide market for the 
product and gives it a healthy basis for further diversification 
and expansion. 



There are many factors which indicate that worldwide consump- 
tion of Scotch Whisky will continue to increase; Rising 
world population, increasing disposable income, greater 
leisure, energetic salesmanship of the industry, the favor- 
able _ attitude of the British Government towards dollar- 
earning exports and other factors are extremely encouraging 
to those who have invested in this billion-dollar industry. 

"The latest (worldwide sales) figures illustrate more forcibly 
than ever that a taste for Scotch Whisky follows prosperity 
and that demand for Scotch throughout the world is nowhere 
near saturation." 

The international treaty covering Import Duties (the so-called 
"Kennedy Round" of GATT, General Agreement' on Tariffs and 
Trade) relative to U.S.A., Great Britain and the Common Market 
countries, has set in motion a gradual reduction of import 
duties on Scotch Whisky. By 1972 American Import Tariff, s on 
Scotch will be reduced by 50% and in the Common Market, the 
reduction will also be substantial. These tax reductions will 
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certainly help to increase the sale of Scotch in these two 
big markets. 

The latest figures available indicate that Americans consume 
about ih gallons of Whisky per person per year and that 
Western Europe consumes about .4 (four-tenths) of a gallon. 
Consumption in Western Europe in the post-war years has been 
increasing sharply; if Western Europe catches, up to the 
level of American consumption per person then the demand of 
those countries would actually cause an acute shortage. The 
Industry is becoming more aware of this tremendous potential 
and is increasingly promoting this market with advertising, 
Official Trade Missions, personal visits, etc. While we 
cannot accurately predict the ultimate growth of this market, 
we are extremely optimistic. Even General de Gaulle, who 
was never noted for his affection towards things British, 
remarked at a German meeting, "Scotch VJhisky appears to be 
capturing the world". (Reported in "Der Spiegel", August 14, 
1967-, page 20.) 

7. Production-Consumption Relationship 

While the "bulls" are saying that worldwide consumption will 
double by 19 73, the ’''bears" are saying that there is too much 
production. As a matter of fact, bearish opinions have been 
expressed in the trade for many years. Therefore, it may be 
appropriate here to mention certain basic incontrovertible 
facts regarding consumption and production; 

1) Scotch production is at an all-time high and so is 
consumption. However, today's production cannot be 
offered for consumption until it has aged for several 
years. (Blenders do not reveal the age and composi- 
tion of their blends; but the general opinion in the 
industry is that the average age of all Scotches sold 
is about five years.) Therefore, today's consumption 
should be compared with the production of five years 
ago. Five years ago production seemed alarmingly 
high to the "bears" and yet history proved that they 
were wrong as the industry went on to break all 
previous sales records. 

2) While production is at an all-time high, it should be 
remembered that Scotch is distilled to meet the orders 
and requirements of cash customers, the blenders. 

The blenders pay hard cash to have distillers distill 
for them. If the J. ■& B.'s and the Cutty Sarks did 
not expect to break new sales records within the coming 
few years, they certainly would not be paying hard 
cash today to build greater inventories of raw whisky 
to age... A journey through Scotland or a reading of 
the trade journals reveals that all the major blenders 
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are spending hard cash to expand their blending and bottling 
capacities. Money talks: and what Scotch money (the hardest 
of all hard money) is saying is that the future will be 
better than the past ... Indeed , the Scotch Whisky Association, 
which embraces more than 90% of Scotland's distilling and 
blending capacity, sent a letter to all Members of Parliament 
stating that the industry has set itself a target of doubling 
world sales of Scotch by 1974. It is entirely possible that 
the coming cycle of demand for Scotch may well, again, find 
an acute shortage of aged Scotch and will therefore place 
owners of the commodity in a most favourable position. 

8. Ready Marketability and Availability of Price Quotations 

There is a market for Scotch Whisky of all ages, from 1-day 
old to 32-years old. The keenest market is for Scotch which 
meets the legal minimum age requirement for the largest 
market (America), that is to say the 4-year -old market. 

Therefore, from a profit point of view, one should invest in 
new Scotch with the objective of holding it for 48 months in 
order to derive maximum capital gains.* 

Therefore, there is no established Whisky Exchange such as a 
Stock Exchange. The' market more nearly resembles the American 
Over-the-counter Market. Concentrated in London and Glasgow, 
this market operates throughout the world by telephone, cable 
and air-mail. . ‘ , 

9. The Two Types of Scotch Single t-Jhisky ^ 

Although there are 130 distilleries, there are only two 
different methods of distilling Scotch: the "pot still" which 
produces Malt Whisky and the "patent -still" which produces 
Grain V7hisky. The "pot still" method has been in use, 
unchanged for many hundreds of years, while the "patent still" 
method is less than 150 years old. While both use basically the 
same raw material, the structure of the still and the treatment 
of the barley, etc., produce two highly different types of 
Whisky. By itself, neither of these two is commercially 
acceptable to the world market, "Malt" being too "heavy" and 
"Grain" being too "light" for most consumers' tastes. Over 
100 years ago, it was learned that blending mature Malt with 
mature Grain produced a blend which was highly acceptable to 
worldwide consumer taste. There are more than one thousand 
blends owned by blending companies and they all keep their 
formulas secret. But it is known by everyone that all blends 
contain both Malt and Grain. 

Malt is more expensive to distill than Grain and consequently 
trades at higher prices than Grain. ’From an investment point 
of view, the markets in Malt and Grain run more or less parallel 
in the long run although there, of course, are relatively 
short periods when one or the other shows a higher rate of 
return. Both Malt and Grain have their partisans but, over a 
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long period of time, both have fared equally well in terms 
of profits. 

10. Documents of Ownership 

When you buy a Whisky Parcel, it is already in a Bonded 
Warehouse under Government Seal and is the property of the 
seller. Upon receiving your payment, the seller issues a 
"Delivery Order" to the Warehouse instructing the Warehouse, 
which is the only Government-licensed Registrar & Transfer 
Agent, to transfer ownership from him to you. 

The "Delivery Order" is made out in your name and you endorse 
it and it is sent to the Warehouse Officer. The Warehouse 
then has a copy of your signature and will honour only your 
signature when comes the time you choose to sell your 
investment. 

Together with the "Delivery Order" you also receive 
"Specifications", a listing of the contents and of the unique 
markings on each Cask which identify your property having 
been recorded by the Bonded Warehousekeeper and according to 
the Books of the Government Customs & Excise Control. After 
the Warehouse receives your "Delivery Order" endorsed by you, 
it issues a "Warrant" which certifies that it is holding your 
property for you under Government Seal. 

11. Transferability and Negotiability 

Scotch ^’Jhisky is easy to buy and easy to sell. The document 
of title (i.e. Delivery Order) is in non-negotiable form for 
the protection of the purchaser. Whenever you sell, assig? 
transfer your ownership you, in effect, cancel your original 
document and issue a new document to reflect the new owner. 
This is done easily and there is no fee on any transfer. 

12. Taxes 

A non-British person is exempt from both income taxes und 
capital gains taxes in Britain on profits in trading in Scotch 
Whisky unless he has a home or does business in Britain. This 
has been established by Law. 

An American is exempt from income taxes and only pays the 
lower rate capital gains tax in America on profits made in 
selling Scotch Whisky held over six months. 

An American who increases his volume of holdings by exchanging 
aged Whisky for a greater amount of immature Whisky is not 
liable to certain tax-free exchanges of Real Estate. Taxes 
may, therefore, be deferred indefinitely. This can be of 
particular importance to individuals arranging their affairs 
for retirement or estate distributions. 
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13. currency and Foreign Exchange Regulation 

All prices are quoted in Dollars equivalent to British Pound 
StKlinrat the official Rate of Exchange at the time. 

In connection with the 1967 devaluation of the Pound, it might 
be oointed out that all modern countriee, even Jmerica, 

SSLS"c^Sirirns“Seie?,1nfe3?“rpvraSg/S^^ 

t-n nrotect their capital by owning commodities which have 

F brharjLer^ha? rh“;vS^f?;r^r„;/2rco ir ■ 
if cir?ie“Si?rirfr^^;c:ror^^ i“ff ? f“n. 

14. • Insurance 

The Government requires that all S=°'='=>' “jf 
Warehouses be protected by insurance and the Warehouses 
aS:Scai?y Lsure the whisky at thf -st price against 
common risks, such as loss by fire, flood, etc. 

frfife=fhrvf:rSfefsfinetffft:°ihvefto?r” 

inf ranfloufilfthaff vf°fu RLfs"frinf ref SI expected 

•inrrpase in value. Lloyds of London issues a Policy called 
•'Whisky All Risks insurance" which is the most 
Dr^^ •? r-v available . Under this protection, if a loss were to 
o?cif irSe firk year of investment, Lloyds ofgon^on would 
oav cost plus 10%,- in the second year — cost plus 50%, in 

fourth vears — cost plus 100%, and a second _ 
f if S Slff Se iSStor agaiLt fraud, error or omieeion 
K 200"foftha declared value. The charge for this insurance 
Sr ?our yearl is included in the driginal price schedule. 

Lloyds issues the Certificates for a 

bpoause virtually all Investors intend to hold for at least 
$ou? yeaS! At the end of four years the insurance is auto- 
maticLly renewable for a small fee each g . gggL 

Swer keeps his Parcel .. .Although we are not in the ^^gurance 
business, we do arrange for this protection to be J-sged by 
Lloyds. We do this as a free service to our clientele. 

15 . Evaporation 

The process of ageing and maturing Scotch . gg. gg 

Whisg b^stored in lak casks which permit ^g^illate to^ 

"exhale" certain impurities inherent in ‘ . ^^e 

exhalation takes place. Whisky evaporates at a rate 

{4% in the first year, 3% in the second, 2/= in the third, ana 
lesser, rates thereafter), However, this evaporation is of 
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concern to the investor since the unit of trade is the 
'sO.P.G. (Original Proof Gallon). The investor who buys 
Original Proof Gallons will later sell Original Proof 
Gallons even though Original Proof Gallons represents 
approximately 10% less in volume after four years. Prices 
quoted are in O.P.G.'s to buy and O.P.G.'s to sell. 

16. Warehousing 

By British law, Scotch Whisky must be aged in Scotland for 
at least three years before it may be offered for consumption 
in Britain; under American law, it must be aged in. Scotland 
for at least four years before sale in U.S.A. Therefore, 
when the new Whisky is filled into casks, the casks are 
certified and recorded by the Bonded Warehousekeeper and 
recorded by the Bonded Warehousekeeper and filed in the 
Record Book of H.M. Customs & Excise Control. These records, 
commonly called "Specifications" (or Spessies in the trade), 
certify the number of each cask, its contents by volume, its 
alcoholic strength by proof, and the total number of Original 
Proof Gallons in each cask. The Specifications also certify 
the date and place where said Whisky was distilled and the 
name^ and location of the Warehouse wherein stored. 

The Scotch Warehouses are privately owned and Bonded by the 
Government Customs & Excise Control.' In addition to being 
responsible for the Whisky and assuming liabilities for such 
safekeeping, the Warehouse performs other functions under the 
terms of its license. For Example, the Warehousekeeper is the 
only licensed Transfer Agent and issues the Warehouse Warrant 
which confirms that legal ownership has been transferred 
whenever Whisky in Bond is sold, pretty much as an American 
Bank will act as Transfer Agent when shares of corporate 
securities are sold. 

17. Wood (Casks or Cooperate) 

The fillings (as immature Whisky is known in the trade) are 
stored in wooden casks wherein they mature. The casks are 
re-used repeatedly and the Whisky-owner does not actually own 
the wood but rather places a deposit on each cask and receives 
the deposit back when he sells the Whisky subsequently. The 
wood, naturally, is worth more than the deposit. 

The investor does not specify the type of wood but this is 
-immaterial since the deposit is returned in full upon sale. 
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18. Original Proof Gallon: Definition 

The unit of trade is the O.P.G. (Original Proof Gallon). 
One O.P.G. means that quantity of Scotch which, on the day 
j.t was distilled, equals one British Imperial Gallon (six- 
fifths of an American Gallon) of Whisky at British Proof 
strength (which equals 114 Proof on the American Scale) . . 

Scotch is always distilled Over Proof and, after maturing, 
is reduced to the proof strength desired in each market. 
One thousand Proof Gallons makes 600 cases of 86 proof 
Scotch. 
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I'-.£ Sco'o^;-. ’.■.'iii j'r.^u.:trv ’.ia 3 traditionally lived in fear of ovcr- 

ductio.'. arui con.sequently the tendency liais boon to under-ostimoito 

- — r Cv ' si 1 rerr.e .'i ts . it lia.s ]^U3t looon s\nnt7uiK'od L'nat uv.o of ..i.e 

i-.rcest d' stiller;. , Tr.ternation al Distillers and Vintners cind 
D_stillers Company limited, are each buildinn new cUs til_erit-'s witn 
r '/ie'*.' to d o cb 1 i n c;iracities . Tints is obvi ously a uhat 

u’rlicr estimates i'^r future rnryuirenonts iuive been tec lov/. 

•.;= eursel'. -s think that this expansion will or.ee again he inadequate 
CD “CiG't. uhs c.©r'icii''.ds tihac will gr'cv.’ cn tiiB futwP. g l.o cuouG s ^ 
•:?.ri.scr. •..•o have used before, a modern automobile highway takes more 
t.'.an two vears to plan and more than t'.so years to build. As soon as 
it is open to the public /it is inadequate to meet the requirements 
the unanticipated increase in traffic — Scotch Whiskey cannot be 
used until it has matured for some years, so that the output from. 
z:.- 4 ^e new distilleries will' not be incorporated into' blends for 
ii.s trlbution until at, least 1976. , 

Until' t.hat time, the Industry has to' ) 2 iake do vjith its present 

capacity^i.'l the face of ever-increasing demiand; this relative 

scarcity vill greatly enchance the profits of Investors who had the 

foresiaht to acquire Scotch 'Whiskey Parcels. 

- . ^ 

Curre.nt Quotations, U . S . Dollar Market ^ 

Ace Price oer origina], $1,000 


New 

1- year old 

2- year old 

3- year old 

4- year old 

5- year old 


$ 1,000 

$1,110 to $1,200* 
$1,200 to $1,350* 
$1,350 to $1,740* 
$1,740 to $2,200* 
$2,200 to $2,500* 


* (according to exact age and composition) 

Special^, Note :; As we go to press today (19th January) the London' 
Financia.1 Times. -and the Wall Street Journal publish the latesu 
fiaures for Scotch Whiskey sales. The last reported month of 1970 
shows a .40% increase in volume over the same month of 1969. 

This represents an acce^.eraf ing trend as the year to-date had been 
running at a 20% increase over the previous year. ^ 

THE DATA SOURCE FOR TiilS REPORT IS THE WARDEN V/7\LKER WOFOjD-WIDE ' • 
INVESTMENT C0MP7iNY OF LONDON. 

January 1971 
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MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06B30 
Tel; (203) 869-0762 

A SURVEY OF SCOTCH II! "SEVENTY" 

As we enter the second year of the "Seventies", it is a fitting 
time to consider the progress which our Industry made last year, 
and to compare this- progress with our year-old predictions for 
the decade, 

INDUSTRY'S PROGRESS IN 1970 

As we predicted, throughout the year the sales of Scotch increased 
dramatically. They are now running 22% above the previous period 
in the export field, which is the determining factor for the 
Industry. The Industry is now confident that this trend will con- 
tinue for as long as we can see. In fact, it is most probable that 
Scotland's "liquid gold" will more than double its worldwide con- 
sumption by the end of the "Seventies". 

The leaders of the Industry, such as Johnnie Walker and J & B Rare, ’ 

^ are already confirming our predictions by their recent announce- • i 

' ments that they are investing great amounts of capital in order to | 

double their production facilities, contemplating a further boom. i 

THE AMERICAN MARKET 

! 

As we predicted, sales to America - the' largest market for Scotch - i 

have increased at a greater rate than ever before. 1970 saw a 15% I 

increase in exports to the United States and the signs are that this 
progress will continue. i 

Economic Associates Limited, a respected body of economists, in a 
recently-published report, further predicted that by the end of 
1979 the U.S.Ai would account for 54% of the total Scotch Whiskey 
exports . 

SIGNS OF SCOTCH SHORTAGE 

We have for a long time been confident that by 1972 there will be an 
acute shortage of mature Scotch (Mr. Ian King, a Director of Inter- 
national Distillers and Vinters, who is responsible for the produc- 
tion of J & B Rare, recently confirmed our point when he stated 
that there could be a shortage of Scotch "when the 19 68 makes become 
ready for blending). This, of course, will benefit Investors in 
this - commodity. 
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MILBANK TRADING CO., OF CONN. INC. 

175 GREENWICH AVENUE 
GREENWICH, CONN. 06830 
Tel. (203) 869-0762 

The Scotch Whiskey Industry has traditionally lived in fear of over- 
production and consequently the tendency has been to under-estimate 
future requirements. It has just been announced that two of the 
largest distillers, International Distillers and Vintners and 
Distillers Company Limited,, are each building new distilleries with 
a view to doubling capacities. This is obviously a sign that 
earlier estimates for future requirements have been too low. 

We ourselves think that this expansion will once again be inadequate 
to meet the demands that will grow in the future — to quote a com- 
parison we have used before, a modern automobile highway takes more 
than two years to plan and more tha'n two years to build. As soon as 
it is open to the public fit is inadequate to meet the requirements 
of the unanticipated increase in traffic -- Scotch Whiskey cannot be 
used until it has matured for some years, so that the output from 
these new distilleries will not be incorporated into blends for 
distribution until at least 1976. 

Urttil that time, the Industry has to make do with its present 
capacity in the face of ever-increasing demand; this relative 
scarcity will greatly enchance the profits of Investors who had the 
foresight to acquire Scotch Whiskey Parcels. 


Special Note ; As we go to press today (19th January) the London 
Financial Times and the Wall Street Journal publish the latest 
figures for Scotch Whiskey sales. The last reported month of 1970 
shows a 40% increase in volume over the same month of 1969. 

This' represents an accelerating trend as the year to date had been 
running at a 20% increase over the previous year. 

THE DATA SOURCE FOR THIS REPORT IS THE WARDEN WALKER. WO RIjD-WIDE 
INVESTMENT COMPANY OF LONDON. 

January 1971 
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($10,000 liivcMcd c:\cli ycnr siriLC I'JOii in Kcw 
tc!liii(; Wliisky I’lsrccU ‘1 ycnrs 

$10,000 liouGirr 


IlliSDl/rS OF Till- FAST 2.1 VFAUS • 

uc I'J.lii in Kcw Scolch Wliivky I'aia'Is (Mnk end Giain) Frofiis made by 
y I’lsrccU ‘1 years latcc. I’ticcs n\ ui 3 hi Miirch c.acli year,) 


Year 
Hour, lit 

ToGf 

iyf.6 

1905 

FKi-l 

l'if)3 

190 1 
190!) 
1959 
1951! 
1957 

19')Yi 

1955 

195.1 

1953 

|9M 
|9i0 
191W 
' 19 111 


Ko. 

Gallons 


Fria 

I’cr 

Gallon 

$r96' 

1 .90 

1.90 
1 .97. 
1, 09 
I.H9 
1.1!9 
!.li9 

i.ny 

I .K9 

I.R5!, 

l.ll5i 

l.ti.l 

l,l!5). 

2.01 j 
i.7s; 

I.Kri 

2.75 




SOU3_ 


Fricc 


I.ess 

Net 

Fer 

Tolal 

Accrued 

Rccci',ed 

Gallon 

Kcocivod 

Rent 

In Cash 

$T.65” 

‘'$13^2? 

$T'.020 

$22,701 

d.OO 

2.1,938 

1,020 

20,9 itr 

3.90 

19,897 

1,020 

1G,R77 

•J,60 . 

18,7.'. R 

1,01,3 

17,706 

3.11(1 

16,8.1.8 

1 ,058 

15,790 


22,773 
27,957 
26,-170 
111,1-1.1 
17,2111 
17,107 
21,317 
?9,2.!ll 
19 . 3. '.0 
-12,69!1 
30.-109 
30,0-1?. 
20,908 
irj,V79 
22,SW 


Avcriii'.c rriurni'd on ■$10,009 I’iirccl lu-Kl •! years ilicn sold 
Avi-r-aijc N’ct I’lolii i'cr annum 


21,715 
20,1)99 
25, .110 
17,086 
10,100 
10.089 
20,J.J9 
211,129 
78,?..p. 
<jl.7lb 
2'.',>V0 

27,822 

iH,0;'2 

22-22--1 

$23,739 


C'umul Qtu'liilioo';, U.S. DoHi-.r Mnihct 
Arc 
New 

|..yoiir-i)ld 

2- yca r-uUl 

3- yci',r-old 

4- ycar-old 

5- ycar-old 
0-ycar-old 


Frice per (iri,:ina) $1,009 

jrnooo 

j £l,|00lo5l,';.99'‘ 

j $1,200 to £1,3:, 0” 

i $1,350 (0 ‘ol.V-'.O* 

j $1,7-10 to 02.,259‘’ 

j ■ $2,250 to (2,0.00'’ 

j ■ $2,600 to $2,900= 

I'licoorJina m re.'Cl at-a aaJ cuiTipMliion) . 


frTA SOURCE! WARDER WALKER WORLDWIDE lliVESTliEMT 
COriPAHY, TfLAFALGAR SQUARE, E11GI.AHD, 


JULY 1, 197.L 
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INVER HOUSE DISTILLERS, LTD. 


A. E. LANG C0.»O • L. J. CUNSON (U » ft ) • J, T. MCCADE (y.*A.) 


TCLCPHONEt AIRDRIE 20 9 3 . 2 8 94 


Robert P. Kooper, 

700, Pine Ridge Road, 
Media pa, 


MOFFAT DISTILLERIES 

AIRDRIE ■ SCOTLAND 


TElEORAHSl INVER HOUSE, AIRDRIE 

Date 








MI LEAN K PROGRAiM 


. O MINIMUM PURCHASE OP TEN BARRELS 

@ $ 2.60 PER GALLON = $1,300 
"NO ADDITIONAL CHARGES" 

o YOU RECEIVE: 

OO ORIGINAL SALES ORDER 

OO RECEIPT FOR NUM13ER OF BARRELS 

REGISTRATION NUMBERS OF EACH BARREL WITHIN •, 

' TEN DAYS 

OO , COPY OF WAREHOUSE-KEEPER'S RECORDS WITHIN 
TEN DAYS 

OO INSURANCE CERTIFICATES WITHIN 90 DAYS 

OO MILBANK INSURES YOUR PURCHASE DURING THE 90 DAYS 

OO TRANSFER CERTIFICATE ISSUED BY DISTILLERY, 
CONFIRl'lING REGISTFUVTION AND TRANSFER 

OO PERIODIC INFORMATION ON SCOTCH MARKET 

o YOU VJILL BE CONTACTED WHEN SCOTCH REACHES MATURITY 

O MILBANK WILL ASSIST IN THE SALE OR EXCHANGE 
OO NO FEE 

OO NO COMI'IISSION 

MILDAKK TRADING CO., OF CONN. INC. 

175GFUI-mVICH AVENUE 
GHliCNWICH.CON'J. C6330 
Tel, (203) G03 0702 


Lji 




O BY THE BARREL, AT "CURRENT PRICING SCHEDULE" 

O PRICE REPRESENTS TOTAL INVESTMENT FOR MATURING 

t 

PERIOD, AND INCLUDES: 

OO ADMINISTRATION AND SALES COSTS, COMMUNICATIONS 
HANDLING AND COOPERAGE 

i 

OO V7AREHOUSING FOR FOUR VEARS 

OO INSURANCE (2 POLICIES FROM LLOYDS OF LONDON) 
AGAINST FRAUD, ERROR OR OMISSION, AT 
200% OP IN\ESTMENT ON PART OP WAREHOUSE- 
' KEEPER 

AGAINST PHYSICAL DAMAGE ‘’(■TH ILF IN GOVERN- 
MENT BONTDED WAREHOUSE, AS FOLLOWS: 

110% - FIRST YEAR 
150% - SECOND YEAR 
200% - THIRD YEAR ’ ' 

200% - FOURTH YEAR 

O NO FEE OR COMMISSION ON PINAL SALE OF HOLDINGS 



'OYxi'i <* (^SoK^ 
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September 17, 1973 
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James F. Proud, Esq. 

Gibbons, Buckley and Smith 
14 West Second Street 
Media, Pennsylvania 19063 

Dear Mr. Proud: 

I am in receipt of your letter of September 14, 1973 re. Hooper etc. 

First, please no threats of blackmail bringing in the S.E.C. - that's 
childish, for no proof of fraud is evident. 

Secondly, I will outline to you in laymen's fashion why you have been 
mislead by your client Hooper in taking his case. 

* 

Mr. Hooper made the sales to Bumstead and Broi-m as our Agent and 
received a commission for the sale from us. Also, as a Sales Pep 
he volumtarily purchased his whisky so that- he could tell his customers 
that he too owned whisky. 

Mr. Collins wrote his own order and signed it as a Sales Rep and re- 
ceived a commission. Both Mr. Hooper and Mr. Collins attended one of 
our semii'iars and training periods at our meeting at Downingtoim Xnn, 

• all expense paid by us, and knew right well that they were buying a 
commodity that fluctuates with supply and demand. The whisky they 
sold and purchased is not mature enough for resale. 

X am enclosing copies of purchase orders signed by your clients as 
Sales Reps. Xf any further information is necessary to convince you 
that you have not been told the facts, please let me know. • 


Sincerely, 


GLEM- ARDEN COMMODXTXES, XNC. 

//■/ h 'lv/1 / 


■ Albert /J, Deeb 
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TO: All Sales Representatives 
FROM: Albert J, Deob 


Please make note for future reference that there has been a four cent increase 
for insurance for four years, an eight cent increase for warehouse receipts 
or four years and an eight and one half per cent devaluation of the dollar which 
equals about thirty-seven cents per gallon. With all these changes we are only 
raising our price, as you will notice on the new price sheets which are en- 
closed, twenty cents per gallon; effective February 7. , Please explain this to 

ViVMV r*ii c: I rn-n ^ 


Also for future reference any inquiries for the Better 
be referred to: Council of Better Business Bureaus, 
N. W., Washington, D. C. '20036, (202) 466-8350.’ 


Business Bureau should 
Inc., 1150 17th Street, 


If you have any questions, please contact the office. 


Albert J . Deeb 

AJD/jw 

Enclosures 
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M@vv Opporfunifies for 

Investors should take a fresh look at Scotch 
whisky as a source of capital gains. It still has 
capital gains potential' aiul inllation protection. 
Quite recently, the SEC has extended its protection 
to whisky investment contracts. Here we view 
whisky trading in the ciira'iit economic climate. 

Why Whisky Looks Good Now 


, there are two phenomena which 
should soon drive whisky prices higher: (1) the 
eventual absorption of the current surplus left over 
from an era of overproduction and (2) the bullish 
effect of the projected entry of Great Britain into 
the European Common Market. 

How New Economic Policy Helps: The wage- 
price freeze stabilization program of Phase II and 
import surcharge do not directly affect the price of 
your warehouse receipts because the trading takes 
place in Great Britain. What’s more, a current 
investment in Scotch whisky is a hedge against 
possible further devaluation of the dollar in rela- 
tion to the British pound. 


Caplfel Gains in Whisky 

Advantages Over Stock in Liquor Companies 

The investor who sees major distillers' coniilion 
stock listed on stock exchanges may wonder why 
the Scotch whisky receipt is a better deal. Hero's a 
rundown of some of the reasons; 

□ Corporate distillers pay income tax at the cor- 
porate leyel, which reduces their payout to stock- 
holders.' 

□ You have to pay ordinary tax on dividends 
received. 

□ There is no guarantee of dividend declaratioh by 
the corporation. But whisky is bound to pay> off 
after three years, barring unprecedented slumpL 

O While common stock drops when the maiket 
softens, whisky retains intrinsic value in respdnse 
to fairly inelastic demand. 

□ Foreign corporate stock is subject to the inter- 
est equalization tax, but interests in Scotch whisky 
are^.not shares or debt instruments subject to that 
tax. 

n The average annual rise in whisky prices has 
been about 25% over the past 15 years, which is a 
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*1ot belter than the Dow Jones Industrial Average 
or other stock market barometers. 

The Play in Whisky Receipts 

Playing the Scotch whisky pme meams buying ■■ 
warehouse receipts for green whisky still in the 
barrel for which you will never take delivery. You 
trade the receipts, much as you would commodity 
futures such as pork bellies or plywood. Your 
broker buys whisky (or fillings) stored in govern- 
ment-supervised warehouses in Great Britain and 
then you take out fire and theft insurance to 
protect the spirits while they are maturing. 

After the whisky -has aged for four years (at 
least three years are needed for maximum mellow- 
ness) your broker sells the whisky to a commercial 
distiller or other customer so you can cash in on 
your investment. You must not handle the resale 
yourself or cite you may be treated as a dealer for 
tax purposes and have to pay ordinary income tax 
on your profits. (Moreover, private citizens not 
engaged in the liquor business cannot obtain deal- 
ers’ licenses.) 

Pyramid Potcntbl: Upon resale of the aged 
whisky after four years, you might very well have 
the broker reinvest the proceeds for 'cu in new 
whisky rtceipts, similar to periodic ifmvcstmsnt 
plans for mutual funds. 

Investment Contracts 

There is now available a new whisky investment 
contract similar to limited partnership interests in 
cattle feeding, oil drilling and real estate invest- 
ment trusts, except that no management contract 
is tied into the initial purchaw. The whisky receipt 
broker who registers these ofTerings acts primarily 
as a conduit for procurement and insurance of the 
receipts. 


Leverage Possibilities: The usual whisky con- 
tract is sold in multiples of S2.400 units. Mar- 
gin accounts arc not offered, so if vou do not 
want to tie cash up you may borrow your payment 
from a conventional lending source at an interest 
rate way below your anticipated return. Any inter- 
est you pay on the loan will, of course, be lax 
deductible. ■ • 

» 

Pledging the whisky warehouse receipts as 
security for the loan should lower your interest 
rate and cost. 

Costs: The investor must check out in.surance 
premium costs, brokerage commissions and other 
costs and charges. Lloyds of London in.sure.s 
whisky at ii, annual premium cost of IcsB than \% 
of the Value of the whisky. 

Tax J'renfmont of Carrying Costs: Carrying 
costs and charges have been ruled not currently 
deductible v/heji they are incurred for holding 
whisky as an investment during the aging process 
{GeoTBS L. Schultz, 50 TC 688; affd 420 F. 2fJ 
490; Rev, Riil. 70-356, CB 1970-2, 68). These 
costs are capitalized and they step up your basis 
for computing eventual gain bn resale. Thus, even 
though you do not derive immediate tax benefiJ, 
you will recoup part of the costs when you sell. 


P.S. Send for new 1972 twelve page color brocliure. 
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gains in tlie midwest and South, with enormous 
gains registered in such slates as Koith Carolina. 
Utah and Georgia. 

A recent study for Xeivsiccck Magazine underscores 
the growth of Scotcli in formerly unimportant mar- 
keting areas. For c.vample, South Carolina, Georgia 
and Florida in the South, and Arizona and Utah in 
the west all have had significant gains' in sales. 
Ba,scd on sales of “fifths pdr 100 pcr.sons," these 
states recorded the following percentage gains in 
the 20-year period, 19o0-1970: South Carolina, up 
677.4 percent! Georgia, up 794.4 percent! Arizona, 
up 1,017.5 percent! New Me.xico, up 45.=L7 percent: 
Virginia, up 540.1 percent: and Utah, up 422,6 per- 
cent. 

Getting back to the Time college study, Scotch 
(along with vodka) was the distilled spirit that 
scored highest with lodity's young adults. It was 
the leading type drunk by students, showing up 
as their favonte ' liquor drink. In addition, students 
were able to name many moie brands of Scotch 
than of any other type. Recent Simmons studies 
point out that Scotch orinkers are bctlei'-cducated 
... 46 percent of Scotch. d:iukers went to college, 
and of cour.se, as the number ot college-educated 
young adults increases, that many niore Scotch 
drinkers will bo around in years to come. 

Finally, a survey taken by Bar-Server Ilnmlbook, an 
annual in the on-premise, field, shows that Scotch 
drinks are very popular in many non-uiban areas of 
the country. Significantly the favorite drink of 
young customers of top-rated bar-restaurants was 
Scotch Mi.sed Drinks,” usually Scotch and Soda or 
Scotch and water. 

Liquor Store Magazine past studies show how sig- 
nificant the growth of scotch among the "new mar- 
kets ■ is going to be. For e.sample, in its study of the 
“NVomen .Gustonier, 1971," Liquor Store found 
many store owners reporting increased sales of 
Scotch to women customers. Aiid its study of “The 
Uncommitted Drinker" earlier this year disclosed 
that for many young adults Scotch was a favorite 
party drink. 

Because there is a Scotch priced for almost every 
pocketbouk, the Scotch distillers are not pe.s.s'imistic 
about the effects of the U.S. dollar devaluation, rising 
prices and rising taxes on the Scotch sale.s" picture. 
And interestingly enough, although Scotch is not 
known for its "recipe" veisalilily, the fact remains 
that when it comes to “on-lhe-rocks" drinking, most 
people find Scotch the ideal produel, Thus, today’s 
new breed (jf social drinker, no longer primarily in- 
.tere.slcd in “statas", has turned Scotch into a “fun" 
drink and dhstillers and importers arc happilv going 
along with the trend, 





Facts about the Scotch Market 
You Should Know 


The Market, For Scotch By Price Classes 
(In Percentages) 



Class 

Price Range 

1963 

1970 

C 

Under $4.14 



B 

S4.15-S4.65 

— 


A 

$4.66-$5.60 

, 30.0 

30.8 

A-Prime 

S5.61-$6.65 ■ 

3.2 

2.6 

AA 

S6.66-$7.60 

61.3 

60.2 

AA-Prime 

Over S7.60 

5.5 

6.4 



100.0 

100.0 

Note; Based 

on sales of htgh-volumo 

brands In selected 

stales. 


Top Ten Markets For Scotch Whisky 
1963 vs. 1970 
(In Cases)* 


Slate 

1969 

New York 

3,801,876 

California • 

1,956,822 

Illinois 

1,381,560 

New Jersey 

1,248,065 

Florida 

909,142 

Texas 

735,108 

Michigan 

605,051 

Ohio 

530,067 

Massachusetts 

463,873 

Pennsylvania 

481,850 

Total Top Ten 

12,113,414 

U.S. Total 

17,106,314 

Percent U.S. Total 

70.8% 


'Estlmatod. 

SOURCE: The Liquor Handbook. 


1970 

4,375,364 

2,182,820 

1,523,855 

1,302,852 

1,133,175 

757,029 

631,078 

533,782 

529,845 

510,768 

13,480,568 

18,863,935 

71.5% 


Scotch: 15 Year Trend 
Cases 


Year 

1955 

1960 

1965 

1970 

1975 (Froj.) 
1980 (Proj.) 
1955-1970 


Sold 

5,136,287 

7,949,840 

12,131.854 

18,863,935 

28,200,000 

40,300,000 


Note: Total Distillod-Splrits Changes: 
1955-1960; 

1960-1965: 

1965-1970: 

19.70-1975 (Proj.); 
1975-1980 (Proj.): 
1955-1970: 


% Change 


-f54.8 

-f52.6 

-1-55.5 

-1-49.5 

-f42.9 

-1-267.3 


-f 18,7 
-1-23,2 
-h24.8 
-1-24,8 
-f24.8 
-1-82,5 


> 
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. SCOTCH WHISKY 

'Brigilt oMtiiDok for 
■©iglit-year“©ids 

After a dull spell there are signs that the demand for whutky as an invest- 
, ment is about to increase. Ross Wilson, author of "Scotch: the Formative 
Years," examines the prospects. 


Prices of older malt and grain 
whiskies have advanced so much 
on the free market — entirely be- 
cause of severe shortages — that 
blenders offering twelve-year-old 
blends of Scotch in bottle may 
shortly have to downgrade the age 
to eight-year-old blends, as sup- 
plies, even when available, arc such 
as to price the finished brand out 
of the market. 

Such is the opinion of London 
Scotch whisky broker John Haffen- 
den, but it must be met with the 
reservation that blenders with well 
established distilling backgrounds 
must undoubtedly have planned 
supplies sufficiently far ahead not 
to be badly caught. 

Three coses come immediately to 
mind. Johnnie Walker Blnck Label 
has a world export niarkol ol 
twelve-year-old, as the age of the 
youngest whisky in the blond, and 
Walker, with its vast technical and 
production background, is most un- 
likely to have miscalculated. The 
same goes for Bell's twelve-year- 
old, enjoying an unprecedented 
boom in the US, and for the re- 
cently launched St. James’s 12, of 
Berry Bros & Rudd, to take but 
three examples. 

Nevertheless, a twelve-year-old 
' shortage is well reflected in cur- 
rent prices on the free market for 
Scotch Whiskies. For malt whiskies 


dated the spring of 1960-G2 inclu- 
sive Mr. Hafienden comments that 
"depending on quality you can ask 
more or less your own prices." The 
operative phrase is, of course, "d'e- 
pending on quality.” For grain 
whiskies of spring 1960 he quotes 
70s (undecimalised), and for spring 
1961 44s. For 1962 20s 6d is listed 
as an offer, but with the note that 
the offer is not accepted. 

The homo market has never been 
particularly age-conscious, but for 
the important American and the 
increasingly important Japanese 
market age l.s a most slgnlflrnnt 
qualification to assist sales of the 
blend at con.siimer level. Certain 
sections of the European market 
are also tending to fall for the older 
stated age. 

Further analysis < ■ the current 
brokers' market for Scotch 
whiskies leads Mr, Haffenden to the 
conclusion that this October will 
see the start of a four-year 
stringency in supplies of grain 
whisky. Grain whisky production 
was, of course, cut back after what 
many considered over-production 
in the mid-sixties. 

He (and some others) have never 
subscribed to the interpretation of 
“over-production," and it is held 
that since 196'?, following the 
alleged surplus preceding that 
year, there .has, in fact, be en an 


underproduction of grain whisky in 
proportion to malt whisky produc- 
tion, This disproportion between 
malt and grain whiskies is just be- 
coming of real commercial import- 
ance. 

The upshot is that holders of 
grain whisky in particular can look 
forward with confidenccto the next 
four years, even to the extent that 
• individual whiskies bought now are 
hardly likely to be of less value in 
a year's time, and so on. 

Reason for confidence on the 
part of whisky holders is found in 
two causes. Mr. Barber has given 
the go-ahead to borrow money 
more easily for the future, and 
many blenders need to replenish 
stocks urgently. 

The Treasury has relaxed con- 
trols on lending money for im- 
portant projects such as Scotch 
whisky, money is easier in Scot- 
land, blenders' stocks are low — 
they have not lately replaced Stocks 
to the former extent — and world 
demand is both high and continuing 
to increase. Older slocks have been 
fully used, or are being tightly 
■ held, and the need now exists for 
, buying younger ages. 

In fact, many blenders and di.s- 
tillers have soid older stocks to 
finance, new production, and the.se. 
stocks must bo replaced. 


JJILBANK TRADING CO. OF CONN., INC. 



The Financial Times Tuesday March 7 1972 

Good start for Scotch 

THE year has opened prornis- ary’s 2.5m. g,ilIons at £9.8m. 

infily for the St'otch wlifsky in- Blonds shipped in bulk con- 

dustry with exports in .Isnu.iry tainors rose 7S per cent, in 

up by 52.8 pur cent, in volume volume and 56 per cent, in v,ilue 

and 46 per cent, in valus copr.* to 1.5m. gallons priced at £2.4m., 

pared with January last year. against tlie previous January's 
In total, this Janu.irv's oxnorts 'S66,000 gallons worth £l,5m. 
amounted to 5.5m, proof gallons. Malt w’hlskies shipped in bulk 

valued at £l77m., agninst 3.6m. containers rose by S3 per cent, 

gallons worth £11.8m. the pro- in volume and 110 per cent, in 
vious J.nmiary, value to 376,000 gallons worth 

. Blend.s shipped in bottles rose ’ 1771,000, Malts sent in bottles 

by 41 per cent, in volume and Soared 112.5 per echt. in volume 

48.8 per cent, in valuo to 3.6m, and 173 per cent, in value to 

gallciits valued at £l4.4m,, com- reach 17,000 gallons worth 

pared with the previous Janu- £101,000. 
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The following Ofr.exfwis from the stitement 
mtdehythv Chairman. Mr AletM^Donatcf. 
and circulated With the Separt and Accounts 
fortheycarendedJIstMarch. 1971. 

GENERAL OBSERVATIONS 
ON RESULTS 

Excluding iubstdiiJfvcompanles in tho 
Uniled Glass subgroup the consol'dated profit 
for the year endedaist Marthl97l jmtv .ted 
to £54 7 rj'iillion, un rnuiCtKo of C2 1 mili. n 
cornpaicd with the previous year The incrujs* 
represents a r.se of £3 0 nnlhon in trading 
profit, partly offset by j reduction of CO 1 
rriillion in income froin investments and a 
charge formierestgredte. by CO 3 million 
The profit of our Sciich Whisky Gm an J 
Vodka interests inureasycf by C4 2 million 
mainly due to a hinhet volume of sales, but a'so 
as a result of an aniustment to the export j.iice 
of our do luxe whiskies It is particularly 
gratifying that the sustained growth of our 
exports of Scotch Wliiskv and Gm has for the 
first time carru-d |hr total v,i.ue of Group 
exports beyond the Cl 00 million mark. 

The results of the Yeast and Food Group and 
cl our Carbon Dioxide mteiesis were both 
lower, showing together a fall of CO 8 million, 
mainly owing to lughitr costs. 

The consolidated net profit after taxation is 
£33'0 million to which requires to be added 
10-7 million n'picsent.na the net profit (rorn 
our mteiesis m Umied Glass making die i at it 
net profit aitiibtitabli? to the Comoany C33 / 
million. Your Directors now recommend., fii.al 
dnidendonthes'i.rriif.ipitalnf 7 25port , ni 
which wiihtheintfumofS b per cent dire iJy 
paid, will make a total distribution for the v 'ur 
of 12 75 per cent compared with 12 25 per 
cent last year. 

The ConsolidatPd Batance Sheet shows an 
Increase tn stocks of C22 5 million. Although 
ihegredier part of this figure ts represented by 
addmandl nfitiuriiiq wh.sktes necessary to 
suppoil the piQjocUid future sates of out 
brands, the effect cl in'laiion to which I 
referred last year is also rcllectod to a ma" r. at 
exient. 

I Welcome iho nrowrnj interest In this 
subject xsUk It liac biTft d.spiavi'd re.entiy I v 
anumbofof hOil.iiR inrUrdingthulnsiituii , jf 
Chartered Attt uni im-t. ti seems inv*uasin{,'/ 

♦ evident that siaociairf .ii uount nq urocedurxs 
in this country must he modified to mcorporata 
such adjuf tmenis as mty bo required to 
recognise the ellort nl tnllaiion. not only upon 
profits but also upon thrt resources available 
forinvcsimen; 

Our own accounting M iff have develofted 
a system of .•ipplynig to th.» cost of assets 
appropriate fiictors deriveo fiom the Consumer 
Price Index VVubciicve ih's provides., 
reasonable measure nftlK e| ct of inflation 
upon the results ol tli.; v e.ir s trading. In 
consequence we c;ons' ler ih.nt the value ol our 
assets have been oroil.:i) by inflation during 
the ye.nr to the extent oi some 1 6 million. In 
other words, tom.tini.tin m terms ol today’s 
prices the s.imc volun'.- ol physiMl assets as 
existed at 31st Maicft 1970. we would roquiio 
10 appropriate out of the aprorem profit {as 
arrived at by piosi ni il ty nccounting methods) 
the sum of about 1 3 million 
It m.iv be heloful to ic*state the Profit and 
Loss Account in the way wu suo the position. 

This would be as lollows . 

C’OOO 

Conventional niofit 54.688 

Oec/ucr appropriation required to 
CQoniorinfl.tlon 7.851 

"Real" profit “TOj? 

Estimated taxation 21,548 

Mmpmy shaieholdi it, micicMs 1 1 4 

Adjuxisdeen^ »fi U* niii'iomhi '25*175 

Net profit of till’ L’n.i M Glass 
subgu>up(un.Hl|tM. I t ut not 
sipmlicant in reiabuti t the tuiol) 721 

App/oiumatc "feat ‘ ri.'r//ro/rf 
attributable til tliu Cnn'pjny 25 8 96 

The. fust pomi which emerges is that 
Corporation Tax has not m f tc t abseihod 40S 
of the piofii lor ihuytuu but 4C% of the ‘/ear 
profit The second obs^ rvaimn which seonxi 
•ppropnatc is that m Uisihbuiing total 
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dividends of £23.1 52,000 we aro distributing 
almost the entire ''roal'' profit remaining alter 
taxation and in fact little is left as an addition 
to our financial resources. 

One consequence of this situation la that the 
continual increase in requirements for working 
capital entoifpd by the growth of the Croup’s 
business cannot be met today out of retained 
profits. Your Directors take the view that the 
• Company should avoid a position in which, 
wore a pressing need lor cash to arise. QP 
stock might have to bo sold in market 
conditions which wore temporarily adverse, 
Accoidinqty. befote this staiemant is 
published. I expect that a further Issue of Loan 
Slock will have been made. 

SCOTCH WHISKY 
Operations at our malt and grain distilleries 
have run smoothly during the year. The 
productive capacity for malt whisky is being 
expanded at Gitndulldn and Caol lla 
distilleries and rnechanic.il mattings are being 
built at Port Cllen distiile. y in Islay to supply 
our three distilleries on that island, and also at 
Burghcod as an extension to our existing plant 
there. A new large blending and bottling plant 
is being built at Loven in the County of Fife 
to meet the increasing demand for these 
services. 

During the year under review, the industry 
enhanced ns level of home sales to the 
highest total since the last war. representing 


61.960.000 proof gsHons. Your Company's 
percentage o( this total was wel) maintained. 

In :he Uniioo Slatos—by far the largest 
market in the world— fears that the economic 
situation might affect sales of Scotch Whisky 
were not realise, ijnd. in fact, tax payments for 
tne year 1970. thw rro. t reliable guide to 
consumption V iere, roee by 1 0'7 per cenL 
Your Company's brands maintained their 
proportion of this highly competitive market 
Dewar's White Label enjoyed particular 
success in New York end the eastern states, 
increasing its sales considerably while 
Johnnie Walker's .led and Black Labels 
continued to sell strongly. 

Sales in the Centr.il American and West 
liidiar^ markets continue to expand, early in 
1 971 the situation in .Mexico was suddenly 
improved by the {.ran ring o! fereatly increased 
import licences. 

As regards South America. Venejuola 
continues to bo one of the greatest markets for 
Scotch Whisky in the world and James 
Buchanan & Company Ltd. with their 
Buchanan's "Dc Luxe" and "Black b While" 
still hold the lead. 


'/ Cutting p«at. Malt whisly 
^ w derives part of us inimitable 
1 1 flavour fionrihe applieaOon 
t ,..1 efpeatsrnoletQ 
• ■ , t malted barley. 
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anlncieasflofsomolO Spercentoverthe 
previous year. I am glad to report that sales of 
Group brands increased by a considerably 
higher percentage, and in this performance 
Haig strengthened and further consolidated 
its position as the leading brand in the market. 
Dewar conimuod to enjoy an over increasing 
popularity In Scotland. 

In October last the opportunity was taken to 
increase home trade prices by an amount 
judged by the Board to bo appropriate in 
relation to the continuing highly complrtitlve 
situation in the maikct. Increased sales, partly 
at higher prices, dtrt in fact achieve the 
objective of improving profitability. 

As regards the export position, industry 
shipments for the \nat ended 31 st Match 1971 
rose from 56,447.600 proof gallons to 


tn Australia, New Zealand and Asia, the 
Company’s brands, headed by Johnnia 
Walker, havaagain strengthened their position. 

Japan has for some lima been a re latively 
small market (or Scotch Whisky in bottle owirtq 
to the limitations Imposed by import Ituensing, 
but I am glad to toport that at the end of 1 970 
the licensing restrictions were abolished. 
"Johnnie Walker". "While Horse "Black b 
White" and "Old Parr”, all brands belonging to 
your Company, have for a long time been 
leaders in the market. Every opportunity is now 
being taken to onsuto that these and our other 
branrfs expand their busmuss in the market 
which should growconsiderably over the years. 

Eufopi today contains the second, third and 
fourth largest export markuts of the world, 
viz ; France. Germany and Italy. Your 


Company i major br.mdr havn excellent 
disiriniiiiMntlir&uqbouMhe.Hcounlnes. 
Hov^evcf. compel. tii.n. much at very low 
prices, ismtimso. 

Pruoiem, which rriighi arise should this 
country unter the Common Market conpnue to 
be dulled, fh-* Counc.! of The Scotch Whisky 
Associiitmn fi >.»• •nformr'd the Government of 
;he ditii'.i ''.I's which are lui-uxoen for the 
industry, but thu Di partr.i-^nts have not to far 
felt able to offer any assurances. 

GIN 

I em pi' xsi li to be able to report a 
substanii.ti iri ronsu m world sales of Gordon's. 
Booih'sand T.'nquorav Gns. The United 
Kingdom .uid the United States markets 
accounted lor the m.ijor purtnf the increase. 

As w’itn S( (Itch Whisky, m race of steeply 
rising costs the prices of our brands of Gm 
were increasod in the homo trade last October. 

Shipments our brands of Gm to overseas 
markets woru well ahead of the previous year 
and tho Group increased its proportion of total 
exports. 

Sales of Go'don's Gin in the United Ststes 
continued iheit upward Pend. 

VODKA 

In the United States, the market for 
Gordon ,/odk<i oncu again showed a 
substantMl rise ball s of Cnssatk Vodka m the 
Uniled Kingdom ronunu^d to make progress, 

PIMM'S , 

Sales inihe home market .have shown an 
encouraging uowani “end Shipments to 
export mrirketb were also higher than cn the 
previous year. 

COGNAC NINE 

During tho year wi ssucceMfully negotiated 
the purrhisu ol n • loiqy miercst m the 
company Cognac H*'in whi sc business 
, eonvsisofthepruEfii tioriandsatculiis 
varriiusbr inds III Tc qr.de Tl'cse enjoy an 
exceHenifrnui i' pn vs hithWii shall take every 
eareio matniaiii 

FOOD GROUP 

The ovt-rall lusuiis 'or the Food Group weie 
disappointing alP-ough opei tiions lor the 
fourth quarti'i of the yo.ir weri} on a more 
profitable busis and improved results Lfe 
expected for thu current year. 

THE DISTILLERS COMPANY 
(CARBON DIOXIDE) LIMITED 
Sales of carbim rlioxido ,ig.iin showed a 
verysatiiJfac pn* rate I ’rrrr.vih, This progress 
was, however, o\\ rti Vu"' by abnormal 
increases in ' os'x xtr n*' ..ng from the high 
rate of infiatiun w'uvh occurred in the year, 

UNITED GLASS LIMITED 
The conanlid.iPn) p I of United Glass in 
the calendar y*„i 10. )Pciorc taxation 
amounted to ll,u74 oCO compared with 
£751,000 (bxclLUingtrelossofthe 
discontinued 6itli»h 'N <ii Resisting Glass * 
Company Limited) in the previous year. 

FUTURE PROSPECTS 
Reports one* mm t ..oiidilionxlnlho USA 
are not ant.rrS ' net .. gmg. but. although 
this was also thy s>i i M cm last year, tho 
demand theruf rSi. unWhskydid expand. 

We expect that au two major brands in that 
market wilhtonllnu to record increased sales. 
Intherostofthuwi ; d. demand continues 
roasonaWy sti •*iig n*f provided prices are not 
greatly eroded by thi ii tunsity of competition, 

I am hopeful x ■ a suae* svful outcome to the 
current yiii'i. 


SUMMAflYOFlilSULTS 


CsnsolidiUd pefit kefsie lit 
Nit itmingt (including Ifniiid 61m) 
Ritainid III Uit bvtineu 
Omdinis 
Rate si diridsnds 


Ytar te 

Ysar to 

31si Mjich 

31ti March 

1371 

1970 

C ' 

C 

S4.E6S.OOQ 

52.97S.DOO 

33,747,000 

29.615.000 

10.SSS,000 

7.327,000 

27,152.000 

22.298,000 
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Money-Saving Guide for Buying Mutual Funds 

The owneisliip of mutual funds, like everything else, can involve problems as well as 
opportunities. The least expensive way for anyone to learn how to deal with the problems 
is through the experience of others-to profit by the mistakes of others. 


Acquisition Checklist! Here's a checklist 
of common complaints in connection with 
the acquisition of mutual fund shares and 
suggestions for dealing with them: 

□ ITrotig Objective; Make sure the fund 
you’re buying matches your otvn needs 
and objectives. Check the prospectus. I^fany 
purchasers complain about being sold a 
growth-type fund paying very little in the 
svay of dividends when they needed income. 
Others complain of being sold income 
funds when what they needed was the tax- 
shelter of the growth fund. 

□ Contractual Plans; So-called contractual 
plans are often of the front-load variety 


(sales chargts for the full pl/rn are deducted 
from the payments made in the early years). 
The result is a sort of built-in penalty if the 
plan is terminated before its full life. Don't 
buy this type of plan when you're unlikely 
to complete it, like the G2-year-old doctor 
who signed tip for a 15-ye'ar plan. 

□ Buying Beloxo Commission Breakpoint; 
Commissions vary with the dollar amount 
purchased. The salesman should tell you 
the commission breakpoints without your 
asking, but he may not. Ask. Besides saving 
you commissions, it may affect the amount 
and timing of your purchase. 

□ Buying Dividends; The salesman may 


HIGHLIGHTS 

Mutual Funds Trust for Your Wife 

Q The article which starts on this page offers 
a money-saving checklist for buying mutual 
funds. 


Q Six types of wives who may need trusts ore 
discussed in the article on page 5. 


Capital Gains in Scotch 

□ Investment in Scotch whisky rates high on 
many counts, including a big capital , gains 
potential. See page 2, 

Capital Gains Wealth Multiplier 

O The article and table on page 4 show you 
;,.e wealth-building potential in capital gains. 


Investment in Post Offices 

□ The subject is discussed ot page 6. 

MONEY-SAVING BRIEFS 

□ Five money-savers via the 'merest deduc- 
tion, inflation insurance, use of losses, tax- 
sheltered voriable annuities and a life insurance 
trust are briefed on page 8, 


© Copyright 1948 by Initituto for BuiInoH Plonning, Inc,— 2 W«a 13th SIrcol, New York, N. Y. 1001 1. Prlnlorl !r U.S A. 
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^ A,„o«nlS Three IP'ftys lo Invest: If you have a taste 
^for the investment aspects of Scotch, there 
are three ways you can invest: 


□ You can take your Scotch straight— buy 
it as a commodity future, hold it for appre^ 
ciation, and sell for capital gain profits after 
six months. 

□ With a minimum purchase of 500 gal- 
lons, you can buy a [larccl of new Scotch 
each year for four consecutive years. At the 
end of four years, the first batch is ready for 
blending and trading. You can then expand 
your holdings by trading your mature 
Scotch for raw fillings in direct ratio to 
the market prices for each without paying 
Out any more money, yet getting a tax-free 
e^hange on your Sc otch i n vestment . 

3j You can buy raw fillings for^ four con- 
secutive’ years. Instead of trading your 
mature whisky for a larger amount of rats' 
fillings, you can exchange it for the mone- 
tary equivalent of the first year's lot and 
pocket the cash dilTcrence between the 
dollar value of new whisky and the kind 
you can belt down. 


The last two methods can give you an 
annual dollar return averaging 25% of 
your capital outlay, as our illustration be- 
low points up. In both cases, your original 
investment remains intact dollanvise, al- 
though (he last technique gives yc ' imme- 
diate cash returns (in addition to apprecia- 
tion) after the four-year waiting period. 

Tax Picture: \Vhen you sell your Scotch 
after holding it for six months or more 
(normally after four years), it’s nice to 
knots' that no matter how high your tax 
bracket may be, you're going to pocket most 
of the profit in the form of capital gains. 
There is no ta x on the increase in value 
until a .sale Ts made, much like tlie paper 
profit in the stock market. Unlike the stock 
market, however, there is neither a transfer 
tax nor a brokerage fee. The profit finally 
realized is treated as long-term capital gain 
— linle.ss jxsu're a distiller, blender, or 
broker, in svhich case it is treated as ordi- 
nary income. (The table which follows this 


article shows you the power of capital 
gains.) 

These deals are worked out in Great. 
Britain. The picture we’ve given you is 
the position of a U. S. investor under 11. S. 
tax laws. It's even better in Britain, since 
you won't have to pay any British tax at 
all if you are not a resident of^ireat Britain, 
are not in busine.ss there, or do not allow 
any British firm to hold the whisky for you 
in its own name. (Normally, the whisky is 
government warehoused in your name,) 
Internal Revenue won't even get after you 
for any interest equalization tax, since it 
doesn’t apply to the purchase of immature 
Scotch. 

How Money Can Double in Four Years: 
Here’s an example of how your investment 
can double your money in four years; 

Cost of ncw'Rr.lin fillhiRs 

(19(10-1,200 gals, at $1,7,1) . . .'.$2,100.00 
Storage charges (at 4 to 1 ( a cask 
per week tor •! years (S.Uy 

average X 208) 11.44 

Insurance 

(General— 2c per gal. per year 

(02 X 1200 X 4) 90.00 

(Title— 1.25% of the value of the 
whisky limes 1.3 years tor 4-year 
term charge (1.23 x .$2,400 x 1.3)) 31.91 

Cask costs (10 butts at $24.00) . . . 240.00 

Total Cost of Purchase 
Sale price of mature grain S' 

(1904-1,200 gals, at $5.10) ....$0,120.00 

Cask costs refund 240.00 

Gross Sale Price $0300.00 

Net profits before tax $3,877.05 

Less U, S. capital gains tax 909.41 

4-ycar Profit on $2,482 Invest- 

ment 

Total Value of Investment in 
Scotch in Four Years (less 
cask costs refunded) 

PitfaHs: Don’t .rllow this example of the 
profit potential to cloud your judgment. 
Give the following some sober thought: 

□ You can’t drink your Scotch, If the 
bottom falls out of the market, you’re 
stuck even with this liquid investment. 

□ The usual waiting period for profit is 
four years— that may or may not be too 
long for your taste, but keep it in mind. 


$2,482,35 

|;:S0824 

$5,15039 


I 
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Note: Current pricins is at S2.80 per Original Proof Gallons. All barrels contain approximately 50 gallons. 


NUMBER OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 

. 10 

S 1,400 

150 

$21,000 

20 

2,800 

200 

28,000 

30 

4,200 

250 

35,000 

40 

5,600 

300 

42,000 

50 

7,000 

400 

56,000 

60 

8,400 

500 

70,000 

75 

10,500 

750 

105,000 

100 

14,000 

1000 

140,000 


Special Note: , „ , . 

This schedule is Subject to Change Without Notice, and Subject 

to Availability. 

Per gallon price includes: cooperage, warehousing for four years, 
two Lloyds of London Insurance Certificates with premiums paid 
for four years, all handling costs, documentation and registration. 
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FINANCIAL TIMH REFORTER 

SCOTCH 'Whisky exports Isst whisky distillers there would be 
year reached their highest ever no balance of trade problem. 


i L.^ L» b 




r ') 



AND STOCK EXCHANGE GAZETTE 

SCOTCH WHISKY 

Bdglhtl: outiook for 

eight-year-oSds 

After a dull spell there are signs that the demand for whisky as an in- 
vestment is about to increase. Ross Wilson, author of “Scotch: 
THE TIMES WEDnESDAV NOVEMBERllO 1971 




Hor possible long term 
capital gains. 

• A UNIQUE PRODUCT 

® A DEMAND COMMODITY o . • * <. o • « » « • 
® TAX ADVANTAGES 

o FOR POSSIBLE CAPITAL GAINS 

® DIVERSIFICATION aaaeaoaaeeaaaocao 
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introduction to a new way of investing • 

Chivas Regal, . . Johnnie Walker, . , Dewars. . . Haig & Haig. . . Cutty 
Sark. . . J & B. . . Teachers. . . and many others. . . everyone a respected 
name in the art of the blending of SCOTCH Whisky. Each is the 
magnificent result of years of tender care. . . of gentle aging in huge 
casks till just the peak of perfection at maturity, then blended with 
other aged SCOTCH Whiskys and made ready for the savouring and en- 
joyment of the discriminating. 

In that process is the simple basis for the value of investment in 
SCOTCH Whisky! For as that SCOTCH was maturing in age — it was 
also growing steadily in value! ' 


^^^ehind this lies some interesting 
and little known facts 


British law requires SCOTCH Whisky to be at least four years old before 
blending — and for U.S. consumption. For years this aging opei-ation 
was financed for the SCOTCH VHHiisky Industry in Great Britain by 
the distiliers, the producers of SCOTCH in its raw state, selling their 
“green" whisky for “new fiilings”) to financiers, who would resell to 
the Blenders, when it had matured to its desired age. The Blenders^ 
who accomplished just what their name implies, blended various*' 
similarly aged SCOTCH to their own formulation, and made it ready 
for marketing to the consumer. 



mechanics of investing In scotch whisky 


SCOTCH Whisky investment is different than purchasing securities, or 
corporate shares. When an individual purchases such shareSj he is ac- 
tually taking an interest in that corporation. The success or failure of 
his interest then depends largely on the degree of competence exercised ' 
by the corporate management. 

When an individual buys SCOTCH Whisky, he actually purchases a 
spe^Tic quantity of SCOTCH in casks, which are gauged with scrupul- 
ous accuracy under Her Majesty’s Customs and Excise Supervision. 
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whereas the Doctor asks questions of his patient, is influenced by 
what the patient says, and does not form his own judgement inde- 
pendently., [Perhaps, this is why many ordinary Medical Doctors are 
not always successful Investors.]) 

0 how? 

In the old days, any poor Scottish farmer could produce Scotch Whisky 
merely by “cooking” his unsold grain and barley. Nowadays, the 
Industry is so big and-^so competitive that a new Distiller virtually 
cannot enter Scotland unless he already has a fortune made elsewhere. 

In the past fifty years only three new Distilleries worth mentioning 
have been created — Hiram Walker’s Ballantine, Invergordon and Inver 
House. 

Blending a new brand requires an enormous amount of capital faf'' 
advertising. After all, Johnnie Walker has one hundred and fifty 
years of goodwill behind its label. Hiram Walker bas 140 national 
markets of goodwill behind its label. J & B could eirist profitably for 
many years just on the fact that more millions of consumers enjoy it 
than any other brand, 

A newcomer, such as “100 Pipers”, must expend millions on ad- 
vertising alone before it can be accepted, and then several millions 
more before it can be profitable to its Investors. 

So, if you cannot enter the profitability of Scotch Whisky Invest- 
ment by distilling or by blending, the best opportunity lies between 
distilling and blending. What lies between distilling and blending? 
MATURING lies between distilling and blending! 


• why? 

Scotch, when blended, is a minimum of four years of age. The Dis- 
tillers want cash for their newly-distilled Scotch. The Blenders are 
willing to pay cash for mature Scotch only (not for newly-distilled 
Scotch, which they would have to hold for years before blending and 
bottling). 

Thus the opportunity arises for Investors -• small or large, private or 
organizational — to profit from a three-step investment. 

1. Buy newly-distilled Scotch from a Distiller who needs cash for 
his own daily business. 

2. Hold the Scotch until maturity, when it becomes of commercial 
u.se, 

3. Sell to a Blender who needs increasing amounts of mature Scotch 
for the growing worldwide market. 


t 



when? 


Ever since Scotch became an industry — one hundred and fifty years 
ago — profits have been- made by Investors who owned Parcels of 
Grain, and held it till full maturity. Since Scotch is a long-term Invest- 
ment it can be recommended to all long-term Investors who are pre- 
pared to wait patiently for extraordinary profits. The chief advantage 
of Scotch is that Scotch continued improving in value as it ages. There 
can be special circumstances (Wars, Prohibition Laws) which can reduce 
its market price — but these circumstances, in fact, .lerve to increase its 
price soon thereafter. The unchangeable. law of Scotch is that older 
Scotch is worth more than younger Scotch. 

The question of “when” becomes unimportant. The Scotch you in- 
vest in today matures sooner than the Scotch you invest in tomorrow. 


Thesd numbered casks are registered in the name of the owner, in the 
Distillery Records, then stored in Government Bonded Warehouses 
until the owner decides to sell his Whisky. 

I 

Investment in scotch whisky can follow three plans 

Plan 1. It can be bought as one would buy a commodity future, held 
■ for appreciation then sold for capital gain when market con- 
ditions are favorable. 

Plan ”, Raw Whisky (fillings) can be bought each year for four years. 
At the end of the four year period, the first parcel is ready 
for blending. This now mature SCOTCH Whisky can be ex- 
changed for new parcels of raw fillings in direct ratio to the 
then market prices of each. This, in a favorable market, may 
result in a substantial increase in that year’s holdings without 
increasing the capital investment. Furthermore, a “Like Kind” 
exchange of property has been ruled to be tax-free so that 
taxes can be deferred until the SCOTCH is sold. This is 
particularly worthwhile for the investor preparing for retire- 
ment, or one who is arranging long-term distribution of his 
holdings. 

SCOTCH Whisky exports in 1968 increased an incredible 37% in 
t i-mme and 44% in value over the previous year to total 59,155,000 









proof gallons and $423,722,400 in foreign earnings. 

The U.S. Market took over half the total whisky exported, and ship- 
ments her^ were up 40% in volume and over 46% in value, which > 

amounted to 33,254,000 gallons, valued at $224,226,000. (Source — 

Financial Times, London — Jan. 29, 1969.) ’ 

No longer a status drink for the rich alone, SCOTCH has become the , 

mass "In Drink” for all income and age groups, and is one of the 
fastest growing in the U.S. Liquor market. 


hat’s where WIILBANK TRADING CO. OF CONN., 
INC. enters the picture 

.... .As specialists, trading only in SCOTCH Whisky, Milbank Trading 
has developed a simplified technique for cutting through the entangling 
snares of endless red-tape, eliminating confusing and complicated 
procedures. As a MILBANK client, you will be able to^take full 
advantage of the opportunities afforded by investing in SCOTCH 
Whisky. 

It is our aim and interest to do whatever we can to help obtain for our 
clients the best possible profit with the least amount of risk. Therefore, 
we recommend the purchase of GRAIN whisky rather than the 
volatile malt. MILBANK sells Grain SCOTCH by the barrel. Each 
barrel contains approximately 50 gallons — gauged and charted exactly 
under Her Majesty’s Customs and Excise Supervision. The price per 
gallon is at the published MILBANK “Current Pricing Schedule” in 
effect at the time of the transaction (the latest published Schedule is 
enclosed for your information). 

The “per gallon” price represents a total investment for the maturing 
period. . . .it includes all our administrative and sales costs, communi- 
cations, handling and cooperage. Warehousing for four years, as well as 
two Lloyds of London insurance certificates, one insuring the buyer 
against fraud, error or ommission on the part of the Warehousekeeper, 
and the otlier against any physical damage while the Whisky is in the 
government bonded warehouse. The first is for twice the amount of 
the declared value (buyer’s investment), and the latter at the declared 
value plus 109i> the first year, plus 50% the second year plus 100% 
the third and fourth years. 
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SCOTCH FOR WHOOPEE— This pyramid of whisky barrels symbolizes a 
smoll fraction of the 1971 holiday season consumption of Scotch, A study 
by the research department of Black & White distillers forecasts a 9.5 per- 
cept increase in Scotch soles In the United States for 1972 to a record- 
breaking 57 million gollons, That's more than $1.8 billion worth ol averoge 
retail prices, 




Distillers should be seeing 
a better trading climate 

BY STANLEY GUYER AND WILFRID PICKARD 


.V.\t.l-;S OF ullt'.Ky in !),,• 

hiiimu imirtul iiKTi'j-i'il ’li.v l.'IU 
per fvnt. IhsI year and inure 
Ilian made pood ilic proviims 
yoar'.s driip. Tin. had Inllnuod 
Umi dni.v nu'loasi's on whi.kv 
hi'iv.oon .Marih IldiS and April 
llifia. Kinniarly sinpmoni.s to 
nier.'.oaa marhi'ls imni'd .liarply 
ahead hy nearly Id per eeni anil 
lo Ihc all'iiniiorlani hnt mrrea.s. 
Inply ennipelilne U.S. niarkol hy 
ana per eenl. 
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; '.iAEbS 52,503,000 
■' EMPLOYS •• A ' • 

,.v., RECORD ■ CLEAR • ‘ ■ 


> PAYMENTS B., A of E^rchooes aro ,,, ^ ■ 

r ■ via''o!sht draft . 

Two other domestic sepp! iersy-oported the -ronowing trade experiences; • 

. HC ' OV/E P DUE TERMS ! ‘ • •'AJ^R 'P"? lo'^n 'cmn ■ 

, . '°°S“ ■; ;, .•/;■; 

!f.GHLlGB7S of lT:«7,''„«goacnt^ Acid ' - 

flguraa, ho,,ovo?r.i™s«a:i; K|lo,.;= a 

'■ : S?StwI,‘'rgy3Sd"i.,d O'MO' ’■■ 

and TreasurePc' AccordJm to Ayh“°+ ^ h‘ 'f - 'O^mer Secretery 
^ - Ooba, bad no 

i; ■ . ’ Eayildi; ''’"3 mad^-to^aption-jaddraGs f.-om 2(4-26, Aist St., ' 

P'" , S^sI?m!?'any"iJS5t??f f atement or 

•, ••, volume is In th^vIcinftv:S S^'soo non J :■ 

rM’ alnco Inception In (967, Kirthor ?"U‘^Uny Increasing 

' •• ■ Banking ^ , •', ■■ .'.■AT ^ ,; ,j ■■ . ’ ‘ 

•• “ ' ' • ’ "7 ^ ’ .J w ’ ' * * , • ■ * • « 


Enclosed arc aj^ticlos -that pun J5 q_ shown, ■tv? 'a-'pcospoct to help sell', 
■...but under no conditions arc they to’ bu handed to anyonoi ' , 
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’'■'L3ANK TRADING CO INC 
GRHAT NECK N Y 


A OR Paa3 
5-27-70“ 


Chartered: New York lews February 25 1GG7. 


Capital Stock: 200 shores, no par value cceimon stock.' 

O'j'i S'* end i ng : Not disciosod, Rcoortod hold by Jack Viong, roaropen'brrc c 
loco'"c d In the Bahamas,- t'ong is a bu-vihos-dmon, 'located Frcdpcr't, 


"no ' . 


Xerb J Debs, former Pros? dent, res' good Dccombor ,31 1909. 

ComnodI-*-y trader actSvo in tine sol'linc of scotch whiskey inye-tnont: 


ts-'T'out'or!: Subject^ purchases scotch from distillers In Scotland by the bct'rrK " 
uys .n arga quant) Ties. Title to marchandiso is hold by docunantation and rarcha 


D 

buy .-^c-' -i--.. . . . iw iiivii , i-.-j li, iiuiu uy aocunonTOTion anc r~~cin 

,3 s-.ornd ,n bonded government wavaehou--- 0 s. Subject then in turn soils scotch wh.'s 
, ■ ; la iO) qua.ititiC'S lO snaiv, duals in the United. States . All transact'on® a''D 
cnrr-cr) t-''roi.'gh documontatlon with invrn+ory never i-eaving tho government 'b-'-nriad 
warchousas In Scotland, insured by Lioy’ds of London.; 


no 


anc.; 


T 'V 


•-"'-n: C:-h 

T.'asops: ■ seasonal variations. , ; 

■-.m" .'"'V'c-': Four plus 26 representatives .ma Intel risd throughout the world, 


pc,\T:cN: ^ -oadquaryers e:'o mainte'nod on ground floor of two s+ory c'v-cs'bv; 
_f?cr’''cd a'^'-’c o principa' ■*‘bot'oug'i-'^”Oj’, Pvami. nnnt, and, opder! y". 
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GRiiAi A^Ci\ M Y 

ALBERT J DEE3, PRES-TREAS 
B ! RiiC ( OisS 1 \ ho Ov T i CyT i> ■ 


A OR Pogo 2 

• 5-27-70 - . 

PATRiCif. C;V,R3 VIRGIL) GALI_0T0, V PRES 
FRANCES (N.RS A J) DRtB, StC 


.. FACR3R0i.':-;C 

-:--v7 J GEES, 5orn 1506, mcri'i^o. P.'io.' to 1550 '-Mnill 

" — -E- ■ ‘-'-I Yo^'.t C'Vr\j arid v;ao a principal in Llni-io,i i.r.a 'at 

/nc' fAm 1545 un;-H 104? '..'non Dotr, cc.r.pa.'iiOO wore < i^iuiuaTac. u.vj_oywO 

Iv'Vno"'! Rational Radiant and 

,' Y iv;.'0-;502. .Vo;3 isaluS rapi '^^-n i • V- -'m-- - A-"rA“-T:-!op In 1963. Hsid position 

,nTn ..-• .c-'-ed oft*cor In January 2 [570. 'Born 1913 and married. V.as 

Sa?iyd S NorthcaAL-n Surgical S«ioa.Jarmingcai| Now York ‘.ti 1 

itosT Pr&vioooly setivs in tho wnolcppic fruil- end (.i.Yduc^ iin-. 

FRANCES DEES, born 1924, maroisd. Wifo of Albert Daob. Eiocted an officer in January 

1970. IS a hc;: 3 G,.!fo. „ - - • ■ ' • _ ; 

6-5-70 (25! 05 D33 • ■ ■ • 
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PAYv'ENTS 


- 1 NANCE 


HISTORY 


©DUN «. BRADSTREET , INC . 

CD 68 NOV 2^ 1971 
WHOLESALE LIQUOR 


d - u - n-s 

05-674-6456 
MILBANK TRADING CO OF 
CONN INC 

175 GREENWICH AVE 
GREENWICH CONN 06830 
TEL 203 669-0762 

i : PRES 

LAWRENCE ’E. LEVY, SECTY & TREAS 
DIRECTORS: Tho Officers 




Ti j 'I -j I i^i ^ i ^ ^ 



' I 

• v . 


RATING 

FF2 


STARTED 

1 970 
SUMMARY 

payments 

SALES 
WORTH 
EMPLOYS. 

RECORD -- . 

CONDITION GOOD 
TREND UP 


PPT 

$583,571 

$ 10;000 

4 

CLEAR 


Hc1 ToWE .'.P due TERMS 

m » » I > <w4 i . . 

500 ' ' '• 

17 ^'* "^ O -- ••■. I ”' 


r 


:30 - 


I r.txMT - 4t Bai c a a^ 

1 

' i 


: OCT -.1-3-137 1 ^SfiLD. . 

i.-ippfiH: ":' • i.AycrTr: ,t£ 

i, Ppt .. . r:., '2 ys . 

• Ppt 1 yr 


i 


On October- 12, 1971 Albert J . Deeb, president, 

dated July 31, Qwe Bank 

'Sts Roc S,490 Note Pay Machinery 


referred to statement 
$ 


11,900 

7,884 


Current 
Fixf & Equip 
Cars 


2,'’. 868 • Current 

890 CAPITAL STOCK • 

6,025 CAPITAL SURPLUS 


19,784 

2,000 

8,000 


"" "T-sn -701 tn+a 1 29,783 

Sus f4fLgust 1, li™ to July 31, 1971 $583,571, gross profit 

““‘'lljned^r'LoSSJio uj|l''sooret.ry of MILBWK TRADING OF CONNECTICUT 
INC on October 5, 1971. ^ 

Ooeb said sales have J“|'f*’®j,f.®''''cJ“l'tfoI°ls'good“w?th°the*’° 

i;r^5 £Sifg J V Id ' o r'dSSs^to£rs.“-9 ,o„ 

Shi£r.fa£3"sd?;i; ISfintE°dN dPFtraots for It. 

Inoorporated Conn, laws August 9. I?™; ““ 

shores .ifh no nar *■!»;. P"'?'" ‘^OOO- 

This business started ly/u. d.-ipm- +n iQ5n was active In the 

DEEB,. born 1906 and s rnarried Cltl- aid wS a 

manufacturing cmh- Mfl L Inc!? from 1945 until 1947 when 

craft Inc., and Jay-Val fhl r1 Mfg . Co., Internation Radiant Corp., 

both companies were liquidated. 1950 to 1952; was 

wS 

gsilicl k'" 15“LEvJlr£"ino^eyS ' i J ,B fI -JO- dfi, Sfth' Nil-' 
££°„k"fra“i£'co'.: l^oitlreat^SS n£« York wHloh o.„s sales of 2.5 oil- 
lion. (CONTINUED) 
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nrr;',a' 


r THAniNG CO OF CONN 
CH CONN 


INC 


NOV 24 
PAG: 2 


1971 


,TION _ Oporutos ns a sol lor of scotch whiskoy for possible long tern 

cap! I'd gains. Subject purchases scotch from distil lors in Scotland by 
tho barrol ancl buys in largo quatltlcs. Title to morchandise is held 
by doctumentat i on and morchandise is stored in bonded govornment v/arehouses, 


Subject then in turn 
d i y i d ua 1 3 in the U . S 
with inventory novor 
Insured by Lloyds of 
Finn I oy 5 four plus 23 
LCCATICN: ' 

office bui 
erdsr h' . 

11-24 (72 9) 


Headquarters aro ma 
di ng, located along 


soils scotch whiskoy in smaller quantities to in- ■ 
All transactions are carried through documentation 
leaving the government boded warehouse in Scotland, 
London. Torms for cash; seasons are non-seasona I . 
representatives maintained throughout the world. 

ntained at the second floor of two story 
a principal thoroughfare. Premises are 


I 
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PAYMENTS 

FliMNCE 


HISTORY 


OPERATION 




. >xs 

>Yp 


D-U-N-S 


ODUN & OrjADSTRFfT, INC. 


STARTED RATING 


■’ CD 6 B NOV 50 1970 ■ • 

MILDAIIK TRADING Co OF Cv...;»4llC COMMODITY TRADER 1968 ‘ ' N Q 


175 GREENWICH AVE- - . 

GREENWICH CONN .. OCaSpn. ' SUfWRY ' ^' • 

TEL 205 C60,~076?.. 

payments undeter-mined 

ALDERi J -uui)., PRsiS, ■,• ''G-, , ■EMFLOYE’^^4 

PRKS-' - RECORD- CtEAR^ . 

LAWRENCl . -LFA'Y, SFC’i Y A TRE.AS? 

DlRECTOr.o". The Of I'icors ' i.' ^-T •‘0, ;•.■’• ' •" '•-■■•■■ f 

■ • - \ "^^ 7 / 

• ■ % ■■ / 

Bulk of expenses are from foreign vendors. 


Nov 24 1970, Albert Deeb, presidont. declined financial information. 

Deeb said thaf a balance sheet is being drawn up by the company 
accountant, and it will be forwarded oncompNetion, Outside sources Indicate 
that the company has adequate capital for the scope of operations. 

Incorporated Conn laws August 9 1970; ai'thorized capital of 500 shares 
with no par value, paid in capital being $ 2000 . 

This business started 1970. 

DEEB born 1906 and married. Prior to 1950 was active in the 
manufacturing of apparel in New York City; and was a princioa! in Lincraft I 

Inc., and Jay-Val Shirt Mfg. Co., Inc., from 1945 un+il 1947 when both 
companies were liquidated. Employed by the International Radiant Corp., 
and its successor, Itemco Inc., Port Washington N.Y. 1950 to 1952; was 
sales representative for Albert Voigt Industries, Hicksville N.Y., 1962 
to 1968, Elected an officer In the subject corporation in 1970, President 
of Milbank Trading Co., Inc, Great Neck N.Y. 

BEHUNCIK, and LEVY, are attorneys. In Bridgeport and Greerw'ch Conn 
and are not active in subject. Subject is closeTy affiliated with the Milbank 
Trading Co. Inc., Great Neck N.Y. which' owns sales of 2.5 million. 

Commodity trader active in the sol'ling of scotch whiskey inves+ments. 

Subject .purchases scotch f,"om distillers in Scotland by the bar.-el and 

buys in large quantities. Title to merchandise is held by documentation 'i 

and merchandise is stored in bonded government warehouses. Subject then 5 

in turn sells scotch whiskey in smaller quantities to indlviduis in +he \ 

U.S. All transactions are carried through documentation with inventocy 

never leaving tho government bonded warehouse in Scot 'and. insured by ,3 

Lloyds of London. Terms for cash; seasons are non-seasona I , Employs 

four plus 12 representatives maintained throughout the world. : 

LOCATION; Headquarters are maintained at the ground floor of two story j 

office building, located along a principal thorouglif are. Premises are 

order I y . ‘ • ' ' . ■ , 

12-1 (95 2) Memo: to AU'Representatives. ' 

From: A, J. Deeb I 

Re: Dun & Bradstreet. 2/18/71 ^ 

A copy of the report is enclosed for your information • 
Do Not Let It Out Of Your Bands'. If someone wishes to 
copy it, it's OK but we are not permitted to circulate thcj 
orir'inal. If someone wants a report directly from D & j 
MAV NOT B. BTPBOOUCTD B, ^t 030 bc Had for the asking (if they are subscribers 


THIS RIPORT MAY NOT Bl RtPRODUCID > 
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November 16, 1973 


Mr. P. M. Nachman 
4501 Kenmore Avenue 
Alexandria, Virginia 22304 


Dear Mr . Nachman : 

We have been advised by Inver House Distillers , Ltd. that through an error 
they have used your whiskey bonded in 1970. 

« 

This whisky is being replaced with a like quality of equal quality and equal 
age. 

* ' 

We are confident that you will find this satisfactory. 

Sincerely, 


GLEN- ARDEN COMMODITIES, 



Albert 


President 


INC. 


AJD/bkl 






/cfy- if/m' 

//o <f6P-0/63 
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JOSEPH A. McCADDEN, M.D. 
613 Morris Lane 


Wallingford, Pa. 19086 
TRemont 4-9313 


November 12, 1973 



Mr, Steven Shore 

Securities & Exchange Commission 

26 Federal Plaza 

New York, N.Y. 10007 

Gentlemen: 


Re: Robert Taddonio 
509 Scott Ln, 
Wallingford, Pa. 19086 


Pi pursuant to your request that Mr. Robert Taddonio 
appear in New York Ci,ty to testify in court. 


I have been his attending physician since 3,965. 
At the present time he is just beginning to show si^ns of 
recovery from a very severe and aJjnost fatal condition kno\m 
as "Banti's Syndrome’*. 


I feel that it vrould be positively detrimental 
to his health and possibly even fatal for him to attempt to 
go to New York City to testify in court. , 

It is therefore my recommendation that he remain 
in the Wallingford area until he is more fully recovered. 


Sincerely, 

Jo,i^;^n^'. McCadden, M.D., F.A.A.F.P, 


JidvIcC/bap 
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IN THE UNITED STATES DISTRICT COURT 
FOR THE EASTERN DISTRICT OP ’NEV? YORK 


SECURITIES AND EXCHANGE 
COMMISSION 

Plaintiff 
- against - 

GLEN-ARDEN COMMODITIES, 
INC, Formerly known as 
MILBANK TRADING CO, OP 
CONN,, INC, 

MILBANK TRADING CO,, INC, 
ALBERT J, DEEB 
JOSEPH LAMONICA 
PHILIP WEINSTEIN 
CHARLES LOFPMAN 
DAVID LOSEY 
PATRICIA GALIOTO 
DAVID LOEB 

Defendants 


73 Civil' 1264 (MAC) 


Depositions upon oral examination of 
FLORIAN TADDONIO, taken pursuant to Rule 26, et . sep. of 
the Federal Rules of Civil Procedure, by and on behalf of i 
Plaintiff,, at 509 Scott Lane, Wallingford, Pennsylvania, 

,on Thursday, November 1, 1973, beginning at 11:30 a. m. 


2 



F. Taddonio 


APPEARANCES: FRANKLIN D. ORMSTEN, ESQUIRE 

and 

STEVEN J. SHORE, ESQUIRE 
26 Federal Plaza 
New York, New York 

For the Plaintiff 

' BENJAMIN GOLUB, ESQUIRE 

j ' rogovin; pravda & golub 

I " 10 East 40th Street 

j New Ydfk, N. Y. IOOI 6 

j / 

i For the Defendant 

I • 

, ^ .MRS. SARAH T. DOWNS 

16 Revere Road 

; Berwyn, Pennsylvania 19312 

j Notary Public and 

' Certified Shorthand Reporter 


FLORIAN TADDONIO, being first duly sworn, j 
was examined, and testified as follows: 

1 

BY MR. ORMSTEN; 

Q* Mr. Taddonio, as you are aware, this case is 

j pending in the United States District Court for the 
Eastern District of New York, Securities and Exchange 
Commission versus GlemArden Commodities, Inc. and eight 
other defendants, and your testimony is being taken 
pursuant to a notice of deposition. 

Before I start I would like you to know 
that in connection with any questions th,at...we ask.you here 


f 




today., anything that you say can be held against you. 


Do you understand that? 


A. . 


Yes. 


Sir, if in the course of any of the questions 


by the plaintiff. Securities and Exchange Commission, you 

feel that an answer to a question will incriminate you, 

please make that known to us, and we shall .desist from 

asking such a question. 

«• 

' ^ Sir, you have the right to have counsel 

present before you answer any questions, and while you’re 
answering any questions. Do you understand that, sir? 

A. Yes. 

Q- Do you wish counsel to be present? 


Sir, I wish to advise you that in connection 
with false statements given under oath, there are 

V 

penalties attaching in connection with the perjury 
statutes. Are you aware of that, sir? 

A. Yes.' 


you? 


Sir, have you understood all that I have advised 


A. 


Yes, I have. 


P. Taddonio 4 


Q. Sir, would you please state your full name for 

the record? 

A. Florian F-l~ 0 “r-i-a-n - Taddonio, 

T-a-d“d-o~n-i“ 0 . 

Q. Sir, have you ever been known by any other name" 

A. No . 

Q. Your home address, sir? { 

1 

A. 509 Scott Lane, Wallingford,' Pa. j 

Q. Phone ‘■'number , sir? | 

I 

A. TR 6-9720, I 

I 

Q. Date of birth? i 


A. January 25j 1925- | 

Q. Sir, are yoi;? presently employed? 

A. At th^ present time, no. 

Q. Sir, when was the last time that you were 

employed, and by whom? 

A. Well, actually, I was not employed by anyone. 

I was an independent sales representative working under | 
contract with The Scotch Exchange^, in King of Prussia. 

Q. How long were you so employed, sir? 

A. From January 5th of 1972 until I think it was 

April 27 of * 73 . . . 




1 "1 


P,, Taddonio 


Q’ Sir, would you briefly indicate the nature of 

the employment or the work in connection with your 
duties and responsibilities, generally? 

A. With The Scotch Exchange? 

Q. Yes, sir. 

A. With The Scotch Exchange, I was under a ‘ 

i 

contract to help develop the scotch whisky sales business, 

* i 

I was primarily under contract to The '■Scotch Exchange to 

develop a sales organization and set up a training j 

! 

program for the representatives, set up the training | 

j 

seminars, and compile the data that would be used for i 

j 

the sales presentation books. 

1 

I also handled ‘the complete inventory I 
control of the products v/e were selling, and my title was 

t 

Director of Sales, ^ | 

Sir, Just going back a moment, you indicate 
that you have not been employed, for how long a period 


of time? 


Since my -illness started, which was the last 


week in April. 

Q* And your unemployment now is due. primarily or 

due mainly to a matter of health, is that right? 


I 


P. Taddonio 


A. 

Q. 

A. 

Q. 


■ 

It is, definitely. 

Are you presently under a doctor's care, sir? 
Yes,. I am. 

Sir, are there any limitations on' the extent 


to which you are able to leave your residence where this 
deposition is now being taken? 

A; Yesj the problem being that I do not have the 

strength for any kind of long trips. I presently can do 
some local driving, permitted to drive to the store to 
get cigarettes and things like that. And the big. problem 
is that I Just can't walk. 

Q. Sir, prior to your employment' with The Scotch 

Exchange, Limited,, by whom were’ you employed? : 

A. There again I was not employed by Mllbank of 

Connecticut. I had entered into a relationship with 
the Milbank, in which I was a stockholder. 

Q. In other words, are you saying that you had a 

relationship with Milbank during the period immediately 
before the time you had relationship with The Scotch 
Exchange? 

A. Yes. That relationship started in September 

of ' 70 , 

Q. . , _ And jjontinued, sir, until what date? 


I 


F. Taddonio 
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A. Up until the time that I sent in my letter of j 

I 

resignation, which was I believe in May of '72. 

I 

Q. Sir, is .it correct to say that by training 

] and background you were originally an engineer? 

I MR, GOLUB: You know, I personally tWnk ( 

! ' ! 

I that that's a leading question. You could ask him what i 

j he did, but I really — ray status here is only to 

i 

} recommend. i 

i ^ j 

t - 'MR. ORMSTEN; If I may say so, I only ' 

I 

desire 4'^st to fill out the record. I was only : 

1 _ ■ i 

! rushing '.it along. I' would be happy to do it that way, i 

I . ; 

j MR, GOLUB: Go ahead. 

j A. My training is as an engineer. | 

I 

BY MR. ORMSTEN; 

Q. Would you Just briefly state I know this is 

I 

i 

out "of sequence — your educational background and your j 
occupational background prior to your association with | 
Milbank? . ’ . | 

A. Prior to being affiliated with Milbank, I 

worked for the Boeing Aircraft in Vertol.. Diviston as a 
Development Engineer and Supervisor, and that was from 
January of I 965 until October of '71. 



F. Taddonio 
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And prior to that I was with Republic 
Aviation Corporation, Farmingdale, Long Island, from 

I 

1945 until 1965. ■ 

i 

Q. Sir, are you a college graduate? 

e 

A, No, I am not. 

Q. Are you a high school graduate? 

A. Yes, I am. I also took courses at the Long 

Island Institute of Technology in Farmingdale, which is 
now part of the^New York State University System. 

Q. Sir, could you relate briefly how you came to j 

I 

be associated with Milbank? 

A. Primarily because of ray acquaintance with 

Mr. Deeb. Let me point -out that Mr. Deeb has been a 
friend of mine of about twenty-five years, and in the, 
it must have been the, summer of Mr. Deeb came to 

me and told me that he was starting a whisky sales 
company in Connecticut, and asked me if I would like to 
come in on a partnership, which I declined. 

And then he explained to me that- he had 
a problem, that is, he needed some capitalization, and 

I 

asked me if I could lend him some money. And I felt that I 

i 

I would like to help him out, so I lent him some 






F, Taddonio 
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twenty-five hundred dollars, and which he told me that 

i 

he would, more or less as collateral security, would have . 

j 

twenty shares of stock in the new company assigned to me* 

Q. Sir, was that the beginning of your relationship, 

business relationship, with Mr. Deeb? i 

•A. That's right. . * 

BY MR. SHORE; 

i Q. Sir, I believe you indicated that you- had known 

^ ' 

Mr. Deeb for twenty-five years? 

A. Yes, about that. I think I met him in 1947* ! 

I 

Q. Sir, prior to Mr. Deeb's conversation or j 

conversations with you concerning Milbank Connecticut, j 
did Mr. Deeb ever state to you in what capacity he was ^ 
employed? 

A. Yes, at that time -- 

Q. Would you state the time? 

A. Yes,, in the summer of ‘70, when he stated his 

intention of starting up his own company and was looking 

t 

for financial backing at that time, he was presently, | 

I 

as I understood it. President of the Milbank of New York. 

1 
f 

Q. What was the basis of your understanding, of ; 

I 


yourknowledge? 
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A. Would you clarify that? 

Q. You just said thaVas you understood it this was 

prior to the summer of 1970 ne vms employed by whom? 

A. You have sort of lost me there. 

MR, GOLUB; How did you know he was 
. President of Milbank of New York? 

' MR, TADDONIO; If thatfs the question, it's 

because he told me. 

MR, SHORE; 

Q* Did Mr. Deeb tell you how long he had held that 

position? This would be as of the summer, of I970. 

Ai I understood it, he took over the job as 

President when the priof President, what’s his name, 

Ochs, became ill. 

Q- Would that be Herbert Ochs? 

A. Yes, when he had a stroke and was incapable of 

conducting the business, it was at that time that he took 
over as President. 

Q* Would you know when that was? 

A. No, I wouldn’t know what point of time- that was, 

! 

Q> And again, what was the basis for your . knowledge 

of the events you have just testified to? 1 
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LI 


A. The fact that he told me . 

Q. Who told you? 

A. Mr. Deeb. 

Q. In other words, the basis of what you have just 

testified to is all from Mr. Deeb, is that correct? 

.A. That’s correct. 

Q.' Sir, did Mr. Deeb ever make any statements to you 

concerning his position at Milbank of New York? 

* * 

A.' In what respect? 

Q. Well, in the first instance with regard to 

what he in fact did? 

A, Well, as far as I knew, he vras President of the 

Company, and he was running the sales organization, 

Q. Did he tell you that, specifically did he tell 

you that he was running the sales organization? 

MR. GOLUB: Again, I am going to object. 

MR. ORMSTEN: The objection is well 
taken, and the question is withdrawn. • 

(Discussion off the record.) . 

MR. ORMSTEN: The objection on the 
introductory matter was well taken. I certainly agree* 

MR. GOLUB: I am going to state on the 

I 
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record -- you fellows can ask whatever questions you 
want to. I will just put in my objections, and you can 
go ahead. 

MR. ORMSTEN: Off the record -- 
(Discussion off the record.) 

MR, ORMSTEN: In our off the record 

• I 

discussion, Mr. Golub Indicated that he desired to re~ 
serve his right to object to any portions of the 
testimony taken'here today, to the time of trial, and 
secondly 

MR, GOLUB; Or hearing. 

MR, ORMSTEN; Or hearing. And secondly, 
it has been indicated that Mr. Taddonio may sign before 
II any Notary Public, including this Reporter. 

BY MR. SHORE; 

Q. Sir, you just testified that Mr. Deeb was 

President of the Company and running the sales 
organization? 

A. To the best of my knowledge, yes. 

Q. Would you please clarify ^'j’hat you meant by 

the latter part of that answer? 

A. Well, as far as I know, the sales people in the 



o 
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organization were responsible to Mr. Deeb. 

Q, Do you have any knowledge as to the number of 

sales people? 

A. No, I have ne'e, I was in no way affiliated 

with Milbank of New York and I have no way of knowing. 

Q. Do you have any knowledge as to what Milbank 

o^ New York did? 

A. As far as I know, they were selling whisky for 

possible gains to any client that was Interested in 
purchasing it, just as he is currently doing with his 

present company. •• 

Q. Sir, prior to Mr. Deeb's becoming President of 

Milbank of New York, do ^you know in what capacity he 
was employed and by whom? 


Prior to being affiliated with Milbank of 


New York? 


Q. Not affiliated -- assuming the Presidency? 

A. Prior to him -- no, I' disagree, he was 

affiliated with them -- in other words, he worked for 
them as a salesnan until he was made President. 

Q. I‘m sorry, my question was, prior to being 


made President, what did he do? 


He was a salesman for Mllbank of New York. 
Do you know for what period of time he was 


salesman? 


A. When did we have dinner up at A 1 ' s house? 

MRS. TADDONIO j About four years ago, 
three years ago. I don't remember. Bob. 

! 

' MR« TADDONIO; I'm trying to think. j 

MRS, TADDONIO: It's about four years agoi 


there also, and 


MR. TADDONIO: Harry Ochs had dinner 


MRS, TADDONIO; About four years ago 


A.' . (continued) It must’ be about four years ago, 

I guess; he probably started around 1968 with Milbank 


of New York. 


MR, ORMSTEN : In connection with that 


last question and answer, the record should reflect that 
Mr. Taddonio consulted with his wife concerning a prior 
social engagement in' order to establish the particular 
answer, and that accounts for the colloquy between Mr. 
Taddonio and his wife,, 

I 

MR. TADDONIO: I would say that he 
probably started with Milbank of New York either in' the 
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latter fart of '68 or early part of '69. 

BY MR. SHORE: 

Sir, did Mr, Deeb ever make any statement to 
you concerning his sales activities during that period? 

A* Yes. He at one time told me that he was very 

happy and everybody was happy with him because he was | 
accounting personally for sixty percent of the total sales 
being made by the Company. 

MR, GOLUB: Could .1 ask you if you v;ould 
establish the time, please, Mr. Shore? 

BY MR. ORMSTEN: 

Q- Sir, when did he tell you that, to the best of I 

your recollection, sir? 

A- Oh, golly, I would say that was shortly before 

he was made President of the Company. That was probably 
why he was made President of the Company. 

And that was approximately when, sir? 

A*' I would say probably the latter part of '69. 

BY MR, SHORE: 

Q- Sir, you previously testified about certain 

events in the summer of 197O. I believe you also at 

. I 

that time testified concerning a loan that you made to : 
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Mr. Deeb, is that correct? 

A, That ‘ s correct. 

Q. Would you perhaps continue from the point at 

which you were before in time, and testify as to the 
relationship, if any, with Milbank Connecticut 
subsequent to the summer of 1970 ? 

A; Yes, Well, that's what I was trying to do, and 

we sort of got sidetracked on that. As I said, when he 

i- ‘ 

expressed -~ 


Q. He is who? 

A. Mr. Deeb expressed his desire to start his 

own company, and was looking for financial backing, he 
came to me, and asked me if I would be interested in a 
partnership in a company, at which time I told him No. 

Then he at the same time approached me 
with his problem for needing financial backing, and 
asked if I could lend him tv/enty-five hundred dollars, 
j which I agreed to do. I gave him a personal check, and 
j he then gave me a promissory note, payable in thirty 
days, for the amount I had loaned him. 

And for this he stated that he would have 
'twenty shares of stock assigned to me, which v^as his way 


i 

I 
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of showing his gratitude. 

Q. Sir, sorry, but to interrupt for a second, 

were the shares to be used as collateral on the loan or 

{ 

were they given to you as a gratuitous gift? 

I A. As more or less a gratuitous gift. 

MR, GOLUB: Could I go off the record -- 
I ' (Comment by counsel off the record.) 

MR. GOLUB: Back on the record -- 

' f ' 

•1 A.' (continued) In any event, he had agreed that 

j he v;ould repay the money in thirty days, - which 
1 unfortunately didn't happen. 

Q. This is the promissory note? 

A. Also the twenty share’s turned out to be ten 

shares, when the time came that they issued the stock 
in the company, which was several months later. I was 
required to sign a form which was sent by two of his 
I partners. 


1 

\ 

I 

i 


I 


1 


Q. Would you Indicate their names? 

r 

A. Mr., Levy and Mr. Behunchick. t 

And it was to be signed by all the 
stockholders in the company. It was, I think, the Small , i 

I 

Business Incorporation Papers that were going to be filed ' 


1 

i 'i 



F. Taddonio 


18 




in Bridgeport, I 

Q. That is Connecticut? 

A. That's right. And I had signed that in ! 

; 

September of '70, and at that time I was told that there 
I were just four stockholders in the company, that was ' 

- Mr. Levy, Mr. Behunchick, Frances Deeb,. the wife of A1 

Deeb, Mr. Deeb, and myself. 

it 

i i 

j Q- Sir, with regard to the promissory note, did 

j there come a time that Mr. Deeb paid you money? 

|| A. Let's go down the pike. I prefer to -- let me 

jj tell it -- I think it will be more clarified that viay. 

Later on, I found out that instead of 

! 

being four stockholders in the ’company, it turned out 
that there were six, and instead of getting .twenty shares 

in the company I got ten. ' j 

I I 

I Q- Would you indicate how you came to learn what | 

I you just testified? i 

|| 

I 

I A. I never saw any corporation papers after that 

j date that I had signed as being one of the stockholders 
I in the company, but later on I found out that they had 

! . ■ i ^ 

sold shares of stock to a Mr. Abdo, and he had ten shares^ 

' i ■ 

and ten shares were sold to a Mr. Andrews, 

I ^ 

i ^ I 
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Q. Sir, would you indicate their first names. 

A. Ahdo, I think it was Charles, And Mr. Andrews 

I think vms Joseph. 

Q. Sir, you testified that you found^out -- would I 

you please indicate for the record the "basis of your j 

! 

knowledge? i 

A.' Yes. At a meeting that was called in 

j Connecticut, when the'y were starting to form the company, 

I / ^ * 1 

1 I 'saw some people there that I didn't know, and I was i 

i ■ . I 

introduced to them. And when I inquired .as to what they 

I 

were doing at this meeting I was told that they were j 

stockholders in the company. I 

Q. Sir, who told you? 

A. Mr, Deeb, and this was in a meeting in their 

offices, in Bridgeport, Connecticut. 

i 

Q. In whose offices? j 

, I 

A. Mr, Deeb's office in Greenwich, Connecticut. 

i 

Q* Sir, do you recall when this meeting was held? 

A. It was at- the same time we had gone up for this 

dinner engagement. It was around Thanksgiving. 

Q. Of what year? 

A. This was in 1970, 
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Q. Sir, do you recall what else Mr, Deeh said to 

you on that occasion? 

A. Really nothing. It was a meeting at which they* 

! i 

j were talking about how they were setting up the company, 

I 

I 

i and like I said, at that time I found out that they 

j • 

acquired other stockholders in the company, and this : 

I 

was primarily a meeting, when you get do\fn to it, between, 

I Mr. Deeb and the two attorneys who apparently were going 

! ' 

I t ’ i 

through the mechanization of setting up the company, and j 

• I 

how it was going to be run, et cetera. 

S 

\ 

! And I would say that the three of us who 

I • I 

j were also stockholders were more or less, I'm trying to ; 

I 

look for a good word, it-' s a good enough word, were more | 

1 

! 

I 


answer to the question, but -- 


or less ignored at the meeting. 

Q. Sir, was there any discussion between yourself i 

and Mr. Deeb concerning the other shareholders at that 
meeting?' 

A. No, I don't think so. I think that I did tell ^ 

A1 I was a little surprised to hear that we had acquired : 

i 

two more stockholders, and I think I had asked him as to i 
why they were brought in, and I don't recall getting an 





t 
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Q. Sir, did there come a time when you attended a.ny 

additional meetings concerning Milbank of Connecticut? 

A. Yes, I attended a second meeting up there, which 

was a general sales meeting, in which I attended with 
some of my people from down in this areai; and there were 
■some of the other salesmen that operated out of Al's j 

Jurisdiction; and this was primarily a meeting for Mr. : 

"v ! 

Deeb who spoke as a salesman and more or less was ^ i 

■ , ’ ! 

instructing them on selling techniques; and in his opinion 

: . 1 

I 

I the best way to put together a presentation for selling ! 

I • , ' . i 

the whisky. i 

Q. Sir, when was the second meeting? j 

.A. I think that was in January of '71. i 

! 

Q. Sir, between the meeting that was approximately' 

in the beginning of 1970 and the meeting of January 1971, j 
did you have any conversations with Mr. Deeb? 

A. I was always having conversations with Mr. 

Deeb, because he is a close personal friend, and he would' 

I 

be down here Just about every other weekend. ! 

Q. When you referred to down here, you v;ere ! 

I 

i 

referring to Wallingford? , 


,1 



A. 


My home, or whenever he had business in 
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Philadelphia he would stop here in the evening and have 


dinner with us and we would Just discuss things in 


general and end up playing some penny ante poker. 


Sir -- I’m sorry, did you finish? 


Go ahead. 


It ' s all right . 


Sir, did you have any discussions with Mr. Deeb 


concerning Milbank of Connecticut or the sales of 


Milbank? 


On Just about every occasion, I had. I would 


try to have discussion with him, but unfortunately 


.discussions didn’t go very far. 


BY MR. ORMSTEN: 


Sir, you said a little earlier that yn went up 


to a meet ing with some of your people. Could you clarify 


what you meant by that expression? 


Yes, Some of the people that I had brought 


into selling, working directly for me -- do you want them 


by name? 


Well, no. In your own. words, would you explain 


the relationship of these people to yourself in connection. 
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with the selling and your relationship to Mr. Deeb and 
Glen-Arden of Connecticut, in relationship to what you 
did? How did it work? Were you a partner, an employee, 
an employer? Just in your own words. 

: A. I was considered to be a Sales Manager for this j 

1. I 

j -area down here, I was not under contract to the j 

i * ! 

' cbmpany. As I said, I was primarily a stockholder in j 
j I 

i the company. I was not an officer in the company, of ! 

: ^ ■ I 

I any kind. | 

j 

j And what I had done was, I told A1 that | 

j ■ ■ ' ! 

1 I wanted to set up my own sales organizatlcn down here, ! 

! ' ■ , i 

train the people and have them work directly for me. j 

.This was agreed to, and 'I operated here out of my home, j 

I 

and what I did was primarily bring these people in and 
train them in the selling of whisky. 

Now, what that primarily means is be able 
to put together factual data in order to build a pre- 
sentation to present' to clients who were interested in 
this type of Investment. 

My philosophies or my techniques for 
selling were totally different from those recommended by 
the home office and Mr. Deeb. 
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Q. Sir, if' you had your own sales force, why was 

it necessary for you to in any way be related to Milbank 
of Connecticut? 

A, Well, primarily becausethey vfere the source of 

supply and I did have stock in the company. I was 
interested in seeing the company make a go of it. 

Q. How were you paid, sir, by commissionor salary? 

A Paid by commission only. 

Q,' And, sir, from whom did you receive your 

commission payments? 

A. Checks, company checks, signed by Mr. Deeb. 

Q. Was there any written agreement evidencing the 

amount of commission you were to receive? 

A. No, not at any time. The agreement was that 

for every gallon of whisky that was sold out of my area 
that I would receive, well, a to.tal of thirty cents per 
gallon would be paid as commission, twenty cents going 
to the salesman and ten cents to myself as an override 
for handling the administrative work and whatever work 
I was doing in cmjunction with the selling cf the whisky. 
Q. Sir, did you deal with any other suppliers of 

the whiskey besides Milbank of Connecticut during this 
time you’re talking about? 
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A. Not at all. 

Q. Were you ever directed by Mr. Deeb or told by 

Mr. Deeb that you could not go to others? 

A. No, I was never Instructed not to, but I had 

no reason to go elsewhere. Like I said, being a stock- 

holder in the company, I was interested in the company 
flourishing. 

Q. Well, sir, was it ever discussed that you 

might go on a different supplier? 

MR. GOLUB; I am going to object to the 

question. 

A. No. 

MR. SHORE; Why don't we take a minute? 

(Recess, 12:10 to 12:20 p. m, ) 

'■% 

MR. ORMSTEN; The brief ' .recess for lunch 
has been concluded, and we will continue with the 
questions. 

BY MR. ORMSTEN: 

Q. Sir, how did you come to engage in the sale of 

scotch whisky? 
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A. Primarily because, after having been in 

engineering for some twenty-six or twenty-seven years, I 
sort of felt that there must be a better way to make a 
living, I was very disenchanted with the work I was 


doing, and I tho 


I would like to get into something 


new, something that would be challenging, something that 
wDuld be interesting, and this scotch whiskey seemed to have 

all the earmarks of that kind of work. ' 

j 

Q.‘ Prom whom did you learn of the scotch whisky 

I 

business, if anybody? | 

i 

A. ’ Through Mr.'Deeb. ' i 

i 

Q. Sir, in connection with the training of sales 

i 

help, who worked for you, did you ever prepare any j 

literature? 

A. Yes, I did . 

Q. Without looking at it physically now, could you 

briefly describe what that was? j 

A. Well, naturally, in order to make an intelligent 

i 

presentation to people, you have to have data available 
for them to examine, and I had hoped to put together 
presentation material that would show primarily what this 
type of investment was all about, or what the past history 


i 

i 

\ 
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of it was, what the projected future would be, along with 

what the pitfalls would be in this type of investment, 1 

1 

and prepare an intelligent presentation that would | 

primarily tell what the complete story was in this type ^ 

of investment. 

Q. Where did you get the information that went 

• i 

into this literature? 

A. At the beginning, all the information that I 

^ ' I 

got was made available to me through Mr. Deeb. 

Q. When you say made available to you, was it i 

made available orally, or did he give you things to read? ! 

* 

I 

A. It was primarily crally . In other wor4,s, I j 

would ask questions and ‘get answers. On occasion he | 

I 

would send me some documentation, such as newsletters 
that were mailed out by other companies in this business. 

! 

He would send me copies of that when he ■ 

had it available to him, and any information that he I 

thought might be helpful. • | 

In turn, what I did was put together some; 

j 

documentation, such as this brochure that Mr. Shore has, j 
which primarily told the story of primarily what scotch | 

whisky investments were. | 

! 

. ^ 

I 

I 

■f} 

» ■ i* 
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I prepared other types of documentation, 
such as what the Milbank program was. 

Q, Sir, do you know of your own knowledge if Mr. 

I Deeb was aware that you prepared this literature? 

I A. Absolutely. 

! Q. How do you know that, sir? 

H ' 

I A.- Because on every occasion when I did prepare 

i the material I would either forward him copies of it or 

i 

when he came dovm here we would go over it, and I would 

t 

get his opinion; and I used to insist in most cases that 
I he get it cleared through his attorneys that this is 

I 

I proper material to be used. 

Q. Did he ever say that he had gotten cleared or 

Indicate anything in that connection? 

A. He indicated on most occasions that it was 

perfectly acceptable to use this, material, although I 
found out later on that in most cases he didn’t even 
bother showing it to the two attorneys who were stock- 
holders in the company, that he himself made the 
decision that it was all right, 

Q. In connection with this discussion about 

literature, could you Indicate the time that we are 
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talking about, at least the year? 

A. Yes. We started putting the data tpgether ^ 

primarily I v^ould say the late part of 1970 into the 
early part of 1971 • 

Q. On what do you base your statement that Mr. 

Deeb did not show the literature to the attorneys? 

A. On one occasion when I had prepared some 

material which was actually two sample financial 
statements showing a typical investment and over a four- 
year period showing the type of returns that were 
derived, based on buy-back . prices that were quoted to 
me by Mr. Deeb; I prepared both these financial 
statements, and I sent copies of them to Mr. Deeb, and 
he said they were perfectly acceptable,- but, in a later 
conversation with him he told me that, when I had 
questioned him as to whether or not these statements 
were approved by the attorneys he said No, he looked 
at them himself, and- he thought they were perfectly 
all right. 

At that point in time, what I did was 
inform my three salesmen not to use that data anymore, 
because I felt it had not been approved, and that I wasn 
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s ure . 

Q. Did Mr. Deet) ever say anything to you other 

than what you Just testified to about the use and 
preparation of literature, anything at all? 

A. Vfell, first of all, Mr. Deeb was a firm 

believer in using as little material as possible in 
making a sale. He felt if he gave a person too much 
; to read, this would negate a sale. j 

;j ' *1 disagreed with him. I felt that a 

I client should be fully informed as to what he was 
■j entering into. 

Q. Did he ever — 

A. I prefer you let me continue. 

Q. Yes, sir. 

A. Because, I will give it to you in chronological 

j order. 

Q. Fine, sir. j 

A. Finally, there had been so much disagreement 

between the two of us as to what could be used and what 
could not be used, and since my policy was not to use any 
material that was not approved by the company I had asked ; 
Mr. Deeb to set up a meeting at which v/e would have all 
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the sales representatives available, and he called a 
meeting v;hich was held out at the Dowriingtown Inn, 
and that was in the latter part of ' 71 , In which all 
the representatives from the northern area as well as my 
three fellows and myself and our families were Invited 
for a weekend out at Downingtown; and for that meeting I 
had prepared two very large charts, of which I had put on ^ 
j these charts every bit of material that was available I 

I '• i 

; to us, including this brochure. | 

I MR. GOLUB: Could I ask at this time j 

I ! 

i that we at least have that marked as an exhibit so we i 

can have it in some kind of- order. . i 

I 

MR. ORMSTEN: Yes, sir, you can ask, and 

we would be glad to do so. ! 

i 

I 

MR. GOLUB; Okay, thank you. ! 

MR. ORMSTEN; Mr. Taddonio, at this ! 

point we interrupt you so that Mr, Shore can ask you to 

t 

look at the literature we have been discussing and 

identify it, if you can. 

MR. SHORE: Okay, I have here three 
documents I am going to ask be respectively marked 
Plaintiff's Exhibit 1 for identification, which is a 
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yellow-covered booklefi containing seven pages, 
stating Scotch Whisky, An Intriguing New Way To Invest, 

I and the top of the pamphlet is labeled Milbank Trading 
j Corp. Connecticut, Inc. 

i I ask that that be marked Plaintiff's 

I 

I 

I Exhibit 1 for identification. 

I , (Document was so marked Plaintiff's 

i Exhibit No. 1 for identification.) 

'MR. SHORE: A ten-page booklet which has 

1 

a blue cover, but no writing on the cover, and on the 

I first page of the booklet states: Scotch Whisky, An 

1 

Intriguing New Way To Invest, to be labeled for identi- 
fication as Plaintiff's 2. 

(Document was so marked Plaintiff's 
Exhibit No. 2 for identification.) 

! MR. SHORE: And I ask that a two-page 

document labeled Milbank Program be marked as Plaintiff's 
Exhibit 3 for identification. 

(Document was so marked Plaintiff's 
Exhibit No. 3 for identification.) 

MR, GOLUB: Could we stipulate on the 
2 *ecord that we will get copies of those exhibits? 


V 


■ • - • -XTT 

i 

■ ■ ' ‘ ' M 

i 

F. Taddonlo 33 


MR. ORMSTEN: Certainly. Pursuant to 
the request of counsel, it is stipulated that copies of j 
the three exhibits Just marked for identification will • 
be furnished to counsel shortly. 

Although I believe all exhibits have 
been made part of court papers, in the event that they 
have not we will adhere to the stipulation. 1 

• j 

(Marked documents were handed to the j 

. ' ' I 

. ! 

witness . ) j 

BY MR. SHORE: . | 

Q. Sir, -- i 

A. Shall I pick up where I left off? | 

I 

Q. Sir, I believe you we’re testifying and referred^ 

* J 

to a booklet before. Would you indicate for the record i 
which booklet or booklets you were referring to? | 

A. I don't quite understand the question. j 

BY MR. ORMSTEN: , i 

Q. Are any of the three plaintiff's exhibits 

; 

marked for identification respectively 1, 2, and 3j \ 

instances of literature which you were discussing Just a 

( 

few moments ago? 

i '■ 

i 

i 

I 

: I 


A. 


Yes . 
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Q. And, sir, would you look at the booklet 

marked as Plaintiff’s Exhibit No, 1 for identification, 
and after you have done so can you tell us, sir, if you 
have ever seen it before? 

A. P-1 and P-3 were part of the presentation 

I prepared for approval at this meeting held at 
Downingtown as part of the over-all presentation I 
was preparing. 


exhibits? 


Did you in fact, sir, prepare both of those 


Yes, these were both prepared by me and 


submitted by me, and submitted for approval in the 
following way. Can I just take ' it in my own words from 
here on? 

Q. Yes, sir. 

A. In this meeting out at Downingtown, my prime 

objective of attending this meeting was to try and get 
the company to come up with one single form of presenta- 
tion to be used by all the salesmen working for the 
company, These large charts that I prepared had copies 
of both of these exhibits and many other exhibits which 
are not available here, which I don't have copies of 
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In any event, the material was presented 
in this meeting for approval, and some deletions were 
made to some of the documents we were going' to use, 
and the biggest point of contention in the meeting was 
whether or not this brochure -- 
BY MR. SHORE: 

Q- Would you Indicate, which one? 

Exhibit 1. — should be used. And Mr. Deeb 

was of the opinion that it was too lengthy, and that his 
past experience told him that giving people too much 
material to read would negate a sale; therefore, he at 
first objected. 

Many of us in the meeting were in dis- 
agreement with him. We felt that the more material we 
had available which factually told the story of what 
they were becoming involved in was the best route to go. 

The argument boiled down to primarily 
what color should the brochure be. Mr. Deeb said that he 
felt that this brochure in gold color was too gaudy, and 
that he felt it should be a more subdued color, such as a 
light blue. 
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And the argument was resolved by Mrs. 
Deeb who said the best thing to do is get a thousand 
copies printed, have half of them blue and half of 
them yellow, and I should use the ones that 'are gold 
Mr. Deeb would use the ones that were blue. 

In regard to this, Mr. Deeb was so 
insistent that this would not do anything to promote 
that he made a personal wager, and we’re talking now 


and 


sales 

1 

in i 


front of some thirty people around a conference table, j 
in which he stated that he would take five hundred 
copies and mail them out to prospective customers off 
the professional mailing list, and he assured me from his | 
experience that we would get an' extremely poor return -••• 
he made an offer that he would buy me a two hundred and 
fifty dollar custom-made suit if it produced more than 
a half dozen responses. 

The printing of all the material that vms 
approved and used was all paid for by Milbank. I had it 
printed up in a local printing shop here and submitted 
the bills to Connecticut, and in turn they paid me for 
the printing of all this material. 


h. 


As far as the five hundred copies that 
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were sent to Mr. Deeb, he said that he had mailed them j 

t 

out to Prospective Client s, and he was very happy to tell* 

me that he had only gotten four responses, and when we 

contacted the four people who supposedly had 

1 received the brochure we were told that they had never 
i ! 

1 received any brochures in the mail. j 

’ I 

t j 

/ f 

! So I am not at all sure that they were 

I ever really mailed. ^ . i 

' ' ^ ! 

ij As far as the copies, the gold copies, ' 

*1 , ' • ! 

copies of these were given to my three salesmen -- | 

Q* When you say gold, you are referring to | 

I ■ ' 

Plaintiff's Exhibit 1? 

Exhibit 1 — in other words, there were tv;o 
versions of this same material, except different color. 

Wy representatives who were working for me were given 
copies of this, and upon request from a prospective I 

client a copy was left with them. | 

In my own opinion, it is a good brochure. 

It is a very enlightening brochure, and the kind of | 

1 

Information that should be submitted to anybody who is 

I 

interested in this type of Investment, to give them ! 

an idea as to what the history is as to this type of ; 


1 1 
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investment . 

It should be also noted, as you go 
; through this, there are no recommendations of any kind 
ij made in this brochure. There are no financial statements. 

i 

I The reason I bring that out is, I have ’ • 

' ’ i 

;| seen so many financial statements that come from differ- ; 

j ent magazines that, in my opinion, are sheer hogwash, ! 

I ! « ' 

'i ■ I 

ii and the use of these financial statements, such as the j 

J . I 

i one that you will find in that Medical Economics, and 

I there is another issue of something -- anyhow, they are 

i 

financial statements that date back to 1967 , which sho^f 
{ an extremely good picture of the scotch whisky 

I 

investment, which was not apropos to the current times, 
because, at the time that we were generating this 
material to be used, the grain market was in a very 

j depressed condition. It still is. 

i 

! I felt that that kind of information did 

j 

j not reflect the true story, what the market was at that 
I time. 

BY MR. ORMSTEN; 

Q. Sir, you indicated that you had prepared 

Plaintiff’s Exhibits 1 and 3# the gold booklet and the ^ 
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white I believe it’s a two-sheet prograra. 

A. Milbank Program. 

Q- Sir, you also indicated that you submitted 

them for approval at the meeting and discussed them at 
the meeting at the Downingtown Inn? 

Sir, were there any changes made from 
your original preparation to the time that they were 
printed up? 

i ' 

A.' There was one particular piece of documenta- 

tion we used, which was a reprint from a Warden Walker 
Newsletter, which gave current U. S. dollar quotations, 
and we felt that this information was not factual, and, 
therefore, should be del'eted from that documentation, 
the reason being that I understood that Warden Walker 
who has been doing business in this country by mail has 
been quoting U. S. dollar quotations on whisky sales, 
and that the United States Government objected to this, 
and they later changed to current Warden Walker quota- 
tions rather than U. S. dollar quotations. 

In any event, that change was made in 
the documentation, and the rest of the documentation wa 
used intact. 

.Q« Slr_,.. would that include Exhibits 1 and 3? 


1 


P. Taddonio 40 


A. It included Exhibits 1 and 3 . Let me also 

point out that this material vms not, to the best of 
my knowledge being used by Mr. Deeb's people. 

I BY MR. ORMSTEN; 

I Q- Sir, as to Exhibit 3> would you refer specific- j 

ally to that now? You sa^ that you prepared that, is i 

t ' I 

that right, sir? i 

i ! 

A. That's correct. 1 

Q*' Did you submit that for approval at the meeting? 

! 

, A. Yes, I did. j 

Q- Sir, could you elucidate on what you mean by 

'] '' 

ij the statement, submitted for approval? j 

A. In other words', I felt that since I was not an | 

j employee of the company, I was not under contract to the 

company, I felt that any of the material being used by 

the sales people should be generated and controlled by j 

li the company itself. | 

j Now, this, incidentally, was a firm I 

‘ * 

i policy I had at The Scotch Exchange. First of all, our ! 

I ^ j 

I salesmen at The Scotch Exchange are all under contract , 

j j 

to the com'pah^y and they are required to sign a contract, j 

which also states that we will control all the material | 
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that they use in the field, and any violation of this 
is cause for immediate dismissal. 

In other words, you have to have one 
central control area for controlling whatever data is 


used . 


Well, sir, you indicated a moment ago that 


either you aren’t certain or you were unable to state 

i 

whether this literature, certainly Exhibits 1 and 3 , were ' 

i 

, ^ i 

ever used by Mr. Deeb or his people, is that correct? j 

A, Yes, I have no way of knowing if he used it. ! 

I 

As I said, I was independent of the people that were I 

j 

working for him. j 

I 

Q. And did Mr. Deeb, did you ever have a conversa-^ 

tion with Mr. Deeb in which he indicated either approval ! 
or disapproval of the literature as far as his people 


were concerned? 


MR, GOLUB: I object to the question. 


I object to the form-, and I think that it has already been 
asked and answered. 1 

BY MR. ORMSTEN: 

I 

Q. Well, in addition to what you have already ' 

stated, did he say anything one way or the other? | 
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W: 


A. Let me put it this way; -- 

Q. Specifically relating to his people? 

A. -- I never forwarded copies of this information 

to any of his people. In other words, copies of this 
material did go to Mr. Deeb. As to whether or not he 

j 

I 

!| dispersed this to the oth$r people I have no way of 

il 

Ij knowing, 

’ Q. ^ Sir, you indicated that, in respect of the gold 

, it ' 

brochure. Plaintiff’^ Exhibit 1, that the printing was 
ji paid for by Milbank?. 

: A. Yes. 

j Q. Sir, were there any costs incurred in 

I .connection with Plaintiff's Exhibit 3, the program, 

i 

j Milbank Program? 

A. Anything that I had printed, I submitted the 

bill to Milbank, and they paid it. In other words, they 
j reimbursed me.. In other words, I didn’t print anything 
unless I first had permission to print it, because I 
wasn’t on any expense arrangement with the company, and 
I didn't Intend to go into large printing expenses vjith- 
out being reimbursed for it. 

Q. Sir, was there any discussion at the meeting at 



the Downingtown Inn concerning Plaintiff’s 3^ the Milbank 

■ ■'Si 

Program? 


A. No, but I will give you a little background 

I 

I 

on that. This here is the second edition. The first 
edition of this when it was first written, there’s an 
'item here that says, as p 9 ,rt of the program transfer | 

certificates issued by distillery concerningi*egistrat ion 

! 

and transfer — this here was the first edition, and this ^ 

' 

was changed to read, transfer warrant issued by distillery 

I 

concerning registration and transfer; the reason why Mr. j 
Deeb did not want the word certificate used in it -- 

No, I’m sorry, this is the second -- the ! 

I 

.first one said a transfer receipt, and he did not want ! 

i 

to use the word receipt, because of the fact that they | 
were constantly talking about scotch whisky receipts, and | 

/you I 

that/were in violation of S. E. 'C, et cetera if you were | 
selling receipts. ! 

. • i 

And actually the terminology, transfer : 

t 

receipt, was objectionable on his part and it was • 

changed to transfer certificate. I 

I 

A copy of this, when it did read transfer 

! 

receipt, had been forwarded, as I understand it, now, I 


! 

I 
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this is hearsay, was forwarded by some client to the 
Attorney General’s Offic0.n Connecticut, and there was 
something, some ado, made about it, and they were 
called in and, as I understand -- I don't know whether 
it was a court case or what, I was usually left in the 

I 

I dark on all these things -- it was ruled that there was 

i 

I no'thing objectionable to it. 

! 

; BY MR. SHORE; 

» 

I Q. Sir, what was the basis of your hearsay? 

I 

MR. GOLUB: At this time? 

A. Mr. Deeb told me about it, because he raised 

hell with me. 

MR, GOLUB; Excuse me. I'm going to 
object to the question, on the record. I have already 
reserved my objections, but I will still state once more, 
a lot of these questions call for the operation of a 
person's mind who is not present. 

We are not getting conversations that 
did or didn't take place; So I am going to put that 
objection on the record, as to those opinions expressed 
by Mr. Taddonio as to what other people may or may not 
have thought. But I v/ill reserve my objections to the 
time of. hearing, -I, won't go into any of. those, 


i 

1 
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BY MR. ORMSTEN; 


Q, Mr. Taddonio, referring now specifically to 

Plaintiff's Exhibit 3, which is the two-page document, 

i ■ 1 

I 

other than the matter you just discussed as to the use 
of the word, receipt, was there any other comments or I 

I ! 

! discussion concerning any other aspect of* or information * 
contained in this two-sheet Milbank Program? 

I 

' A. No. This seemed to be the only thing that 

i 

\ f' I 

seemed to be objectionable, using the word, receipt, which 

5 

j was changed to certificate. 

Q. Sir, do you knov;, of your own knowledge, if 

Mr. Deeb saw Plaintiff's Exhibit 3 at the meeting? 

A. I am certain that he did. 

Q. Do you know that, sir, in what way? 

A. Like I said in this meeting at Downlngtown, every 

bit of documentation that was being used was all passed | 
on. These large plaques, these plaques were erected right 
in the conference room, and which we went over each one 

. I 

of these, and got his approval to use them. ! 

1 

The approval was on the basis you can 

i 

use it if you want to. i 

ii. Sir, did Mr. Deeb ever meet any of those ; 
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Individuals that you have characterized as your people? 

A, Oh, yes, on very numerous occasions. 

Q. For example, sir? 

A. At all the sales meetings we have had, and 

on occasion when Mr. Deeb was here, one or two of them 

I 

! might drop in, and we would sit and have a little 

i 

discussion. 

! 

I 

i Q. Sir, you described this meeting at the 

i 

, jt * 

I Downingtown Inn, where this literature was discussed, as 

j a sales meeting, is that right?- 

I A. That’s right. 

t 

Q. Were your people present at that meeting? 

A. Yes, they were, 

Q. Sir, did Mr. Deeb address that meeting or 

make any remarks at all to the group? 

A. Such as what? I don’t quite follow you now. 

Q. Were any talks or lectures or speeches given 

by anyone present to the assembled salesmen? 

A. He primarily objected to using any kind of 

material, because he felt that a good salesman didn’t 
need reams and reams of paper v/ork to make a sale, and 
he felt that using all this documentation would be 

I !l 
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detrimental to selling. My people and some of the other 
people there disagreed. That's why he said, all right, 
if you want to use the material, use it„ 

•Q* My question now is directed to other than the 

question concerning the literature. Did anyone either, 
yourself or Mr. Deeb, say anything to the salesmen 
concerning the business or sales techniques or about 
anything, if you recall, sir? 

i ' 

A- No. He Just generally discussed the status 

of the company and how it was growing, and how sales were 
increasing, and generally a real good picture of how the 
company was growing. 

MR, TADDONIO: May I ask a question off 

the record? 

MR. ORMSTEN: Yes. 

(Discussion off the record.) 

MR, ORMSTEN: We're on the record -- 

MR, SHORE: In the off the record discus- 
sion Mr. Taddonio raised 'the question as to whether or 
not Mr. Deeb has denied ever receiving this material and 
to the best, of my knowledge I believe the answer is that 
he has denied it was prepared with his approval, but I do 
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not recall if he denies ever having seen it. 

BY MR. ORMSTEN; 

Q. Sir, if Mr. Deeb stated that it was not 

prepared with his approval, would that be "a correct 
statement? 

I-IR , GOLUB; I object to the question. 

' MRo TADDONIO: Where does that leave me 

now? 

i * 

MR, ORMSTEN: You can answer it. The 
objection is by our agreement reserved to the time of 

'i trial. 

it 

MR. TADDONIO: Can I answer that 
question with a question? 

A. If he did not approve it, why did the company 

pay for ifj 
BY MR, ORMSTEN: 

Q. Sir, I believe that Mr. Sh'bre has certain 

other questions 
BY MR, SHORE; 

i 

j Q. Sir, in addition to Exhibits 1 and 3> you also 

have what has been marked as Plaintiff’s Exhibit 2 
i‘or identification. Have you ever seen this document 


f ■ -h 
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before? 


Yes, this is a rough draft, this is a draft ^ 
copy of the final brochure. 

Q- Which is the final brochure -- is that 

Exhibit 1? 

Exhibit 1 is the final brochure. This was a 
draft copy which was submitted to Mr. Deeb, and he sent 
it back to me with a statement that it is entirely too 
long, and no one’s going to take the time to read it. 

So at that point I sat down with some of 
my people, and we condensed it to the seven-page document 
to the eleven pages we had here. 

Did Mr. Deeb make any other comments to 

Exhibit 2? 


Exhibit 2 is which one? This one? 

The one in your hand. 

Yes, his comment was it's totally worthless. 
Did he make any specific changes in the 

contents of that exhibit? 

A. No, 

Sir, to your knowledge, was Exhibit 2 ever 
distributed to the public? 

A. To the -- 






( 
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MR, GOLUB: Excuse me. For the record 
again, what is Exhibit 2, which one is' that? 

MR. SHORE: Exhibit 2 is the exhibit 

I 

j in Mr. Taddonio 's hand now. 

I MR. GOLUB; Is that the condensed 

i| version? 

I 

' MR, TADDONIO; This is the draft version. 

I 

' MR. GOLUB: That's the draft version. 

Exhibit 2 is the draft version? Okay. 

; A. I would have no way of knowing if this was 

! 

! ever used. I know the copies were given to softie of 

I 

j the people to read and make comments as to what they 
j thought could improve it. 

BY MR. SHORE: 

Q. Sir, to your knowledge, how many copies were 

^ printed up? 

i A. It was probably Just a handful, because this 

! 

wasn't intended to be used for the purpose of sales. 

It was primarily to try and put together a brochure 
that would be effective. 

Q. $ir, to your knowledge, how many copies were 

sent or furnished Mr. Deeb? 

A. _ Of that exhibit? 

' ' 

.. ■ 
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Q. 

That's Exhibit 1, you are referring to. I am 




talking 

with regard to Exhibit 2. 

• 



A. 

As far as this goes, probably Just two or three. 



1 

! 

Q. 

Sir, you have testified concerning a sales 



i 

meeting 

at the Downingtown Inn. I believe you testified 



- 

it was 

in January, is that correct? 




A.' 

I think that particular meeting was in 




January 

of ' 71 . 




. 

Q. 

# * 

Did you attend any other sales meetings? 



1 

A. 

Yes. They had several meetings at Downingtown. i 

1 


i 

! 

I attended three or four of them. i 

1 


\ 


Would you indicate when each meeting occurred 



1 

i 

and where? 



1 

A. 

I think the first one we had which was Just a 




small meeting, in which he wanted to get to meet the 




people 

that I was training, that was in -- I couldn't 




swear to these dates, I can Just give you approximate 



i 

• 

times - 

** 




Q. 

To the best of’ your recollection. 

• 



A. 

I think that the first one was around 


, 


October 

of .' 70 » in which he invited all of us to dinner 


— 

— 

a't the 

Downingtown Inn. It was a week night. We had 



• 


« 

1 

i 

TO 

r| 

j i 

.... 





i:. 


% 
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dinner and drinks, and just general 

had another one which I believe was 

discussion. And we 

during the summer of 



I 'll, which was more of a recreation weekend, combined 

J 

I 

I business and recreation. 

' ■ And there was a meeting, I believe that 

I 

was in January of 'll, and. the last meeting I had attended 

i 

i was in April of '72. I 

I ■ ■ i 

! I remember that, because we had one hell ; 

■i 

* 

of a bad snowstorm here, and I had to drive that thirty 
i| miles in snow two feet deep. 

‘I 

Q. Sir, would you indicate vhio attended these 

1 

; meetings? 

A. It was predominantly Mr. Deeb, and Mr. Levy 

and Mr. Bohenchick never attended any of these 
I meetings. They were attended by Mr. Deeb, Mr. Lynn 
David, and Mr. Andrews. 

I These were stockholders. And I would say' 

i 1 

about seventy-five percent of all the sales repre- 
sentatives and their wives. 

Q* Sir, do you recall if a Mr. David Loeb 

attended any of these meetings? 

A. Yes, he attended all of the meetings. 


u 


I 
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Q. Do you recall if a Mr. Charles Loffman attended 

any of these meetings? 

A. He attended all of the meetings'* 

BY MR. ORMSTEN: 


I 

Q. Sir, would you please identify those last two 

1 

j gentlemen and spell out their names? 

A.' David Loeb, L-o-e-b, and Charles Loffman. How 

does he spell his last name? 

MR. GOLUB: L-o-f -f -m-a-n. 


BY MR. ORMSTEN: 

1 

j Q. Who are they, sir? 

A. They are salesmen working for Mr. Deeb. 

BY MR. SHORE: 

Q. . Sir, who paid for the cost of rooms and food at 

the meetings at Downingtown Inn? 

A. Milbank Trading Company Connecticut. 


BY MR. ORMSTEN: . ; 

'I 

Q. How do you know? ‘ 

A. Because I objected very violently to having ; 

4 

these damn’ meetings, because they are extremely expensive 
and as a shareholder in the company that money was taken 
out of profits and I didn't feel that we should be enter™ 
taining groups of that size for two or three days at a time 
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-- I had gone into this business as a means of earning 
money j not throwing it away on gala weekend parties. 

Q. Sir, did you have any discussions with Mr. Deeb 

I 

! concerning what you have just testified to?' 

I A. In a sense, yes. I told him that I didn’t 

» *• 
f 

I particularly like the idea of having so many people 

I 

invited. It's one thing to have a sales meeting and in- 

■ t 

' vite the salesmen, but to pick up a retinue of people 

* ' 

I like we would have attending, one in particular where my 

' i 

, wife and I were invited out for the weekend and told no 

i i 

' children were to be present at this meeting, and we had . 

■' I 

i| 

I quite a hard time trying to find a baby sitter for a 

weekend to take care of all our kids, when we found when . 

i ! 

we got out the're all his people brought their kids and 
this led to some disagreement between Mr, Deeb and I and 
i my wife at dinnertime, in which we told Mr. Deeb we were 

! 

unhappy with his tactics, and there’s been very strained j 

I 

relations ever since that day, at least between my wife ! 

and Mr. Deeb. She -won’t even talk to him. We felt 

! 

grossly insulted that he allowed people to come down from! 
New York and Connecticut, bringing their families, and we | 

I 

Who live nearby we weren’t permitted to bring ours. | 


1 
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Q« Sir, what did Mr. Deeh say to you, if anything, 

concerning Milbank of Connecticut paying for these 
weekends? 

A. He just felt that it was a normal expense that 

had to be incurred in having these sales meetings, 
because we were spread out over such a large territorial 
ai'ea. He felt that was a good place for having the 
meetings. 

Q* Sir, when you say he felt, how do you know 

that he felt -- 

MiR. GOLUB: I object to the form of the 

question. 

A* I can't say very well what's in a man’s mind. 

MR, ORMSTEN ; Would you strike the 


question, 

BY MR. SHORE: 

Q* Did Mr. Deeb state to you what you have just 


so testified? 

MR,' GOLUB: I object to the form, of the 
question, but go ahead and answer the question. We’ll 
be here all day. If I just object to the question, go 
ahead and ansv^er. I can't tell you to answer the question. 


pfr 
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MR. ORMSTEN: Withdraw the question. 

Question withdrawn. c. 

MR. SHORE: Question withdrawn. 

BY MR. SHORE: 

Q. Sir, did Mr. Deeb make any statements to you 

concerning his views? 

A., Views on what? 

t 

MR. GOLUB: I am going to object again 

to the form of ■the question. 

MRo TADDONIO: 'It's very vague, 

BY MR. SHORE: 

I 

Q. Did you ever speak with Mr. Deeb concerning i 

the sales meetings? 

A. In what regard? In any regard, did I ever 

speak to him? 

Q. ,Yes. 

A. Yes, I told him we should have periodic meet- ; 

ings with the sales people, and that we should in these 

meetings be in a position to instruct them and to help j 

! 

I 

them in their sales effort. j 

i 

BY MR, ORMSTEN: 

Q. Any respcnse to that? Did he say anything to you 


I 
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specifically in response to your suggestion? 

A. Yes, he told me it was a good idea, pretty 

much followed that by having meetings. 

Q. Sir, did you ever at any time express to Mr. 

Deeb any disapproval to having the meetings, or the fact 
that the meetings v^ere held? 

' MR. GOLUB; That question is objected 

to. I am reserving my objections. Go ahead. I'm sorry. 

MR. TADDONIO: Do you want to restate 


that? • . 

¥• 

BY MR. ORMSTENj “I 

Q. Sir, did you at any time ever express any dis- 

approval of the meetings, of the fact of the meetings 
being held? 

A. No, I approved of having the meetings, but I 

disapproved of the number of people who were being asked 
to attend these meetings. I felt they should have 
been strict business meetings. 

Q. Did you actually say something along those 

lines to Mr. Deeb? 

A. Yes. 

Q. Did he respond to that' statement? 
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He responded in a sense when the next meeting 


came along it was the same group of people there. Many 


of the people weren’t even affiliated with the company. 


Did he say anything in response to, I think you 


said he didn't respond specifically 


MR. GOLUB: I object to what he said. 


The record speaks for itself. 


MR, ORMSTEN:, Let me ask the question 


again. 


BY MR. ORMSTEN: 


Did he, sir, say anything in response to your 


saying there were too many people at the meetings? 


No. He Just felt that he was in a position as 


President of the company to invite anybody he felt like. 


which is his prerogative. 


Sir, referring back to Plaintiff's Exhibit 3 


for identification, I note that on page 2 thereof, I'm 


sorry, page 1, there is a statement that Milbank will 


assist in the sale or exchange sir, does that mean 


the sale or exchange of scotch whisky? 


That's right 


And can you explain, sir. Just what assistance 
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would have been rendered, what assist in the sale or 
exchange means? 

A. That statement means -- and incidentally, it 

was taken directly out of the Milbank brochure that they 
had prior to what I was trying to put together -- if a 
person had purchased whiskey through the company and 
felt through some extraordinary need was in need of cash 


and wanted to sell, the company would either put them in 

f * 

touch with a broker or try and find another buyer for 
their whisky, and this service would be rendered at no 
charge, no fee of any kind. 

In other words, they were trying to 
assist them in the resale of their whisky to a buyer, 
which is current procedure with all companies in this 
business . 


Q. Sir, did you or did any of the salesmen 

working for you ever make a sale to any customer at 
any time of scotch whisky? 

A. What do you mean, did any of my salesmen ever 

sell any whisky? 

Q. Yes. 

A. Of course, they did. 

Q. Sir, at the. time did the people to whom., the 



whisky was sold make payment for it? I 

A. Yes, absolutely. i 

1 

Q. To whom were the checks made payable? 

A. Directly to Milbank Company in Cohnecticut. 

Q. Do you know, sir, how the checks were 

transmitted? , 

A. Well, in the case of my people, .they would 

* i 

bring the order in to me, and I in turn would send it j 

certified mail up to Connecticut. | 

1 

Q. Sir, in connection with any of. the sales which j 

your people made, did you ever provide assistance on the j 
sale or exchange of the whisky? 

A. No, we never had a need to. In other words, vie 

^ I 

never got a request for it. 

Q. Sir, do you know of your own knowledge if 

any customers of Milbank of Connecticut ever made that 
request of any of the sales forces? 

A, I questioned Mr. Deeb about that, oh, it must 

have been about the early part of this year, and he told 
me he had gotten quite a few requests, but they were 
people who bought whisky from Milbank of New York, and I | 
asked him, well, just what are you going to do. He said ; 



F. Taddonio 

i 

61 

( 




What I’m doing Is refer them to Milbank of New York, they 
are clients .of Milbank of New York, not clients of 
Milbank Connecticut. 

I think that’s one of the reasons that he 
agreed with me that the name of the company should never 
have been Milbank in the first place. 

BY MR. SHORE: 

Q. Sir, would you please clarify the statement 

^ t ' 

you Just made? 

MR. GOLUB; I object to the form of the 

question. 

BY MR. SHORE: 

Q. Sir, to your knowledge, how did the firm in 

Connecticut come to be called Milbank Trading Co. of 
Connecticut, Inc.? 

A. This you might say Is hearsay also, but, as I 

understand it 

Q. Well, sir, hearsay from whom? 

A. It was told to me by Mr. Deeb when 'I had 

questioned him as to why we were going to use the same 
name as Milbank of New York. 
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BY MR. ORMSTEN:' 

Q. Mr. Taddonio, may I interrupt you to say -- 

MR. GOLUB: Can we let him finish his 

answer, then ask another questto? 

MR. ORMSTEN: I make the interruption 
.at this time to suggest that it not be hearsay, but if 
they were actual statements that you actually heard you c 
testify to that, but not as to speculation. 

'mR. GOLUB: Then I will put on the 
record that we are not going to have any of this 
testimony, because it is all what he hears -- then you 
want to discontinue all question what he heard from 
other people? 

MR. ORMSTEN: Not as to Mr. Deeb, who is 
the defendant, and as to whom the statement would be 
admissible. That ‘ s different. .That's why I am making 
that qualification. 

MR. GOLUB: Everybody- is looking at me 
I am not counsel for Mr. Taddonio. 

BY MR. ORMSTEN: 

Q. Mr. Taddonio, would you please continue -~ 

can you indicate what actually was said, not your 
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interpretation of what vras said? | 

A. At the beginning^ when I asked him as to why 1 

I 

we were going to use the name Milbank of Connecticut, the 

' I 

I explanation I was given -- i 

i BY MR, SHORE; | 

! Q. Please indicate with whom the conversation vms. j 

t 

i A. This conversation was with Mr. Deeb of Milbank 

; ' ‘ * 
of Connecticut, that he had made an agreement with Milbank 

i of New York that they would remain a supplier. 1 

I 

. I 

Q.' Who is that? j 

A. Milbank of New York, to supply Milbank of i 

I ' • i 

■! Connecticut with their whisky at a pre-agreed-to price, ! 

. i 

‘ ' I 

and that they would service Milbank of Connecticut by 

supplying them with the whiskey at a certain price, and j 

• I 

also handle all of the processing of theipt'^pe^ work. 

Q. Of whose paper work? 

A. Of Milbank Connect icut.» s paper work, and that 

they had an agreement, I don't know whether it was in | 

writing or not -- I have no way of knowing -- but that j 
v;e would use the name -- when I say vre, I am talking as 
a stockholder in the company — that we would use the 
name Milbank Trading Company of Connecticut, and I don't 
know what the insistence was that we use that particular 


’V 
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name, but apparently this was part of the agreement 

between Mr. Deeb and the people of Milbank of New York. 

I objected to using that name, because ' 

: i 

, i 

I I felt that we should not be using the name of another 1 

1 company and that if we are starting up a new company that | 

I ■' I 

I the company should stand on its own merit, and, obviously, 

i * '' 

i I' didn't win my argument. | 

Q. Sir, under this agreement, did Mr. Deeb say | 

I if I 

j what Milbank of Connecticut's obligations would be? i 

I ■ I 

A. Obligations to who? Milbank of New York? i 

r 

Q. Yes. j 

A. To buy from them at a pre-determined price, 

i ! 

j and should there be a violation of this price by Milbank ; 
of New York then Milbank of Connecticut would be free 
to seek other suppliers. 

Q. Sir, under this agreement, did Mr. Deeb state 

to you vfhat Milbank of New York's obligations would be? 

ji . ■ I 

A. Milbank of New York's obligations would be 

j / and 

j to supply them with the whisky on demand, /that they 

li I 

|j' would handle the processing of all their paper work. I 

il 

Ij Q. Sir, what type of sales would Milbank of 

! Connecticut make? 



i ^ 

L.Z. 
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A. Retail Sales. j 

Q. And Milbank of New York? 

A. They would be primarily like a distributor, 

i 

In other viords, they would go out of the retail selling i 

i 

end of this business and just act as a suppllerj, i 

I 

j probably not only to Milbank, probably to other companies, 

I' don't know who, but, to be distributing you have to 

distribute to more than one company. : 

! 

BY MR. ORMSTEN; ! 

i . ! 

t 

j Q. Sir, did there come a time when your business 

I • • I 

I relationship with Mr. Deeb terminated? j 

I ; 

; A. Yes. That time came in what was it. May of '72, 

i 

I 

Q. Sir, would yod please state the facts and 

circumstances concerning that termination? 

A. Okay. Can I do this without being interrupted? i 

Q. Yes, sir, 

A. During the time that I was affiliated with 

Milbank of Connecticut, I felt that there were a lot j 

I 

of changes that were necessary to be made in the company ! 

i 

I 

to make it a more effective company, and to improve our ’ 

i 

performance, starting with the fact that I felt that my ' 

i 

ov;n opinion that the whisky we were selling vms overpriced. 

♦ 

I 

I 


1 
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I felt that we should have a reduction 
in the pricing of our whiskey, and, speaking to Mr. 

' Deeh about this -he tried to explain to me how his costs i 

t 

i I 

I were so high that he had to maintain the level of pricing 

j he was using. 

j I disagreed with this, because I felt ; 

i ■ • I 

I that high price was mandatory on the basis of the , 

'( price we were buying it for, and I felt that we could ! 

I 

; '■ I 

find a supplier who would supply the whiskey at a much , 

‘ I 

I better price, so v/e could reduce our price and be more 

I 

1| competitive. 

I 

He thought about this. He considered 
I this. But he never acted on it, to the best of my 

knowledge. And this has been a sore point that we had 
between us for a long time. And finally I took it upon 
I myself to start looking for another supplier, and had 

1 contact with The Scotch Exchange in King of Prussia, and 

'! i 

worked out an arrangement with them by which they would 

be able to supply us grain whisky at a price far below I 

I 

i what we were paying for it, which would then allow us ! 

: I 

! to drop our selling price to a point where we would be | 
dompetitive, and give our clients a better opportunity ! 
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to make a profit on their investment. | 

I obtained from The Scotch Exchange, |. 

/a letter ! 

from the President of The Scotch Exchange, /outlining 

the terms of this agreement. I took this letter and I • 

i 

forwarded it to Connecticut to Mr. Deeb, and told him I j 
would like immediat^^ct ion taken on it one way or another. 

' A couple of weeks went by, and there was 

no action taken on it; when I insisted on action I was 
finally told by Mr. Deeb that, dammit, you're nothing but 

f 

a salesman, you're nothing but -an engineer, you let me 

t 

run the business or get the hell out. * 

! 

I said. Pine, you made the decision for 

j 

me, and I sat down that day and I vrrote out my | 

resignation, I told him I could no longer be associated i 

I 

1 

with the company, that I felt that I Just in all good , 

i 

conscience could not contlnufea ■ working with them. ! 

} 

Incidentally, a copy of my letter of 
resignation was taken by Mr. Ryan from the Washington 

t 

Office. He has it. In which I resigned any affiliation : 
I had with the company. 

I 

As far as the stock that I held In the , 

I 

' } 

dompany, Mr. Deeb, pushing me a few days later, he called 

and wanted to know what I planned on doing with my ' 
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i 


I 








k 

h 


I 


stock. I told him, as far as I was concerned, he could 
have it hack if he merely f)aid me hack the twenty-five 

I 

■ hundred dollars that he had borrowed from me and never 

: paid me. It was agreed that he would pay me the twenty- 

i 

i 

I five hundred dollars and I would turn over the stock to 
him, and give him hack his promissory not which he did, 
i i'o I returned the stock hack over to Mr. Deeh, received 

t 

the money that he borrowed from me, and that was the 

I ^ ' 

last I had any communication with him. 

BY MRo ORMSTEK: 

' Q. Sir, you Indicated that you sent a communica- 

! 

tion to Mr. Deeh concerning prices from different 
suppliers, is that right? 

A. That's right. 

Q. Sir, can you state if there was in fact any 

difference in the price at which the scotch was offered 
by Milhank of Connecticut? 

MR, GOLUB: Could I get a foundation, 
when in time, and place ^ on this? 

I 

j MR. ORMSTEN: Yes, 

BY MR. ORMSTEN: 

Could you as best and as accurately as 
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possible pinpoint when this communication was sent? 

A. I had started negotiating with The Scotch 

Exchange I believe it was in the latter part of April 
or the early part of May of ’72, and I had spent about 
two weeks negotiating with them, and finally came up 
with an agreement as to what I felt was beneficial for 
my company, which was, -at that time I was with Mllbank, 
and I felt that this would enable us to reduce our 
price by twenty to thirty cents a gallon, which I felt 
would be very instrumental in improving sales, as well 
as making us more competitive with other people that were 
also selling grain whisky. 

And, as I said, this was not acted on. j 
And oddly enough, about six months after I had gone to 
work with The Scotch Exchange I ended up selling a 
hundred thousand gallons of whisky to the Milbank people 
based on the terms of that letter that I had gotten from i 

i 

the President of the company six months prior. 

Q. Sir, I believe you indicated that there was 

a price difference? 

A. yes, I am trying to think of what the price was, 

ti- You say first there was a difference? | 
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A. Yes, considerable difference. 

Q. And, sir, what was that, if you recall? 

A. I don't know exactly what we were paying for it 

with Milbank of Nev; York, but I know that our pricing, 
the total package, including the insurance and 
the viarehousing, for vmrehouse, with the whisky in casks, 

rental, came to $1.79 a gallon] with a normal markup this , 

1 

i 

whisky could be sold, including insurance and everything 

i ^ , 

! included, for about $2.40 a gallon, versus the $ 2.80 a 

J 

t 

gallon that v/as being charged. • 

Q. Being charged by whom, sir? 

. 

A. By Milbank. At the same time, • selling it at 

$2.40 a gallon would have probably netted us the same 
profit margin that we were operating under. 

Q. Sir, you indicated that sometime after the 

letter was sent, you sold a hundred thousand gallons to 
Milbank? 


A. 

Q. 

A. 

Q. 

Exchange, 

A. ’ 

Q. 


That’s correct. 

Of Connecticut-. 

Of Connecticut, that's right. 

Sir, did you ever, while working for The Scotch 
what is it. The Scotch Exchange? 

Yes,. , ^ 


{ 


1 



j 


For The Scotch Exchange, ever make any retail 


• - T- 
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sales to members of the r- 

A. We were, all we were was a retail sales 

organization. 

Q. And, sir, could you state the price at which 

those sales v^ere made to the public, a gallon? 

A. No, I couldn’t do that, because we handled 

maybe thirty different kinds of malts and we didn’t 
have a grain, and every malt had its own price depending 
u|5on its age and the brand, and what we did at The Scotch 
Exchange is we put out a current price list every vieek, 
which listed all the inventory we had and the pricing 
for each item in the inventory. 

Q. Well, sir, didn’t you do that at Milbank? 

A. No, sir, because all we handled was grain and 

grain is grain. So it was one fixed price regardless of 
what distillery you got it from or who you sold it to. 

Q. Was pricing information put, out to Members of 

the public by Milbank? 

A. Yes, it is right on the order form that it is 


$2.80 a gallon. 

BY MR. SHORE: 

Q. Were any current quotes given over the 


dourse of the year? 
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A. 

Q. 

A. 


You mean as to what the value of it was? 
Yes. 

Not to the "best of ray knowledge 



I Q. Sir, you’re aware that Mr. Deeb is now a 

j defendant in an action brought by the plaintiff, are 
i you not, sir? 

I A. Yes. 



Q. And you have indicated in your testimony, sir, ; 

. ! 

some business and personal differences with him? | 

MR. GO .UB: I object to any questioning 

t 

along this line at all. It's irrelevant. j 

I 

MR, ORMSTEN : On what ground do you i 

I 

object? I 

1 

MR, GOLUB; It’s irrelevant as to what 
the relationship is, I mean. Go ahead. 

MR. ORMSTEN: Mr. Golub, I will certainly: 
withdraw the question. 

MR, GOLUB; I object to the question. 

MR. ORMSTEN: Withdrawn. 

BY MR, SHORE; 

Q. Sir, in your testimony a few moments ago you 

indicated that, you used the term. We were -- we referring 
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to Milbank of Connecticut -- were obtaining whisky from 
our supplier. Would you indicate for the record who the 
supplier was? 

I 

A. The supplier was Milbank of New York. 

MR. ORMSTEN ; Just to clarify for the 
.record, Mr, Golub. I wish to indicate that I was further 

I • ‘ i 

i going to question Mr. Taddonio concerning any biases he ' 

i * 

t ' . i 

I had in connection with his testimony. Do you have any ! 
j objection’ to that testimony? 

MR. GOLUB: Ask him the question. I 
object to it, but you are entitled to ask him the 
question. 

I have preserved all my objections anyv^ay^j 

• I 

so there’s no point. You can ask him if you want to ask 
him. It's up to you. 

BY MR. SHORE: 

Q. Sir, with regard to your testimony concerning j 

* .. ^ • j 

costs, would you indicate for the *fbcord the basis of j 

i 

your knowledge? j 

A. The basis of my knowledge is we were selling 

whisky at $2.80 a gallon. 

Q« That is . Milbank of Conner ? 


i 


l! 
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A, Milbank of Connecticut, and knowing what the cost 

* 

of whisky was to buy it directly from the distillery, 
and having an idea- as to what the markup was between the 
i distillery and the time we got it, I felt it was 

• j 

excessive . 

I 

: . Q. Well, sir, would you indicate the basis of your ; 

I • I 

I knowledge for the statements you have Just made? | 

i i 

1 A. The basis of my knowledge is that at the time . 

I 

■ this was happening, I had available to me the pricing 

'' • I 

schedules from every distillery in Scotland, and what j 

their opening prices and bids were, and knowing that 
once I had gotten into negotiations with The Scotch 
Exchange, and what I cou-ld buy the whisky for from them --t 

. t 

Q. Which was? 

A. — as i said, the total package would come to 

abput$1.79 a gallon, the total package. Including 
insurance and warehousing over a four-year period, and j 
' with the normal rate. of markup it could be sold at about ; 

I 

$2.40 a gallon, rather than $2.80. So in my opinion they 
were selling the whisky at about forty cents too high. 

Q. Did you ever have any discussions v;lth Mr. 

Deeb about his reasons for using the $2.80 figure? 
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A. The reasons were that he had -- 

Q. Did he so state to you? 

A. In questioning him about v/hy we couldn’t find 

another supplier, his argument was that unless, well, he 
had an agreement with New York, Milbank, to buy it from 
.them at a certain price, and adding to that your cost of 
overhead, operating expenses, profit, and salaries and 
commissions to be paid, he felt that selling it at $ 2.80 
a gallon netted the company a profit of some l8j^, which 
he felt was a good operating margin. 

I felt that if you can cut out some of 
the middle men in buying our whisky, we could pass that 
saving on to our customei’s and at the same time still 
realize the same profits. 

Q. Sir, when you used the term middle men, who 

do you refer to? 

A. I mean like if a distillery sells their whisky 

to a broker who in turn sells it to Milbank New York who 

in turfi sells it to Milbank Connecticut you have two 

steps in between where they have a markup; where the 

/or through 

whisky that! had hoped to obtain from/The Scotch 


Exchange obtained directly from the distributor who are 
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brokers over there, that would eliminate two steps in the 
chain, which would drop the price, in ‘my opinion, about j. 
forty cents a gallon, which was the markup for the profit 

I 

for the people that were the in-between middle men. | 

I 

Q. Sir, in your example jiJ-St now you described two , 

middle men. To your knowledge, how many middle men were , 
involved in the sales made by Milbank of Connecticut? i 
A. I have no way of knowing for this reason -- who- 

ever it was from Milbank of New York that went over there 
to make their large purchases,! don't know if they ; 

bought it directly from the distillery or v/hether they ■ 
.‘bought it from other brokers or bought it from a broker 
who bought it from a broker. I don’t know how they 1 

conducted their business. 

i 

But, for one thing, for you to buy i 

I 

directly from a distillery, number one, you have to go on 
a program schedule with these distilleries j in other words, 
you can’t Just go over there to a distillery and say I'll 
buy, I’d like to buy a hundred thousand gallons. You go 
over there and negotiate, and they will tell you in what 
month they, will supply that whisky, if they will accept 
your offer. And they program this into their production. 
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You may go over there with a hundred 
thousand dollars, and you find out you can’t buy any 
whisky for a year, you may find out the entire program 
has been worked out for the year. That way you have to 
buy it from a broker, and if you buy it from a broker, 
that’s where your markup comes in, 

Q. Have you ever heard the name Joseph Lamonica? 

A. Yes, on one occasion I have. 


was? 


Would you indicate when and what that occasion 


At the time Mr, Deeb left the Milbank of New 


York, he told me that Mr. Lamonica v;as actively going to 
be running the business. 

Q. Running what business? 

A. Milbank of New York, and that he was dealing 

with Mr. Lamonica in the purchase of the whisky. 


That is, Mr. Deeb was dealing with Mr. 


Lamonica? 


Did he make any other statements? 

Yes. On several occasions I have heard him. 


he was very upset and he told me on that occasion that 
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when the price of whisky was raised to him, that he 
had harsh words with Mr. Lamonica, and' that he would 
! try and get Mr. Lamonica to agree to different terms 


I than what he vms offering. 

I 

I Q. Sir, did you ever hear the name Patricia 


Galioto? 


[ A.' Yes. Her name appeared on a lot of documents 

i 

» 

' that I had received. As far as I know, she is like an 

I* ' 

I office manager or executive secretary in Milbank of 


, New York.’ 

s 

I 

Q. Sir,- what is the basis of your knowledge? 

i 

j A. Mr, Deeb, again. I called Mr..Deeb to tell 


him papers were overdue, insurance policies haven’t 


come through, transfer papers haven’t come through, he 


would check with Patricia Galioto, find out when they 


were coming in. 


Q. Sir, have you ever had any communications with 


•either Mr. Lamonica or Mrs. Galioto? 


A. To the best of ray knowledge, no. 


Q. Sir, have you ever heard the name Philip 


Weinstein? . 


A. Yes, on one occasion I heard the name mentioned 

and, that was at a. .time. that. Milbank Nex-j York gave us a 




1 
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price rise, and Mr. Deeb was very upset over that, and I 
asked him what he planned to do about it. And he had 
mentioned in passing that, well, he was going to discuss 
this with Mr. Weinstein and see if he couldn’t get it 


resolved. 


Sir, was Mr. Lamonica’s name mentioned in that 


conversation? 


A. I can’t say for sure but I assume that it was. 

Q. ' Sir, did Mr. Deeb ever make any statement to 

you concerning the frequency with which he spoke to Mr. 


Lamonica? 


Well, I got the impression that this was almost 


on a daily basis, discussing prices, discussing papers, 
what was overdue, what was being mailed out. 

BY MR. ORMSTEN: 

Q. On what do you base that impression, sir? 

A. Well, whenever I would talk |^o him on the phone, 

which would be almost, every day, talking about the orders 
back and forth, and hi would tell me that, sometimes he 
would say. Well, Joe's taking care of that, or Pat’s 
taking care of it, or Milbank’s taking care of it, and 


so I am assuming when he said Joe he was talking about 


r 
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Mr. Lamonica. 

BY MR. SHORE: 

Q. Sir, have you ever heard the name, Scotch 

Exchange Limited, referring to a Bahamian corporation? 

A. Yes, I have heard that on many occasions, and 

j 

Q. ¥ho had you heard it from? | 

^ A. First time I heard it I had asked A1 -- | 

I 

Q. That is A1 Deeb? 

I 

A. A1 Deeb to supply me with some after market , 

i 1 

■ 

j information tha-^eaning buyback prices, so we could show j 
I prospective clients what the current buyback market was; I 
'i and he produced a letter that was written by this 

Scotch Exchange of The Bahamas, .1 think it was in 1969^ j 
In which it showed an offering price of three dollars a 
gallon or an equal exchange of two barrels for one. 

And in subsequent conversations I had 
with Mr. Deeb about getting pricing information he 
mentioned, well, he was waiting for the people down at 
The Scotch Exchange in The Bahamas to make an offer, ! 

and that offer was, as far as I know, never forthcoming, j 
Q. Sir, to your knowledge has Mr. Deeb ever | 

traveled to the Bahamas? j 

1 

As far as I know he has, yes, j 


A. 


L 
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Q. What Is the basis of your knowledge? i 

f 

A. The fact that he told me tha’t he was going j 

i’ 

I 

to take a vacation with his wife down at the Bahamas; 

when he went down there he came back and told me about ' 

{ 

. i 

! 

the beautiful golf courses and the hotel he stayed at, i 
what a great place it is for gambling and everything else, 
Q. Sir, to your knowledge did Mr. Deeb engage in 

any business discussions or transactions while in the 

J 

Bahamas? | 

5 

A. If he did he didn't discuss it with me . I ! 

think that, this off the record, I think at this point --- i 
Q- Everything you say is on the record. 

I 

A. I prefer this to be off the record. If you 

want it on the record you can put it on. 

MR. ORMSTEK; Okay, off the record -- 

* J 

(Discussion off the record.) | 

I 

BY I'd. SHORE; 1 

Q. ’ Mr. Taddonio, to your knowledge did Milbank of 

Connecticut have any means of instruction or training : 

i 

for its salesmen? . \ 

A. To the best of my knowledge, the training that 

• * I 

Was given to the salesmen exclusive of the people that were 

, I 


I 
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reporting to me were given a very brief indoctrination, 
period by Mr, Deeb, as to how he felt they should sell 
whisky. 

f ’ _ * . • 

I BY MR. ORMSTEN: 

I 

I Q. How do you know that, sir? 

i 

i A. Because he reiterated this at just about every 

I 

j meeting we had. 

I 

I Q. Were you ever present when Mr. Deeb spoke to 

other salesmen? 

j A. Oh, yes, on occasion -he even went out with the 

1 

j salesmen on appointments to shov/ them how he feels 

j ' , 

whisky should be sold. 

Incidentally, he also did this with the 
men who were reporting to me, and after my men had gone 
out on appointments with him they came back and told me 
that, they felt that they could not sell the way Mr. Deeb 
wanted them to sell, for the reason that he, being a 
professional in this business of selling, could sort of 
size up a client and know exactly what to say to make a 
salej and, you see, Mr. Deeb felt that, if you couldn't 
make a sale in about eight minutes you weren't going to 

i ’ * - , 

i iitake the sale. 
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And I and the people who wexe under my 

Jurisdiction, we felt that this was not so, that In a 

period of eight minutes you could not conr-ey the entire 

story of, what this investment was all about-, and 

required not only more than eight minutes hut more 

than one visit. 

BY MR. SHORE: 

Q, Sir, you have previously testified concerning 

certain information which was periodically sent out by 
' Milbank of Connecticut — I believe you testified they 
were reprints . 

A. Yes. 

Q. To your knowledge, what was the source of these 

reprints? 

A, How, are we talking to the salesmen or to 

the clients or to both? 

Q. Both. 

A. Hell, primarily they were reprints of 

articles that he would obtain from publications such 
as the London Financial Times, from Harpers, from Hine 
and Spirit, from any type of financial Journal that 
had written any story about scotch whisky, and if it was 
a favorable item naturally he would have it reprinted and 






I 
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forwarded to the salesmen. And on occasion it would also 
be mailed to all of the clients. 

BY MR. ORMSTEN; 

Q. Were any price figures ever reproduced? 

A. In some of the articles where they would talk 

about the growing future of this type of investment they 
would give exampples of the type of profits that were 
' involved, and naturally there were never any tvro 
articles that were the same. 

;! Q. -Did any other entities or companies supply 

!l 

pricing information to Milbank, that you know of? 

MR, GOLUB: Is this in context of what 
was mailed out? I'm not following the drift of the 
questions. 

A. As far as pricing data goes, as far as I know 

!1 none of it was ever mailed out. 

BY MR. ORMSTEN; 
jl .Q. Either mailed' out or presented? 

I 

j A. To the best of, my knowledge, no. 

I 

j As I said, you had reprinted material 

\\ that did have pricing data in it, and these articles 

ij 

Ij were printed verbatim. 


i 
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BY MR» SHORE: , i 

Q. Sir, -what was tlie so^urce of these articles? 

* i 

A. As I stated preirlously, usually some pe-riodical 

. i 

or some newspaper, the London Times or The 17all Stneet ^ 

! 

Journal, or Harpers, or Kiplinger — whenever an axticle 

came out that was favorahle toward this Investment and 

the reasons, why, this was usually reprinted and sent to 

the salesmen and, on occasion, also sent to the clients, 

( ’ 

Q.' Sir, have you ever heard the name ¥arden Walker? 

A. Yes. Warden Walker was a source of information.. 

t 

In other words, they put out a monthly newsletter which 
Milhank received copies of every month, and which 
supposedly had market information on it, and current 

quotations. And what the future is of the scotch market, ^ 

1 

along with economic conditions in Europe and all that sort 

of stuff that goes with it. ^ j 

i 

And on occasion this information was 

( 

/ ■ 

■ reprinted and used. 

Q. What would hejthj Warden Walker information? | 

A. That's right. 

j 

Q. When you say used, what do' you mean hy that , 

i 

teim? ' 



J; 
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A. Well, if an article came out that was very 

favorable, let's say, to grain whisky, 'and the future of 
grain whisky, that would be reprinted and sent to the 
salesmen as well as to clients to keep them informed as 
to what the market was. 


But that was only one source that was 


being used. 


Sir, you earlier used the term, your area -- 


would yoii please" define that. 


•What do you mean? My- area of sales, or my 


area of responsibility? 


I believe you were referring to your me,n and 


your area? | 

A. Yes. My area was this house and I was starting [ 

to build a sales organization which I finally settled 
on three men who I felt were the right men for the job, 
high in morality and code of ethics and integrity and 
•everything that I felt I approved of; and these men were 
assigned to vrork in the area from Washington up to the 
New York border. 

And their sales were conducted on the I 

* ‘ I 

b-asis of obtaining lead cards from the, Connecticut office.- 


« -p* . 
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They would do the mail out, direct mail 
Q. That is, the Connecticut off'ice? 

A. That’s right, and any responses we got or ^ 

j inquiries we got from the area which was supposedly in j 

I my Jurisdiction, which as I say was from Washington up '! 

i ' 

to the Ne\f York border, these cards were forwarded to me, 

I and I in turn turned these over to the salesmen- i 

I 

And they would call and make appointments, 

! 

i # ' ; 

, set up appointments, and see the clients. 

i ! 

; 

Q. • Sir, you stated earlier that you obtained 

! ten shares of Milbank of Connecticut’s stock, is that , 

correct? 

A. That’s correct. | 

Q. Sir, to your knowledge, what percentage of the 

I 

stock issued by Milbank was that? j 

I 

A, That was ten percent of the stock. There were , 

a hundred shares. 

Q. Sir, you have previously testified that'subse- _ 

querit to your working for Milbank of Connecticut you ; 

went to work for The Scotch Exchange? 

A. No, 

I’m sorry. Did you? 


f 
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A. I worked for The Scotch Exchange after leaving ’ 

Milbank. I!m sorry. You're right. | 

Q. That after leaving Milbank of Connecticut, you 

went to work for The Scotch Exchange? ; 

1 

A. That's correct. j 

Q. I believe you also testified briefly that 

v^hile at The Scotch Exchange yousold Milbank Connecticut 
certain quantity of scotch whisky, is that correct? 

f- * • 

A.' That's correct. 

Q. Could you, perhaps, describe that transaction j 

in greater detail at this time? , | 

I 

A, Yes. Mr. Deeb became Interested in obtaining 

t 

t 

whisky at a better price and he approached me one day and | 

I 

asked me if I was still in position to offer them a good 
pricing on whisky, and I told him. I would check with our 
brokers and the distillery oyer there and see about 
pricing. / 

Q. Do you know when this was? ! 

‘ ! 

A. This was in September of '72. He told me he j 

j 

had a need for -- no, actually,.! think it was August of. 
'72, no, it was September -- he said he needed fifty . 
thousand gallons for October, November, and December, a 


i 

Pi 
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total of a hundred and fifty thousand gallons. And I 
called our, contacted our, agent in Scotland, and asked 
him to find out "what the best pricing he could get for 
me, and he got back to me with an offer from Invergorden 
on pricing that I felt was very reasonable, and I told 
him what it was ^ and he agreed that he would be very 
interested in purchasing a hundred and fifty thousand 
gallons. 

Q- ' That's* Mr. Deeb agreed? 

Mr. Deeb. Fifty '-housand gallons a month 
starting October 15, but, unfortunately, we ran into a 
paper work snag over' in Scotland, and if turned out that 
we couldn't make the first delivery on October 15, so we 
agreed on November 15 and December 15 for two deliveries, 
whisky delivery. I'm talking about the paper work which 
would assign ownership of the whisky to Milbank. 

The arrangement was that we would get the 
whisky for him directly from the distillery end that he 
would pay ten percent initially on a f ifty-thousand-gallon 
purchase, and the remainder to be paid thirty days after 
the purchase order, which put him in a very good position 
where it didn't require a large capitalization to buy the 


i i 
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J 

! 


whisky. He bought it on a more or less margin basis, 

1 

paid ten percent of it, and the remaining ninety percent , 
after he had sold it. This was an arrangement that we 
had discussed carrying on currently through the following 

! 

I 

year. j ’ 

And he made the two purchases and paid 

promptly. There was 'no problems with that-. It was a , 

. ! 

good arrangement, and he expressed a desire to continue 

t ' * 

doing this, and then he told me that he had decided against 

■ . ' I 

it, that he was going to handle grain, but he was going 
to primarily concentrate on handling nj^lts. 

I don’t know what arrangements he made 
for buying the malts. I had offered him a proposition 
on buying the malts from our brokers over in Scotland. 

He declined. He said he preferred to try and do this 
on his own, which I believe he did. He made some 
contacts there for buying his malt whisky. 

As to where he was obtaining the re^ j 

mainder of his grain, I don’t know, because the last 
order that we filled with him, final payment was made 

the middle of February of this year. And they didn’t j 

• ' } 

renegotiate a contract after that. j 
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Q- Sir, to your knowledge, in the fall of 1972, 

did Mr. Deeb have any transactions with Milbank of 
New York? 


A. I wouldn't know. I wouldn't have any way of 

knowing. It was bad enough when I was working for 

4 

^ the company that I was kept in the dark, and certainly 
after I left the company I was told absolutely nothing. 

Q* Mr. Taddonio, I believe you earlier stated that 

j you had complete inventory control atThe Scotch Exchange. 

1 

i A. That's right. 

Q- What do you mean by that, sir? 

A. I negotiated with the brokers in Scotland 

and the distilleries ■ 

MR. GOLUB; Excuse me. This, is not The 
Scotch Exchange in the Bahamas? • 


MR, ORMSTEN; No., sir, it is not. 

MRo GOLUB: You are talking about 
another entity called The Scotch Exchange? 

MR, ORMSTEN; That's correct. 

A. (continued) I negotiated with the brokers and 

the distilleries over there in Scotland, as to 

what quantities of whisky we could handle, what we would 


i 

( 

I 

I 

1 

] 

i 

I 


^ ■/ 



F. Taddonio 


92 


take on consignment, and kept a running inventory of what 
we had been selling, what new needs we had, and ran a 
complete inventory of stock that we obtained and sold. | 

I Q. For how long a period of time did you do this, ! 

I ■■ i 

j that is, for how long a period were you working when you | 

! I 

I .had this complete inventory? ; 

! ' I 

! A.' From June when I started with them right up | 

1 

' until the day I left in the end of April. | 

‘ «■ i 

Q.' Sir, did you deal with brokers in Scotland j 

; • I 

j in connection with this work? | 

■ij A. Yes, I did. j 

Q. With approximately how many? | 

A. Two in particular that we finally honed in on 

who we felt we would like doing business with. They 
offered us the best prices, not only for selling us the 

j whisky, but they provided us with the most important 

I 

! thing I think in this business, is the after market, 

I 

i • ' ' 

j which is the buyback. i 

They would buy back the whisky from | 

anybody who had whisky and had a reason to sell. They ; 

I would give us bid prices which we would submit to our 

I clients who vmnted to sell; if they decided they wanted 


I 
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to sell we would put them directly in touch with the 
broker and they would negotiate a sale. 


! Q- 


When you say it’s a most important part of the 


business, will you explain that? 

A. Yes. I found that in this business -- 

. MR. GOLUB: I’m sorry. | 

* I 

i 

A.' (continued) Probably the most important thing 

that a client wants to know is, okay, v/hen my whisky is , 

I 

I 

mature or if I have some reason to sell it, who do I | 

sell it to. Well, the answer you’ll get from ninety-nine ■ 

• I 

percent of the companies in this business is, I don’t know. 

Q- Sir, when you say that’s a most important thing ^ 

I 

a client wants to know, is that your Judgment in this 
matter, or do you know that from speaking with them? 

A. This is a question that’s been asked -- you can • 

check with anybody that’s in this business. They are not : 

i 

only interested in what the market is, if they want to * 

• ‘ i 

sell, what are the current market , what are the buyback 

i 

prices today. 1 

I 

Q. Sir, in that connection, you indicated that you ' 

honed in on two brokers who gave you what you said were 

I 

the best prices. On what do you base your assessment 
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that they were the best prices? What was your in& rmation? 

■ I 

A. For one thing, we contacted the Bank of Scot- : 

\ 

( 

land and asked them for the names of what they con- 
sidered to be the most reputable brokers in Scotland, 

1 

and they sent us a list of fifteen brokers. j • 

In turn we wrote a letter to each one 
of these brokers -- when I say brokers I'm talking, 
these are big brokers, big brokerage houses. These are 

, ,c ' • ' 

the people that really run the scotch industry. , 

We asked them to quote prices on a whole 
multitude of brands, and matured years, and they were all 
nice enough to send' us all this information. We finally 
honed. .in on two of them. One of them we became an" i 

exclusive agent in the United States. That^s Douglas 
Hamilton. We are the exclusive sales agents for the 
United States for Douglas Hamiltoni and we also deal 

1 

with Burn Stewart, and they are one of the biggest ; 

i 

brokerage firms in scotch whisky in Scotland. . ! 

I 

And they came over and visited us. They i 

1 

I 

liked our operatio:?,. And we made arrangements with ; 

, I 

them by which they would not only supply us whisky but 

on a very short periodic basis supply us with the current i 

» , 
1 ? 

1 i 

i 

I 

I 



J 


P, Taddonlo 95 


pricing, buyback pricing, on all the different brands [ 

1 

that we were handling with the current price quotations, j 

i 

. 1 
And they also kept us advised as to what 

the market was, and what the predictions were for the .j 

future, based on what was doing. They kept us informed ; 

as to just about everything that was happening in the 

scotch market. ; 

BY MR. ORMSTEN; | 

Q/ Sir, are you currently associated with The i 

■ I 

Scotch Exchange? , j 

A. ' No . ■ ' 

1 

Q. What is the reason why you are no longer 

! 

associated? • j 

A. Shortly before I got sick Mr. Myers, who was 

President of the company, and I had a disagreement as to 
how the company should expand,- and we both said a lot of j 
things that we shouldn’t have said. As a result I got a | 
little hot under the- collar, and I told him I was taking ^ 
a vacation. And he saidj, Okay, you might as well make 

* a , 

it permanent. I said. We will discuss that when I come 
back. Unfortunately, a few days later I ended up on my | 

i 

! 

I 
! 
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But the current status of The Scotch 
Exchange is that they closed their doors voluntarily on 
October 1st. They do have their prospectus prepared 
i.nd submitted to you — 

Q. When you say you, you mean the Securities and 

Exchange Commission? 

A.' Yes. 

Q. , Sir, are you now physically able to come to 

f- 

New York and answer questions like you have been doing 
here? 

A. I'm afraid not. 

. MR, ORMSTEN ; Sir, neither Mr. Shore nor 
I have any further questions at this time. 

Mr. Golub, do you have any questions? 

MR. GOLUB; Yes, I Just have one. 

BY MR. GOLUB: . 

Q. Mr. Taddonio, I did ask you earlier if the 

Government was able to or we were able to provide 
transportation for you and put you up in New York that 
you w’ould be able to testify, is that correct? 

A. Well, this is naturally subject to the doctor’s 


approval, too. 
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Q. But at the time when you indicated to me that 

if they v^ould drive you up and put you up you could 
testify physically? 

A. In my opinion, yes, but it would be entirely 

up to the doctor, if he felt it would be too much for me 


• or what 


else . 


MR, GOLUB; Okay, I don’t have anything 


MR, ORMSTEN: We have nothing further. 
Thank you very much, -Mr. Taddonio. 
(Thereupon, at 2:00 o'clock p. ra. the 


testimony was concluded.) 


I have read the foregoing transcript of 
my testimony and it is true and correct, 

~ 3 ~ sf 

Florian Taddonio 


Reported by: 

(Mrs,) Sarah T. Downs 
Certified Shorthand Reporter 


I 
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EXHIBITS 

• DESCRIPTION FOR ID. IN EV. .j 

Seven-page yellow-covered j 

booklet stating Scotch ’ I 

Whisky, An ' Intriguing New Way 1 

To Invest, top of pamphlet I 

labeled Milbank Trading I 

Corp. Connecticut, Inc.... 32 { 

Ten-page blue-covered booklet, I 

with no writing on cover, first j 

page stating; Scotch Whisky, j 

An Intriguing New Way To j 

Invest • 32 j 

Tv 70 -page document labeled 

Milbank Program 32 | 
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IN THE UNITED STATES DISTRICT COURT 
FOR THE EASTERN DISTRICT OP NEW YORK 


73 Civil 1264 (MAC) 


SECURITIES AND EXCHANGE 
COMMISSION, 

Plaintiff, 

- against - 

/ 

GLEN “ARDEN COMMODITIES, 
INC,, et- al, 

t ' 

> ' Defendants. 


CERT.IFICATE 
COMMONWEALTH OF PENNSYLVANIA 
COUNTY OP CHESTER 

I, Sarah T. Downs, a Notary Public 
within and for the Commonwealth of Pennsylvania, do 
hereby certify that the foregoing deposition of Plorian 
Taddonio was taken on behalf of the Plaintiff, at 509 
Scott Lane, Wallingford, Pennsylvania, on Thursday, 
November 1, 1973, beginning at 11:30 o'clock a. m. and 

concluding at 2:00 o'clock p. m. on the same dayj that ' 

I 

the respective parties were represented by counsel during. 


SS. 


& 


the taking of said deposition^ 


that the witness was 
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Certificate 2 

* ' I 

I 

by me duly svrorn before the commencement of his testimony j 
that it was stipulated by and between counsel for the | 
respective parties that the witness may sign the 
transcript of his testimony before; any Notary Public; 

i 

.that the foregoing transcript is a true and correct 


record of the witness’s testimony; 


and that I am 


not related to or employed by either of the parties or 
their attorneys or agents, or Interested directly or 
indirectly in the matter in controversy, either as 
counsel, attorney, agent, or otherwise, 

IN TESTIMONY WHEREOF I have hereunto 
set my hand and affixed 'my seal of office this 
9th day of November, 1975* 

J. 

(Mrs.) Sarah T. Downs 
Notary Public 
Berwyn, Chester County . 

My Commission Expires December 4, 1975 
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MILBANK PROGRAM 


o MINIMUM PURCITAS3 OF TEN BARRELS 

i) $2.60 PER GALLON = $1,300 
"NO ADDITIONAL CHARGES" 


o YOU RECEI'AE: 

oo ORIGINAL SALES ORDER 


oo' RECEIPT FOR NWIEER OF BARRELS, AMOUNT AND 
REGISTRATION i'TUMBERS OF EACH BARREL WITHIN 
TEN DAYS 


OO COPY OF WAREHOUSE-KEEPER'S RECORDS WITHIN 


TEN DAYS 


OO INSURANCE CERTIFICATES WITHIN 90 DAYS 


oo MIIB70:3 INSTJRES YOUR PURCHASE DURING THE 90 DAYS 


oo TRANSFER CERTIFICATE ISSUED BY DISTILLER!', 
CONFIRMING REGISTRATION AND TRANSFER 


oo PERIODIC INFORMATION ON SCOTC-H MARKET 


O YOU WILL BE CONTACTED M-IEN SCOTCH REACHES MATURITY 


O MILBANK WILL ASSIST IN THE SALE OR EXCHANGE 
OO NO FEE 


OO NO COMI'ilSSION 


MjLBAN'lCTRADiu'Q CD., ilr CG!KL if'iC. 

17b CnMNWiCH AVLNut: 

Gtif. E'i'i.’dCl I, CC'I.''.'. I livj.j 
Ti'l; (V'lC) 
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O BY THE BARREL, AT "CURRENT PRICING SCHEDJLE 

o PRICE REPRESENTS TOTAL INVESTMENT FOR MJiTURING 
PERIOD, AND INCLUDES: 

oo ADMINISTRATION AND SALES COSTS, COMI-JJNICATIONS 
HANDLING AND COOPERAGE 

oo V 7 AREnOUSING I OR FOUR YEARS 

- . i 

oo INSURJvNCE (2 POLICIES FROM LLOYDS 0? LONDON) • ; 

AGAINST FRAUD, ERROR OR OMISSION,. AT 
200% OF INVESTMENT ON PART OF WAREHOUSE- 

, KEEPER , 

AGAINST PHYSICAL DAMAGE WTIILE IN GOVERN- , 

IvIENT BONDED WAREHOUSE, AS FOLLOVIS: 

110% - FIRST 'IE7-iR 

150% - SECOND YEAR _ - 

200% - THIRD YEAR ’ 

200% " FOURTH YEAR ; 

1 

] 

o ISIO FEE OR COMMISSION ON FINAL 3hLE OF HOLDINGS ■ 
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What is Scotch Whisky Investment? 

Simply stated, investment in Scotch VJhisky is the purchase of casks 
of Scotch Whisky in British Government Bonded warehouses in Scotland, 
holding the scotch until it matures, and then selling for capital 
gains. Mature scotch whisky always has been worth more than raw 
scotch at any given time. Therefore, Scotch Whisky Investments 
has proven to be quite attractive. The following pages attempt 
a full presentation of facts required by the cautious investor 
who may wish to profit by placing a part of his capital in 
Scotch Whisky investment. 

Introduction ; 

Investment in Scotch Whisky as a commodity has provided large 
capital gains for American investors over the past 150 years. A 
letter in the files of the Warden Walker Worldwide Investment 
Company, from an elderly American investor in the state of Conn., 
says, in part: ’’As my father did before me, I have been investing 
in whisky for the past 50 years. My family and I have been buying 
new whisky almost every year for the 'past 100 years and selling 
it as it becomes matu're. We have often made unbelievable profits 
and in bad years we never made less than 10 percent profits.” 

Fortune Magazine, reviewing this type of investment, reported: 

"Investing in Scotch meanp investing in liquor in casks in ware- 
houses ih Great Britain. Typically, the investor holds it over 
a period of years while the scotch ages and thereby becomes more 
valuable. The industry in Great Britain had always financed this 
operation by selling the green whisky to individuals with capital 
and then buying it back at higher prices when it is saleable in 
the United States." 

Scotch Whisky as an Investment Commodity; 

Investing in commodities for profit and for the preservation of i 

capital against inflation and devaluation is, of course, a well 
established practise throughout the world. There is active trading 
in a great variety of goods from metals to frozen pork bellies, • 

Trading in spirits is one of the oldest economic activities in i 

America. Indeed, as the Wall Street Journal remarked, there are f 

four companies in the liquor business today which started deal- ) 

ing in spirits while the United States was still the Thirteen 
Colonies. 

For many generations, trading in spirits was conducted by J 

relatively few professionals. However, in the past 20 years, : 

the number of private individuals all over the world investing 1 

in Scotch Whisky has been increasing sharply every year. Now it I 

may be said that there are owners of Scotch Whisky in every | 

state in America and every country in the Free World. Mostly 

by word of mouth, individuals from Alaska to Zambia have come [ 

to expect capital gains by investing in Scotch Whisky, holding 
it as it ages, then selling. ^ 

Distinction Between Securities and Whisky Investment; 

In investing in securities, generally one buys a share of a 
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corporation and relies on management ability. In investing in 
Scotch Whisky, one buys a commodity in the form of a specific 
quantity of Scotch (generally freshly distilled) casks which are 
stored under British Government supervision until such time as 
he chooses to sell. 

The Economic Nature of Scotch Whisky Investment; 

Under British law, Scotch Whisky must be aged in Government bonded 
warehouses for at least three years before it is allov/ed to be 
offered for consumption as Scotch. Under American law, no Scotch 
Whisky is allowed to enter the States unless it has been aged in 
British Bond for at least four years. 

Scotch is distilled by 130 distilleries, each of whose product 
differs from all others in varying degrees. Virtually all bottled 
Scotch is a blend of "single" Whiskies (from as many as 40 distill- 
eries) -which are combined to produce the finished product. There 
are a great number of blenders and relatively few distillers. Some 
of the biggest blenders do not own a distillery and every blender 
which does own a distillery has to buy a "singles" from other 
sources 'in order to meet its blending needs. Thus, an enormous 
amount of trading takes place within the industry. 

It should also be pointed out here that Scotch is distilled only 
"by programme" (that is >to say, after it has been ordered)'. Thus, 
there is never any unsold Scotch on the market and no distiller 
ever has to "dump" his product. Furthermore, there is an old 
Scottish expression which says, "Although some may be better than 
others, there are no bad Scotch Whiskies". This means that all 
Scotch Whisky is useable, even if a batch may not be desirable 
by itself it will be valuable for blending into a beverage which 
will be desirable and sold at a profit. 

Because Scotch must be aged, a tremendous amount of capital be- 
comes tied up in inventory. This inventory is financed by a comb- 
ination of the blender's funds and investment capital such as 
pens^n funds and private investment. By selling a part of their 
invj^tory to private investors, the blenders enjoy a three-fold 
awantage; they realize cash with which to carry out their routine 
business operations, they make a profit on their sale and they 
are able to avoid high interest charges. 

As it ages and matures in wooden casks in Government bonded 

warehouses, Scotch V^hisky increases in value. Obviously, the 

closer it is to the day when it reaches the blending market, the . 

greater its desirability and hence its inherent value. 

This increase in value with age is the secret of the profits in 
Scotch Whisky investments. The value of four-year-old Scotch 
parcels has averaged .more than twice that of these same parcels 
when new. Price relationships change, as in every other market, 
but the one unchangeable fact ,is that, at all times, a fully 
mature parcel is worth more than a younger one. •’ 

V/orldwide Trends in Scotch Whisky Consumption; 

Worldwide consumption of Scotch Whisky has increased every year , 
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without exception since production was resumed after the end of 
World V.'ar II. The rate of growth in sales of Scotch has astounded 
even the optomists. 

Scotch is sold virtually throughout the entire world. The American 
market (the largest market for Scotch v.'hisky) has been growing 
spectacularly both in volume of sales and as a percentage of the 
total spirits consumed. Just 20 years ago, Scotch was consumed' only 
in a few major U.S. cities, but now Scotch is a ho'usehold word 
through all the states and is growing faster than Bourbon and Rye 
or the American blends. This trend v;ill continue, as the largest 
Bank in the world, the Bank of America, remarked in a special 
report on the Dis-tilled Spirits Industry; "Total consumotion in the 
next few years can be expected to continue on an upward trend as 
the 20 million children born during the war and early postwar period 
reach their majority. Per capita consumption will proably continue 
upward also, in line with a T year trend. This factor, coupled with 
the growing population is certain to expand total consumption." 

(See Distilled Spirits Review and Outlook published by Dank of 
America. ) 

Allthe major markets have been increasing, as a glance at the 
accompanying chart will reveal. But the most spectacularly encourag?- 
ing trend is in the non-Epglish world. This represents a broadening 
of the worldwide market for the product and gives it a healthy 
basis for further diversification and expansion. 


f 

\ 


There are many factors which indicate that worldwide consumtion of 
of Scotch will continue to increase. Rising world papulation, increas- 
ing disposable income, greater liesure, energetic salesmanship of 
the industry, the favorable attitude of the British Government 
towards dollar-earning exports and other factors are extremely 
encouraging to those who have invested in this billion 
industry. , 
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Production-Consumption Relationship ; 

While in 1965 the bulls were^saying that worldwide consumption would 
double by 1973, the bears were saying that there was too much prod- 
uction# As 3 ni3t"ts2r o*^ iDsojrxsh opjLnj.os hsvG Gxprssssd in 

the trade for many years. Therefore, it may be appropriate here to 
mention certain basic facts regarding consumption and production: 

1 ) Scotch production is at an all time high and so is 
consumption. However, today's production 'cannot be 
offered for consumption until it has aged for several 
years. (Blenders do not reveal the age and composition 
of their blends, but the general, opinion in the industry 
is that the average age of all Scotches sold is about 
five years.) Therefore, today's consumption should be 
compared with the production of five years ago. Five 
years ago production seemed alarmingly high to the 
"bears" and yet history proved that they were wrong as 
the industry went on to break all previous sales records, 

2) While production is at an all time high* it should be 
remembered that Scotch is distilled to meet the orders 
and requirements of cash customers, the blenders. The 
blenders pay hard cash to have distillers produce for 
them. If the J. ^ B.'s and the Cutty Sarks did not 
e?cpect to break new sales records within the coming few 
years, they certainly would not be paying cash today to 
build greater inventories of raw .whisky. A journey through 
Scotland or a reading of the trade journals reveals that 
all the major blenders are spending large sums of money 

to expand their blending and bottling capacities. Money 
talks, and what the Scotch money (the hardest of all 
hard money) is saying is thar the future will be better 
than the past. Indeed, the Scotch IVhisky Association, 
which embraces more than 90^ of Scotland's distilling 
and blending capacity, sent a letter to all Members of 
Parliamentstating that the industry has set itself a 
target of doubling world sales of Scotch by 1974. It is 
entirely possible that the coming cycle of demand for 
Scotch may well again find an acute shortage of aged 
Scotch and will therefore place owners of the commodity 
in a most favorable position. 


Marketability and Availability of Price Quotations: 

There is a market for Scotch Whisky of all ages, from 1-day old 
to 32~years bid. . The keenest market is for Scotch which meets, 
the legal minimum age requirement for the largest market (America), 
that is tosay the 4-year-old market. Therefore, from a profit 
point of view, one should invest in new Scotch with the abjective 
of holding it for 4B months in order to derive maximum capital •' 
gains. 


However, there is no established liv'hisky Exchange such as a Stock Tlij-i w k 
Exchange. The market more nearly resembles the American Over-the- . 
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Counter Market. Concentrated in London and Glasgow, this market 
operates throughout the world by telephone, cable and air-mail. 

Price quotations for any Scotch Whisky are obtainable upon request 
from any of the numerous brokers. 

The Two Tvnes of Scotch Whiskv; 

Although there are 13D distilleries, there are only two different 
methods of distilling Scotchi the "pot still" which produces Malt 
Whisky and the "patent still" which produces Grain Whisky. The 
"pot still" method has been in use, unchanged for rpany hundreds of 
years, while the "patent still" method is less than 150 years old. 

While both use basically the same raw material, the structure of 
the still and the treatment of the barley, etc. , produce two highly 
different types of Whisky. By itself, neither of these two is 
commercially acceptable to the world market, "Malt" being too heavy 
and "Grain" being too "light" for most consumers' tastes. Over 
100 years ago, it was learned that blending mature Malt with mature 
Grain yielded a product which was highly acceptable to worldwide 
consumer taste, ^ There ate more than one thousand blends owned by 
blending companies and they all keep their formulas secret. But 
it is known by everyone that almost all blends contain both Malt 
and Grain. 

Malt is more expensive to distill than Grain and consequently 
trades at higher prices than Grain. From an investment point of 
view, the markets in Maitland Grain run more or less parallel 
in the lohg run, although there are, of course, relatively short 
periods when one or the other shows a higher rate of return. 

Documents of Ov/nershio; 

When you buy a Whisky Parcel, it is already in a Bonded Warehouse 
under Government Seal and is the property of the seller. Upon 
receiving your payment, the seller issues a "Delivery Order" to 
the Warehouse instructing the 'Warehouse, which is the’ only Government- 
licensed Registrar &. Transfer Agent, to transfer ownership from 
him to you. 

The "Delivery Order is made out in your name and you endorse it 
and it is sent to the Warehouse Keeper. The Warehouse then has 
a copy of your signature and will honour only your signature when you 
choose to sell your investment. 

Together with the "Delivery Order" you also receive "Specifications" ‘ 

a listing o’F the contents and of the unique markings on each Cask i 

which identify your property according to the Books of the British , 

Government Customs S. Excise Control. After the Warehouse Keeper > 

receives your "Delivery Order" endorsed by you, it issues a 
Warrant which certifies that it is holding your property for ® 

you under Government Seal, ’ 

Xransferabilitv and Negotiability; . | 

Scotch IVhisky is easy to buy and easy to sell. The document of | 

title (i*e. Delivery Order) is i.n non-nego tiablc form for the ' I 

protection of the purchaser. Whenever the investor sells, assigns 
or transfers ownership, he, in effect, cancels his original ' 

document and initiates the issue of a new document to reflect the At 

new owner. ' There is no fee for this transfer. I .wL .;r ’» < 
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Taxes : 

A non-British person is exempt from all taxes in Britain on profits 
from tradind in ScotchWhisky unless he has a home or does business 
in Britain. This has been established by law. An American only 
pays the U.5. capital gains taxon profits made in selling Scotch 
Whisky held over six months. 

An American who increases his volume of holdings by exchanging 
aged Whisky for a greater amount of immature Whisky is not lialile 
for tax free excganges of Real Estate. Taxes may, therefore, be 
deferred indefinately and paid at ordinary income tax rates if 
lower than the capital gains tax rate. This can be of particular 
importance to individuals arranging their- affairs for retirement 
o,T estate distributions, 

Currency and Foreign Exchange Regulations! 

All prices are. quoted in Dollars equivalent to British Pounds 
at ti?5 official rate of exchange at the time of the transaction. 

In connection with the 1967 devaluation of the Pound and the 1972 
devaluation of the Dollar, it might well be pointed out that all 
modern countries have had -occasion to devalue their currencies 
in response to changing economic conditions. However, investors 
have always been able to protect their capital by owning commodities 
which have basic intrinsic value such as gold, whisky, tin, soya 
beans, etc. History has proven that whenever a currency becomes 
worth more or less than previously, the market prices of commodities 
vary correspondingly to cancel out the effects of devaluation. 

Insurance ; 

The British Government requires that all Scotch Whisky in Bonded 
Warehouses be protected by insurance, and the warehouses auto- 
matically insure the whisky the cost price against the common risks, 
such as lose by fire, flood, etc. However, since investors keep 
their whisky in bond for several years, and since the value in- 
creases as it gets older, investors insure their holdings against 
the expected increase in value. Lloyds of London issues a Policy 
called *'Whisky All Risks Insurance" which is the most comprehensive 
policy available. Under this protection, if a loss were to occur 
in the first year of investment, Llloyds Df London would pay cost 
plus in the second year — cost plus 50%; in the third and 

fourth years — cost plus 100%. A second policy is available to 
protect the investor against fraud, error or omission on the part 
of the warehose keeper at 200% of the declared value. 

Evaporation ; 

The process of ageing and maturing- Scotch requires that the Whisky 
bo stored in oak casks which permit the distillate to "exhale 
certain impurities inherent in distillation. As the exhalation 
takes place, Whioky evaporates at a declining rate (4% in the 
first year, 3% in the second, 2% in the third, and leaser rates 
thereafter). However, this evaporation is of no concern to the 
investor^ since the unit of trade is the Original Proof (O.P.G.), 
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The investor who buys Original Proof Gallons will later sell 
Original (roof Gallons even though Original Proof Gallons rep- 
resent approximately 10'^ less in volume after four years. Prices 
quoted are in D.P.G.'s to buy and O.P.G.'s to sell 


Warehousing ; 


By British law, Scotch Whisky must be aged in Scotland for at 
leastthree years before it may be offered for consumption in 
Britain; under American law, it must be aged in Scotland for at 
least four years before sale in 0.5, A. Therefore, when the new 
Whisky IS tilled into casks, the casks are certified and recorded 
by the Bonded Warehousekeeper and filed in the Record Book of 
H.M, Customs K. Excise Control. These records, commonly called 
Specifications (or "Spessics" in the trade), certify the number 
ot each cask its contents by volume, its alcoholic strength by 
proof, and the total number of Original Proof Gallons in each Lsk. 
The Specifications also certify the date and place where said 

Whisky was distilled and the name and location of the warehouse 
wherein stored. 


The Scotch warehouses are privately owned and are Bonded by the 
Government Customs & Excise Control. In Addition to being respon- 
sible for the Whisky and assuming liabilities for its safekeeping, 
the warehouse performs other functions under the terms of its 
license. For Example, the Warehousekeeper is the only licensed 
Transfer Agent and issues, .the Warehouse Warrant which signifies 

that legal ownership has been transferred whenever Whisky in Bond 
sold. 


Wood Casks (or Cooperage); 


The fillings (as immature Whisky is known in the Trade) are stored 

f '"herein they mature. The casks are re-used repeatedly 
and the Whisky-owner does not actually own the wood but rather 
places a deposit on each cask and receives the deposit back when 
he sells the Whisky subsequently. 

Original Proof Gallon; Definition : 


Original Proof Gallon, (O.P.G.). • 

Une O.P.G means that quantity of Scotch which, on the day it 
was distilled, equals one British Imperial Gallon (six-fifths of 
an American Gallon) of Whisky at British Proof strength (which 
equals approximately 114 Proof on the American Scale). Scotch 
IS always distilled over proof and, after maturing, is reduced 
to the proof strength desired in each market. 
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May 26,1970 


Mr. Herbert Sorscher 
146 E. 88th Street 
Brooklyn, N.Y. 11236 





trading co., iric. 



Dear Herb: 



I am sending you the enclosed .article which I think you 
will find interesting. 


Of even greater interest is the news that those of our 
clients who purchased 1966 Scotch Whisky, which has now 
reached four year maturity, are now being offered two 
barrels of 1970 Scotch for each barrel of 1966 they own. 


This is indeed good news as compared to the general bad 
condition of the Stock Market currently. 

I also want to remind you that if it was your original 
plan to purchase an amount of Scotch each year for four 
consecut.lve years , now would be the time to place your 
order. 

I have a limited amount of 1969 Scotch which I can 
offer to you at this time along with March 1970 Scotch. 

I am offering this whisky on a one for one basis, at 
a price of $2.60 per gallon for both the 1969 as well 
as 1970. 

you acquired some of each year , you would then have 
‘ an amount of 1968,69 & 70, and all you would have to 
do to complete your four year program is to make a 
purchase of an amount of 1971 next year. 


I v/ill contact you by telephone in the near future at 
which time you may inform me of your wishes. 

Best Personal Regards, 

Carl Walden 
cw/pg 



MILBANK TRADING CO., INC. 310 Northern Boulevard, Great Neck, N.Y. 11021 (212) 428-2655 • (516,)466-9701-2 
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’^R'DueTto^hT cutback in the production of SCOTCH WHISKY" in;i968 , ’ it- is 
>"lSS.nowtnext: to impossible to acquire 1968 Grain Scotch .Whisky 

^»The^^cutback;>coupled with the projected, increase in consuroptioi^by^^^^^ 

Wl®^19 72 ^points- to ‘a severe shortage/ o%Grain-Whisky 

,' v,o 1 ntr’ •; Q • SrntrhS is ' in"'an. enviable positionv^><5.^S«5^^-#,ft/^^^^ 


«flpVl 9 72 .?>points' to a severe snorrage ■ o?;..ui«iiu 

^SllLyoAeVnow: holding^this ;Scotch 5 is:;in”:^...enviable positipn:^|^« 3 ^^ 

?I^SlAs?yo^know/ earlier this year, you andi;several ,^q£ ypur“ associates 

purchased- several barrels of 1968 Gram Scotch. P 

■.ilfi&teti Atter is- to inform you that we would offer --$ 2.75 per g^liOv . ^ j 


;.'fi,;-';SiW 4 S '-c.ii 1.0 Hcx . jjox 


■■■■i-.'.’T i"#* ■■• ‘'••■•V 


:»STherefore 
^^a^'Purchases 


ICKCLiLVii .uw Ji •/ v w --..r. •w>‘»'* j 

r,*' O . , . ••: ■,', ':*(*.>..■ *.^.•'’'o ■ ■'U.'!,;,- , v .' > *•' ' ■ " i 

..» , ,,V' />> ' .■• ' ■ ' l/"' . .at ■ '■’ ' , • • • ‘ . H ,'• . 

"‘‘ if you or any of your associates j"" plan on making addit ional^?®^.'|. 
*of 1969 Grain, ..let me urge '-yousto pl®^se place your, orders^,^^^^;. 
, • i u 1 _ '«.iViT ic.“i.r<a -c+-i 1 1 have .‘i 1969 ; Grain . Scot ch' 4 }ft«!a'®fecf 


^^^In%e Gember"" th i s*'y e ar a 1 T -product ion^'of v^? 19 6 9 ^Gr ainl^S co t ch 4 wi.l^cqrae_%l 


to./a.^ halt. 

■ 1 ^... ^ ^ t ... 

■ '**■ “ -"'f 


If-.'; you' have any* questions , please call, me . 

. •<•.■ ■ • ;■■ ■ ■•. ■ ■■' ■ ■ : ■ V. ' .' 

• ■- ■ ■ ■■:•■-■■■'.•• , '■ ' ;■■ ' '■ V. • . >. 

tipircordially, . ' ’ V ;'V " 

:vJp'r^,MILBANK, TRADING,; ', ' ' '. ’ •. • 

'fife'- Carl ITaTcTeli ] ■" / ■ '■ '; 

.‘investment Representative . . , . . 


■ - : V'V^ • ' . .V 


^ /! V '. .'■'"V I - 1 ^* * ^ 

''i^r ,v>_' «' 

■ V 4 ’' 

^f-nlSSS'^xI ^0?M' 




^^^AcW/bp' .. !.;• • 

TRADING CO., . INC.: 214-26 41st Avenue, Bayside, N.,y. 11361 .(212) 428-265.5.^1^.': 

.^r.-r ■- ■■■’ ... ' ‘ 










4 . 


MILBANK TRADING CO., INC. 

214-26 41st AVENUE • BAYSIDE, N, Y. 11361 • 428-2655-6 


MARKET REPORT 


February 7tl3, 1969 


After two unsuccessful trips, within the last two months, to 
Scotland to purchase any SCOTCH WHISKY, other than green, we can 
only report there were no sellers but only buyers for same. 

It is acknowledged and predicted, and is the consensus of the 
Directors of every Distillle ry and Whisky Company that there will 
be a tremendous shortage of matured Whisky from 1970 onwards. This 
is due to the cut back in fillings these past two to three years. 
Consequently, those that are fortunate to have Whisky maturing in 
1970 to 1974 should enjoy a valuable and rich harvest. 

There is a tremendous shortage of matured Whisky, and we say 
unhesitantly , that those who buy Whisky now, and hold for four 
years, should make a splendid profit on maturity. 

The outlook for SCOTCH is very healthy indeed. Furthermore, it is 
the most lucrative and progressive industry of the United Kingdom, 
representing 34% of the entire yield of Central Government taxa- 
tion. Exports rise year after year as a result of increased 
consumption. In the United States alone 1968 was 40% plus, better 
than 1967; 39,986,000 gallons compared to 28,367,000 gallons. 

When those countries which are presently short of convertible 
currency open up, there will not be a sufficient inventory of 
mature Whisky to supply them. This, of course, will send prices 
sky-high. This is the optimistic opinion that exists in the 
industry, and who predict a "bullish" market for the next several 
years . 

Many countries have unsuccessfully tried to make their own SCOTCH 
but none could duplicate the taste of real SCOTCH made from the 
clear water which comes from the hills and the mists. SCOTCH can 
only be made in Scotland, and therein is the romance that has 
defied anyone who has tried to imitate it. 

No bad Whisky ever came out of Scotland. 

Now is the time to buy and protect yourself with this splendid 
Capital Gain Investment, which can be "rolled", thereby postpon- 
ing the tax indefinitely. 


MILBANK TRADING CO., INC. 


H.J. OCHS, PRES, 


PLAINTIFF'S 
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MILBANK TRADING CO., INC. 

ai4'a6 41 st AVENua 
BAYSIDE. N, Y. 113 61 

GRAIN WHISKY INVESTMENT 

Milbank Trading Co., Inc. offers only GRAIN SCOTCH WHISKY for sale to our 
clients. Although we can make Malt Whisky available, it is our opinion 
that an investment in malt, as opposed to grain, carries with it a higher 
degree of risk because of its very character. 

(Wall Street Journal - August 3, 1964) 

Speculative interest has centered on grain whisky rather than malt 
whiskies. Both types are blended into all blended Scotch. But since 
Grain Whiskies are less pronounced in taste than malt whiskies, blenders 
are said to be less fussy about tlio Grain whiskies tliey buy. This 
reduces for the speculator the chances the blender will reject his whisky. 
Besides, in recent years, especially in the U.S. market, (the largest of 
all), the trend has been toward lighter . tasting Scotches , which use a 
relatively high proportion of Grain whiskies. 

(New York Times - January 21, 1966) 

.Most of the purchases of Scotch iv'liisky warehouse receipts by large 
investors here are in tlic Grain Whisky type, the most basic variety, 
since it does not involve . fickle customers’ tastes. 

(Ladies Home Journal - January 1968) 

The rich, full bodied, liighly aromatic malt whiskies are used less and 
less in present day Scotch - sometimes as little as 20 'o - the rest is 
very light and delicate Grain .Scotch Whisky fillings, 

(The National Observer - November 11, 1968) 

Grain Whiskies come from Scotland's Lowlands, and tliey 're pretty much 
alike. Malt Wliiskies come from the Highlands, certain parts of the 
Lowlands, the City of Campbeltown, and the Isle of Islay. No two 
batches ever taste alike, though certain areas produce certain charac- 
teristic, whiskies , More and more the American palate favors light 
Scotches, which accounts for the popularity of 80 proof brands, and of 
such brands as JfiB Rare and Cutty Sark, now the nation's two best sell- 
ing Scotches. 

Business Week, February 22 , 1969 li.sted the seven loading brands of 
Scotch in tlic U.S, for the year 1968. Their combined sales totalled - 
8,275 ,000 Cases. The one thing tliey all had in common was the fact that 
they are ail "light" Scotches. j 


It is our aim and interest to do whatever we can to insure our clients 
the best possible profit with the least amount of risk. Therefore, we 
recommend the purchase of GRAIN whisky rather than the volatile malt. 
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MILBANK TRADING CO:, INC. 

214-26 41st AVENUE • BAYSIDE, N. Y. 11361 • 428-2655-6 


procedure 

S COTCH V/HISKY INVESTMENT fo r CAPITAL GAIN at MATURITY 


r 


1 


Sllon^ SCOTCH, at ii2.60 per proof 

gallon, or jl^O.OO per barrel of 50 gallons (more or less 
and adjusted accordingly). The minimum purchase is ten 

ihal aLunt in eLesS of 

■ oviding it is available. Once the Quantity of* vnur- 

investment is determined you are given: 


1. A Receipt for the amount in question showings' +ha 
number of barrels it covers, and^^he nam^. SnaLs"%hey 
are to be registered for and on behalf of. ^ 


2, A Confirmation showing the quantity purchased thp 
price, net amount, and the name of the Distille?.' 


^ Delivery Order authorizing the Govern- 
ment Bonded Warehouse to take the specified barrel numbers 

the DistnieJ's in yours. This also shows 

+ 1 date of Bonding for verifica- 

JoSS’d barrels can only be disturbed on 

^na when accompanied with an identifyine 
Order^ affixed on the origihal DelivLy^ 


Within two to three weeks from the time the foreaoine- 

nsS^anorc^S^^i^f"' ^ London All 

It win the insured, 

i ? state the name and address of the Government 

number of barrels and their respective 

dis?lnaufn'’“”n^P <^tstiller's name, and the date 

value! «^d thn amount of your investment (declared 

value) and the period of time for which it is insured! 


5. The Custom and Excise Department of Her Maifestv's 
Government supplies a Certified True Reco?Ld copfshowing. 


A. 


B, 


D. 


E, 


The total number of barrels 

oJ^DiitiilaUon address, and date 

The individual barrel numbers and the proof 
gallonage in each ^ 

The name and address of the Government 
Bonded Warehouse where the barrels are stored 
The name registered for and on behalf of 


f 


. PLAINTIFF'S 

y 




continued 
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Page if 2 


Milbank handles the paper work and follow thru with all 
details arid the necessary documentation. 

TAXWISE the Investment is very ' attractive , There are no 
United Kingdom (British) taxes for Americans residing in 
the USA, and in the United States the profit is a Capital 
Gain whenever you take it. However, this tax can' be 
deferred indefinitely by reinvest' ng the profit. 

There is about lO'Jb evaporation over the three year 
maturation period, but this does not effect the owner, 
as the Whisky is bought by blenders and bottlers at the 
end of three years on the basis )f the proof gallonage at 
the time of bonding, which is what you bought and paid 
for. 

As stated in our previous correspondence, the consumption 
of SCOTCH has more, than dr"bli’ these past ten years, and 
the industry anticipates doubling the present figures 
within the next six years. In America alone , twenty 
million people born during the war and early post-war 
period will attain their majority during these six years 
and be introduced to the status drink and par excellence 
of SCOTCH. 

The future can be anticipated from the record of the past, 
which for several years indicates tlie "doubling", more or 
less, of the investment over a three year pei'iod, since 
SCOTCH enhances in value day by day, as evidenced by the 
value Lloyds of London places on same, (cost plus lOOfo 
the third year)j thereby making an investment very 
attractive to an astute investor. 

We have met with a fine response to this unusual invest- 
ment wherever it has been introduced, and would like to 
number you among our many customers. 


MILBANK TRADING CO., INC. 


Our banking reference is - The National Bank of 
North America, 528 Broadway, New York, N.Y. 10012. 

Tel: 212-924-1100, and refer you to Mr. Louis Cardillo 
or Mrs. M. Wiener, who supervise our account. 
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Mr. • Herbert' ;Sorscher 
.;&ie--«vi46 E. 88th Street 

Brooklyn, N.Y,’ 11236 


Dear Herb: 
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I have sent the same information as contained herein to all 'those 
clients who purchased thier 1968 Scotch Whisky through you." . 




■'v’ 

. 1 *1 




If you want me to also send them' on of our new brochures , . ^ust let/.^-,":,.-, 
me, know, and it will be done, •• .' ',-' • 1 : . 
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I thought you should know that your clients will be in possession of 
this latest Market Report, because the chances are that they will; be 
in contact with you in the near future to make their purchase of "1969 ;';''? ' 
Scotch Whisky .• ■ "" ^ • '^l‘' ; 






I think you will agree that this report contains some reassuring ■' •«> 
information for everyone who purchased 1968 Grain Fillings, and alsq,i 
some very exciting news about the potential of 1969 Grain. It looks ’taSj^'M;, 
if we can look forward to everyone : loading up on 1969 -Grain,*; at^■ieasp^^^ 
long as It lasts, .r *;■ : ~ 

— I’ wi ll'-be— in -contact with'‘you‘'ri’ght-^after"'the^Ho6idays-and'*Iim'"'4ooking-3S^ ■ 
forward to our meeting at that time, 










I don't recall whether I sent you one of our new brochures, but just'; 
to be sure I will send you one. If you want me to send them out to.'';' 
all your clients, just let me know, ; ; . ' 





qarrWaiden ( 212 ) 428-2655 ; 


214-26 41st Avenue, Bayside, N. Y. 11361 


: SEPTEMBER 1969“^ 

SCOTCH WHISKY MARKET REPORT 
The Supply and Demand Picture. 

'* It is a well known fact that Supply and Demand controls the market for 
SCOTCH WHISKY, just as it does any other commodity. The purpose of 
this report is to inform you of current conditions which should be 
' taken into consideration prior to making your purchase of 1969 Grain 
■ ' Scotch Whisky. As you will learn when reading this report, rare and 
unusual opportunities present themselves at this time. By providing 
our clients with the information contained herein, we hope to provide 
you with ample time to evaluate the total picture and take whatever 
action you feel is wisest to attain your Scotch Whisky Inyestment goals. 

The Supply Picture 

The following information appeared in the Sunday Times, published in 
London, May 16 i 1969: 

‘'Distillers have cut back their production of Raw Grain Scotch Whisky 
from 90 million gallons in 1966, to an estimated 46 million g allon s in 
the current yearT On preliminary predictions , it looks as il production 
■of Malt, at up to 48 million gallons in the current year, may exceed 
Grain for the first time since World War 11, This imbalance will show 
in 1972-75, and if consumption 'continues to rise, there is likely to be 
a shortage of Grain at that timc“. 

Our Comments: 

Not since World War II has such an opportunity for investment in Grain 
Scotch Whisky presented itself! Not only has the Supply of Whisky been 
lessened, but SCOTCH WHISKY Consumption reached an all time high in 1968. 
And so far in 1969 figures show continuing increases throughout the 
• world. 

The Demand Picture 

The following information is based on official statistics as reported 
' by the British Board of Trade: 

]• 

Scotch Whisky exports have amounted, during the last calendar year, to 
59.1 million proof gallons as against 43.1 million gallons in the pre- 
vious year, which represents some 57% increase . These figures do not 
include U.K. consumption which amounted to a further 9.6 million proof 
gallons. Total world consumption for the year 1968 amounted to 68.7 
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million proof gallons. 

Further: 


From the Financial Scotsman, July 16, 1969: 


"Exports o£^ Scotch Whisky in 
5,543,000 million gallons as 
totalled 4,197,000 gallons”. 


May rose sharply by 32-^ in volume 
compared with^ay last "year when 


to 
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i^ri908-6rGrai!!^Scotch'^Whisky°Filliigris^in^rr 

.their position should improJf when tJei? Jhiskv position, and ' 

maturity in 1972-73 when nc: n-rori-i ''nisky reaches four year old 

haJ ”™PP0'^°f"5s^s"Grairih1'sk!;%hun|s'’ava^ 


vnii ninr, iT jxixxugij avaiiaoie 

L c purchase any amount of 1969 Grain Scotch, I 

do so as soon as possible. * 


would suggest you 


Although it is- our policy to g 
providing them with pertinent 
of action, it is left to each 
take the appropriate action, 
inform our new clients of the 
as we contact tliem. For this 
long our supply of 1969 Grain 
however, that December 1969 wi 
Any Scotch Whisky produced aft 
distillation. 


ive our established clients preference bv 
information to help judge their best course 
individual to utilize the information and 
In the meantime we naturally continue to 
same in-formation contained in this report 
reason it if impossible to predict just how 
Whisky Fillings will last. It is certain; 

production of 1969 Scotch, 
er that then can-not be registered as 1969 


a^d’'youyLv"st"L^!;°pla^°caUs“L""r,'?°’'? 

^ailina^Suppirand D ^^Sgest that yo2\akradJantagJ‘^o/thI 

Grain.” PP " Domand Conditions and Increase your purchase of^l969 ■ 

to''lnc?:ise"yoT ?oIdi^a%'’a1‘'th"3“i«: 

If you do not own any 1969 Whisky yet, I would suggest stronvlv that vm. 

S?nrSco?ch^.ht dash situatiL, 'and place a^fiiLue "“oL? i“ Iqm 

Grain Scotch Whisky now, while it is still available. 

Very truly yours 
MIL13ANK TRADING CO., INC. 

(l(ut 

Carl Walden 

Investment Representative 
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GRAIN WHISKY INVESTMENT? .■ - ; -C' 

Miibank Trading Co.,' Inc. offers only GRAIN SCOTCH WHISKY for sale to our clients. 'Although weT V,. 
|j,v^,,.can' make Malt Whisky available, it is our opinion that.' an investment in malt, as opposed to grain, V ; '^ 


(From The Wall Street Journal — August 3, 1964) 

/‘Speculative interest has centered on grain whisky rather than malt whiskies. Both types are blended/. ^ 
into all blended Scotch. But since Grain Whiskies are less pronounced in taste than malt whiskies,/'- / 
blenders are said to be less fussy about the Grain whiskies they buy. This reduces for the speculator';|.- ' 
the chances the blender will reject his whisky. Besides, in recent years, especially in the U;^S. mar-/ / . 
ket, (the largest of all), the trend has been toward lighter tasting Scotches, which use a relatively high ^/■-•• 
proportion of Grain whiskies.". * ■. / .. 

(From The New York Times -- January 21, 1966) 

"Most of the purchases of Scotch Whisky warehouse receipts by large investors here are in, the Grain 
Whisky type, the most basic variety, since it does not involve fickle customers’ tastes," ■ 






(From The Ladies Home Journal — January 1968) , 

"The rich, full bodied, highly aromatic malt whiskies are used less and less in ' present day Scotch V'- 
— sometirnes as little as 20% —.the rest is very light and delicate Grain Scotch Whisky fniings.'/,//iL. 

' (From The^'National^' Observer'— November'^^l 

"Grain Whiskies come from Scotland's Lowlands, and they're pretty much alike. Malt Whiskies come 
from the Highlands, certain parts of the Lowlands, the City of Campbeltown, and the Isle of Islay. 

No two batches ever taste alike, though certain areas produce certain characteristic whiskies. More 
and more the American palate favors light Scotches, which accounts for the popularity of 80 proof.' 
brands, and of such brands as J&B Rare and Cutty Sark, now the nation's two best selling Scotches.'’ ''' ; 
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Business Week,- February 22, 1969 listed the seven leading brands of Scotch in the U. S. for the year ' ; • 
1968. Their combined sales totaled — 8,275,000 cases. .The one thing they all had in common was the /■’ 
fact that they ace all "light" Scotches. • ' ' ■'/ ; ■, • '/'. / /. */. 

•' ' /' T' ' ’ ' ‘ ’ ■ ’'C, • 

■|t is our aim and interest to do whatever we can to insure our clients the best possible profit with*- 
‘the leavSt amount of , risk. ' Therefore, we recommend the purchase of GRAIN whisky rather than the/'/ 
volatile malt - ' . ' . . •* ' • -//" 


• V. 

• ViyV.-» i 
•- r'-’v,'* f;, ' .' 


• i4 

'•’.q r • 

■*'5% 


MILBANK TRADING CO., 1NC./214-26 41st Avenue, Bayside, N. Y. 11361 (212) 428-2655 .{ 


*1 


Tl ^ • 2 ' ^ 2 • 2 G 7; 5 


MILBANK TRADING CO., INC. 

214-2G msT AVENUE 
BAYSIDE. N. Y. 11361 


^(,6 
IV- • 
a 




✓ 


" CU RRENT I’RICINC SClIliDULl: 

lilToL'tivL' - SenU-iiilicr Isl. l‘Ri') 

Note: Current pricing is at ,S2.60 per Original l>roor (Gallons. All barrels contain approximately 50 gallo^^, 


NCMHl- R or RARRlil.S 

PRICl’ 

or HARRI'U.S 

PKK I- 

10 

$1,300 

1.30 

SI0..300 

:o 

2.000 

200 

26,000 

30 

3.000 

2.30 

t J 

40 

.3,200 

300 ' 

30.0fl0 

.'() 

0..S00 

400 

52.000 

hi) 

7.S00 

.300 

65.000 

75 

0,7.30 

7.30 

07.500 

100 

13.000 

1 000 

1 30.000 


Special Note; 

1 his schedule is Subject to Change Without Notice, and Subject 
to Availability. 

Per uallon price includes; cooperage, warehousing lor three years, 
l\\o"l lovds of London Insurance Certificates with premiums paid 
for three years, all handling costs, documentation and registration. 
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Mr. Herbert Sorscher 
146 E. 88tl! St. 
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I have tvifo of my. clients who arc faced with financial 
emergiencies and must raise some cash quickly^ They ; j ; 
own some 1969 and some 1970- Scotch Khisky, and have ( ; 

expressed a wish to sell their holdings to raise the 
needed cash . 

They originally paid ^2,60 per gallon and want to sell ■, 
the 1909 Whisky’ at - '2.90 per'- gallon and . ■ ' . ; . ; ' . 
the 1970 Whisky at - 2,80 per gallon. . . .' ; 

'I am offering this .Whisky first to my existing clients •" 
on a FIRST COME - FIRST SERVED BASIS. , ' ' 

If interested, the procedure is as follows: you would,- 
in effect, -b'e purchasing this Whisky directly from the 
•present owner, and your check would be made out in _ his 1 
favor. As far 'as I am concerned, there is no commission'. 
or fee charged for this service. We would handle the ' 
transfer of ownership from one person to the other, and • 
would make certain that all the documentation is properly 
completed . • . ' , ■ 

There are only a limited number o.f barrels available, 
therefore, under these circumstances, if you are 
interested, either contact me by telephone or by letter 
as soon as possible. I' will be pleased to tell you wliat- 
is available at that time, and explain the simple proce- 
dure to effect the transaction. - - ’ 

-1 look forward to hearing from you. 
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Early in October this year we recieved the following news bulletin 
from our contacts in Scotland; • - 

SPECIAL NOTE • ' 

. I • « 

" Prices of. newly distilled Parcels are expected to increase rather 
soon because of two catastrophies of nature which have just occured 
but have not yet been fully evaluated* 

The basic raw material for Scotch Whisky is British and European 
barley and North American corn. By rare coincidence there ^ 

barley crop, failure in Europe this year and a severe loss of the 
American corn crop due to blight. • , 

The U.S. Department of Agriculture is presently assessing the extent 
of the corn crop failure, just as the European Governments are 
assessing the barley crop losses. 

The final figures will not be available until the end of the ‘harvest 
season, perhaps by November. It is feared that these losses 
cause the price of raw material to be increased sharply. .Just how 
much is imponderable,” 


Nov. 4, 1970 

This morning we 'were notified that the price of Raw Scotch Whisky 
has been raised TWENTY CENTS A GALLON Jil 

We have not yet raised our selling price, however, when our present 
supply of 1970 Scotch has been depleted, our then selling price will 
be $2.80 per gallon instead of our current price of $2.60 a Gallon. 

If you intend to make a purchase of 1970 Scotch, it would be wise to 
do so now, at the current price and while we still have a supply on 
h and . 

We await your favorable reply, 

/? I 

CaJ LI 

Carl Walden, President 
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' 'chivas''iteii\si,5ihnnie'^ little "^kiibwii facts ^ 

lilfStM ^ ^V-J & B . .'Teachers .■ V s and, many ' British law requires SCOTCH Whisky to be ' 

■■ others ... everyone a respected name in ■ at least three years old before blending, and 

^ ',:. --the art of the blending of SCOTCH Whisky. ' four years old for U.'S. consumption. For 

Each is the magnificent result of years of , years this aging operation was financed for 

^limW ■ -.Pt gentle aging in huge - the SCOTCH Whisky Industry in Great 

7f[p MU ||i|^t 'casks tiU just the peak of perfection at ma- -.s Britain by "the distillers, ’ the producers of • 

turity, theri blended with other.aged SCOTCH ' -SCOTCH in its /aW* state, ‘selling their 
WhiskyV and' made ready for’the savouring ' \ “green" 'whisky (df ;"new‘fillings") to finan-' 

'^‘^'^HminatingJ ' ^ ’Would jesell' to the Blenders, " „ 

' ^\In'*that’*process is the simple basis for the ‘ ' whenit had "matured to its.desired age.' The ‘ 
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But changes were 
occurring e . 


_ __ ■ 

When an individual buys SCOTCH Whisky/' ^ Individually ‘"'and confidentially with 

1.* _it.. ’ '1 \*i.L ^ 


'he actually purchases a specificquantity of 


their several suppliers!' 


i.'i. • 


SCOTCH in casks, which are. gauged with r -/f jhere is no established Whisky Exchange 


Facing a ! drastic need to strengthen its 
economy, the Government of Great Britain 
suddenly and drastically applied a severe 
f credit squeeze. This vitally affected financ- 
". ■ 'ing programs, which caused ^ sizeable cut- 
back in the production of Raw SCOTCH 
',v Whisky fillings. Today interest rates have 
.' .soared to as high' as 15% per year. This 
'■’•condition forced the distillers to look else- 
, ..' Where for necessary financing at 'this 
.fi'f; p an^ opportunity vvas created for U.'S. _ v.‘- 

Tf’/;. ^!i:.,■:^inv/ostnrs.■ who' were readv. willinp and ahia J 


scrupulous accuracy under Her Majesty's 
Customs and Excise Supervision. These 
numbered casks are registered in the name 
of the owner, in the Distillery Records, then 
stored in Government Bonded Warehouses 
until the owner decides to sell his Whisky. 


And he may sell 
ahyi|me he desires! 


JkvJ/'ifinvesto feady, willing and abje /;/There/is a .market for SCOTCH Whisky of. /.. :; - 

■; 4 «n/'^'.to'prbvide,'.financial help!' ages, frorri, 1-day old to 32-yeafs old. The , 

.-..U T— ...u.. tfoonocf market ic fnr RHOTOH which meets . .. . • 


!,''3/''.t understand why there has been a..ready , • ’'''/’/keenest market is for SCOTCH which meets 
response to the call, it is necessary to under- ‘ ' the legal minimum age requirement for the, 


' 'Stand some of 


•M. V; 


; The mechanics of ■ 

'investing in scotch 

whisky ! 

‘ y.’ . • • :-4 , • * , 4 ■ • • ^ ^ 

SCOTCH Whisky investment is different than 
• ' purchasing securities, or corporate shares. 
. ' ' '. When an individual purchases such shares, 

'y' ' he is actually taking. an interest in that 

•/, : / corporation. The success or failure of his 
; , •/ ■ interest then depends largely on the degree 
-V' competence exercised by the corporate 
management. • '. -'j ' 

If ifT/T : '.''/vf ’■ I'/ ■'J-y 


largest market (the U. S.), that is to say the 
4-year old market. However, the law of Sup'^ 
ply and Demand, and the judgment of the 
Buyer help determine the most favorable 
time to sell. . / ■ .; / ; !•>: 

The blenders of mature Whisky keep their 
formulas secret, therefore they prefer to 


such as a Stock Exchange. 'Concentrated in 
Glasgow,' the Scotch Whisky market operates 
throughout the world by telephone, cable 
and airmail communications with Whisky . 
Brokers.' ^ 

investment in scotch 
can fbllowihree . . 

Plan i. It can be boughf as one would buy 
■.i'i' -:' Y V held for ap- 

, /pre'ciation for six months or longer, 

' , fv then sold for capital gain when ■ 
market conditions are favorable. 




Plan 2. Raw Whisky (fillings) can be bought 
' . each year for four years. At the end 
: - • of the four year period, the first 
; parcel is ready for blending. This 
’ .'.now mature SCOTCH Whisky can 
■ • ' . c new parcels of 

raw fillings in 'direct ratio to the 
/. ■ • . > then market prices of each. This, in 

' ,•> ;'. kv/a favorable market, may result in a 
■ 'JY'' f Y increase in that year’s 

,v|‘ .f /. 'i;' ■' 

. ..k/ ,• ’://:/ capital investment. ..Furthermore^ 'a 

kind" exchange of property 
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• - ; . ! ' that taxes can be deferred until the 
■‘ '^!’‘■•^' SCOTCH is sold. ■ This is partic- 
'V; ■■.'•' ularly 'worthwhile for the investor 
' ' preparing for retirement, or one who 
' -'{is arranging long-term distribution 
,'■ •''•■; of his holdings. !'■ '’■',■••■ 

•' - '■ ■'■ ‘ '^Vf ■ V i.v. 

, Plan 3. This is a variation of Plan 2. Raw 
. fillings would be purchased for four 
consecutive years. . At the end of 
■ V , .the fourth year, however, the now’ 
• mature SCOTCH Whisky — in an 
' arnount only equal to the monetary 
' equivalent of the first year's invest-. 




But there’s more V 

, '-4;' V 
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There ere ^ > 

eonsiderahle tax 
advantages, as well; 


' Whatever the investment plan —whether ’ 
the SCOTCH is held for six months . . . four ' 

. years . . .' or more . .' . no matter how high . 
the present income of the investor --most * 
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i ,4. V ' ^ as a' cash profit. This plan 

' .' '''',4:'.': ’'Should offer an excellent method of 

.;.:4Ci-realizing an annual cash profit, 
, a: v: .while leaving the original capital 
V. -investment intact for additional 

‘ ;■ growth. ■ , ^ ‘ 
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Like the appreciated value of /corporate', 

■ shares, there is no tax' on the increases in 
! value of the investment until it is actiiaily 
" liquidated. Unlike the stock market,. h,ow-344:; 
ever, there is neither a transfer tax, horja'.,4;.4 
brokerage fee, when it is finally sold. 

And there’s still more . . . for this has just yf’'''- , 
shown the position under U. S. law/' for the 
■’ U. S. investor . . . since these plans' are Tor ^anjjn 
investment in Great Britain,' unless/the'tn-y||>^5- 
vestor is a resident or in business there 
■' there' is NO BRITISH TAX! 

, In addition, the U. ,S. .Internal Revenue fe/fl'J 
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The security behinii 

investment in scotch 

whisky 

is uniqueness and 

demand! 

Behind the recent British devaluation of the 
‘pound was a determined effort to make 
British goods more attractive in price,’ and 
thus' increase exports. 

The SCOTCH Whisky Association, represent- 
ing the industry’s 127 distilleries, responded 
with equal determination, by raising prices. 
This — in effect — cancelled most of the 
14.7% devaluation. .. 

This action demonstrated the SCOTCH In- 
dustry's 'confidence in the mounting inter- 
national demand for their product . . . and 
for a very interesting reason — SCOTCH 
Whisky is unique ; . . and Scotland has a 
monopoly on it! . ■> ' > > ■ . - 
To understand its Uniqueness . It is 
Necessary to know . . . . , 
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Just wiiat is scotch - ^ 

whisky? 

The word "Whisky" implies its own value 
throughout history for it Is a corruption of 
the Gaelic word “Usquaebach" which means 
— "Water of Life"! 

' While it is first mentioned in 15th century 
documents, it is presumed that SCOTCH 
Whisky had been distilled for many years 
prior to that time. . ■ 

The average bottle of SCOTCH when' it 
reaches the consumer is a blend 'of two’ 
basic types of whisky. '' Between 30 and 40 
per cent is malt, produced by the "pot still" 
method by 112 distilleries, each with its, 
own flavor and quality, which provides the’ 
SCOTCH with its individual characteristics, •’ 
(up to 60 different malts can go into one 
brand). The other 60 to 70 per cent is grain, 
a spirit bulk produced from maize and bar- 
ley by 15 distilleries. 


• It is Scotland’s pure air and cbld climate,' ■ 
■ crystal springs, burn water, fine barley, fra';',;. ■ , T 
' ■' gVant peat fires and centuries-oid traditions, ’ ' 

skills, and secrets that have successfully 
defied, throughout its over 500 year history, 
the many attempts in different parts of the • 
v/orld to imitate its highly individualistic 
and sought-after flavor. ’ ' , 

Truly, SCOTCH Whisky can ONLY be made 
in Scotland. In it is a romance that has 
defied duplication ... in it is an uniqueness 
that has created a "seiler’s market"! , , ■. 

Other British goods' may have to contend 
V with corhparabie items made eisewhere, but ' 
drinkers'throughout. the world demand, and 
■■ • can' only‘'bbtain, 'SCOTCH WHISKY from ■ 


■; SCOTLAND! 
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SCOTCH Whisky exports in 1968 increased 
an incredible’ 37% in volume and’ 44% in 
value over the previous year to total 59,155,- 
000 proof gallons and $423,722,400 in foreign 
earnings.* ’ 

The U, S. Market took over half the total 
whisky exported, and shipments here were 
up 40% in volume and over 45% in value, 
which amounted to 33,254,000 gallons, val- 
ued at $224,225,000. {Source — Financial 
Times, London-— Jan. 29, 1969.) 

No longer a status drink for the rich alone, 
SCOTCH has become the mass "In Drink" 
for all income and age groups, and is one 
of the fastest growing in the U. S. Liquor 
market, 

The Economics Department of the Bank of 
America" in their 'OUTLOOK of the Distilled” 
Spirits" Industry, in May 1968 stated . , ir ■■ 

■ ' *■ 'J, ' •• '*■' ‘ . 

OUTLOOK — the Di&tilled Spirits Industry 
Economics Department — Bank of America 
N.T. & S.A. .. . • - 
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Consumption Will Increase . ' ' . , ; 

Per capita and total consumption of distilled spirits 
in the United States will continue the long-term 
uptrend through 1972 primarily because of a rela- 
tive increase in population in the 25-44 age group 
and in income groups with earnings over $5, ODD per 
year, the two prinoipai factors influencing consump- 
tion. Other factors in the social, economic, and 
political environment expected to contribute to the 
increasing rate of consumption are: a continued 
easing of legisiative restrictions on sales, leading 
to a greater availability of liquor in some areas; an 
increase in the number of women consumers; ag- 
gressive industry promotional programs; an increas- 
ing acceptance of social drinking; and the continu- 
ing trend toward more leisure time. Distilled spirits 
consumption tends to increase with the average 
level of disposable income, and indicators point to 
significant increases in this important factor. ; > 

Increasing demand for lighter distilled spirits will 
also be reflected in the whisky market, with con- 
sumption of Canadian whisky and Scotch expected 
to increase more rapidly than the use of domestic 
blends and straight'^ Consumption of Scotch will 
continue to outpae • anadian whisky primarily be- 
cause consumers consider Scotch a status liquor 
and because of an increasing availability of lower- 
priced brands made possible through bulk imports. 
About 55 million gallons of Scotch and some 36 
million gallons of Canadian whisky are expected to 
be consumed in the U. S. in 1972, representing 
increases of about 50 per cent each from 1967. . 
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Imports in Greater Demand 

An increasing proportion of total United States 
liquor consumption will likely be of imported dis- 
tilled spirits. By 1972, imports are expected to reach 
100 million gallons, an increase of more than 50 
per cent over the estimated 1967 level. An increas- 
ing amount of whisky will be imported in bulk form 
for bottling under "bulk" and private labels. Bulk 
whiskys are shipped in at 100 proof and then diluted 
to 89 proof for consumption. Savings on taxes and 
handling ailows these imported whiskys to compete 
effectively against lower-priced domestic whisky. 

There has been an increase in the consump- 
tion of SCOTCH, particularly in the U.S. 
every year since 1956 — (see Chart). . , 


’ ' Table 2A 

CONSUMPTION OF SCOTCH WHISKY- .I. w . 

; ■ UNITED STATES 1956-1972 ■ . 

■ ,, (millions of wine gallons)! ' ; 

Ji*.; . ' i- 

Year '.SCOTCH '•« 

■ ■■•J ’.i.". t,. .. , , . 

. 1956 , > :• . =,..13.6 ■ 

1957 

: ; .,;1958 ,16.2 . 

1959 ’ ’ ‘ 17.1 ' . ‘ 

1960 . ■ 18.5 , ' 

, 1961 20.3 ' 

1962 ‘22.3 ' ' . : ' 

V, ' ^1963 .'!'''';.;:;23.8'' • 

"■i964-'-v -"W'-' 

k- ' , *3 . I. .» I* ’ • * 

1965 * - • 31.9 ; - : 

‘-1966 x** 32.1" ■ 

1967*,. T*’ 36.4''; ■ .■ 

’::V.T:;'il9683 ■ - ^ ‘, 1 ' ^ 9.5 Vvt' 


iWine gallon is a* physical measure of actual volume' 
regardless of alcohol content ' 

■ • .S.'- , ■ &-, I-, -i-i V. 


^Estimate. >, 

» i.. . K. ■ \ 

-^Projection. 'Tv 
Source: Businesi 
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;Aiid .'how ; they 

demand it! 
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Lei’s look at the 
present supply an 

demand situation! 
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: duction that has already taken place there 
will be a tremendous shortage of matured 
Whisky in the 1970's . and Whisky matur- ' 
ing during that period should enjoy a val- 
uable and rich harvest! ' 

. . And all of this in face of greater world- 
wide demand for SCOTCH! I . ' i'- V '' 
All Right . . . Just What Can You Do to Take 
Advantage of This Intriguing Opportunity? 
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' ■gallons — gauged and charted exactly under 
Her Majesty’s ' Customs';and Excise Super- 
vision. The price per gallon is at the pub-’ 
Jished MILBANK "Current Pricing Schedule” 
In effect at the time of the transaction (the 
latest published Schedule is enclosed for 
your information). ' ’ 


That’s where 
MILBANK TRADINC 

^BhH;i.tP.^P!py,t':emer'dpus capital fo.finance in^,. 

^'ti^jij^t.verdories'of maturirig SCOTCH, over many ' ' ' '%f .’ v 

■^ft<.;?;.jears,_ before they could receive a return on ' j 

aetfAwe -'thA MSMtiMWA . 


■ Britain's economic conditions and resultant 
credit restrictions have caused hardship to 
‘■^'r'j’the Distillers, who have traditionally needed 


investment. The unexpected soaring in 
" ‘;r!,*.t,terest ratesj' coupled with tightening of the' 
. V !''. available money supply, has made it neces- ' 
, ■; sary to look for financial backing elsewhere. 
.However, in addition, it has prompted many 
l\ Distillers to curtail their production sched- 
■' ule. ' •; 

\ Projections are that 1969 production will be 
even lower than 1968's total. In face of con- 
tinuing credit restrictions in Great Britain, 
V. it seems certain that 1970 SCOTCH Whisky 
. production will be even lower than in 1969. 


■'.As, specialists, trading only in SCOTCH 
' ’ Whisky, Milbank Trading Company has de- 

■ veloped a simplified technique for cutting 
through the entangling snares of endless 

■ red-tape, eliminating confusing and compli- 
’..-.cated procedures. As a MILBANK client, 
y,., you will be able to take full advantage of 

,;,:the opportunities afforded by investing in 
SCOTCH Whisky/T;;:,V■••; .■-:;v.v,^W,.:':S.^ 

. . V , It is our aim and interest' to do whatever 'we' 
It is acknowledged and predicted as the ' , * , can to obtain for our clients the best pos 
consensus of the leaders of the SCOTCH sib profit with the least amount 
. Industry that due to the curtailment of pro- r ■ Therefore, we recommend the” 

;:,i ; . , . i ‘ ■ GRAIN whisky rather. than the Volatile rpa'it 

i. . .il; .'vf/' •ji.MILBAN sells Grain SCOTCH ’■ ' 


The "per gallon" price represents a total 
investment for the maturing period . . it 

includes al| our administrative and sales 
costs, communications, handling and coop- 
erage. Warehousing for three years, as well 
as two Lloyds of London insurance certifi- 
cates, one insuririg the buyer against fraud, 
.• error or ommission on the part of the Ware- 
_ housekeeper, and the other against any phys- 
'AASAiiA'‘‘ll«#i' • ’v^jcaj while the Whisky is in the gov- 

wlllcrS Illw piCIUlv ' ‘^'^’rerrirnent bond^^ The first is for 

' - “■ 'twice the amount of .the declared value 


(buyer’s investment), and the latter at the 
declared value plus 10% the first year, plus 
50% the second year 'and plus 100% the 
third year. • ’ ' * • . 

As a MILBANK client, you will receive: 

1. A receipt for the deterrhined amoum!; 

L, detailing— 

A. The number |^of barrels covered 
,'v' • B. The amount of the investment 
' . ; -;C. The name (or names) to be: 



.. i 
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We jointly sign a set of three Delivery 
Orders, which conveys Title to the Pur- 
chaser. One copy is filed at MILBANK 
Corporate Headquarters, one copy is re- 
turned to you as evidence of Ownership. 
The Original copy is forwarded to the 
Distiller's Warehousekeeper, where the 
actual Whisky has been stored under 
Government Bond (the Title will show 
the Distiller’s name and date of Bond). 
The Delivery Order authorizes the Ware- 
housekeeper to register the specified 
barrels in the proper names with the 
Customs and Excise Department of Her 
Majesty’s pdvernment. Thereafter, those 
. particular'barrels can be moved only on 
;your directive, accompanied by an iden- 
..tifying signature to match the original 
‘•’Delivery Orden ^ ‘ -V' 'V''’'. . 

within' a week to ten days from the Ini- 
tiation of your program, the certificate 
of title, (Delivery Order), is returned to 
you, giving you full ownership. 

You will also receive a "Copy of the 
Warehousekeeper’s Records, which cor- 
responds with the records at the Brit- 
ish Customer Service,’’ which lists the 
individual barrel numbers, their respec- 
tive contents, and total gallonage. 
Within approximately ninety days of the 
receipt of the Original Delivery Order in 
Glasgow, you will receive two Lloyds of 
London insurance certificates: one cov- 


ering fraud on the part of the Warehouse- . v There 
keeper and a second one covering any ; - you v 
' physical damage while the Whisky is in .. tinen 
the Government Bonded Warehouse, WhisI 

both documenting the name of the reg- You 

istered owner of the holdings as "The your 

- Insured." These Certificates state the WhicI 

name and address of the Government your 

Bonded Warehouse, the number and sale 

identification of the designated barrels, comn 

the date of distillation, the name of the 
Distiller, the amount of the original in- . ■ 

vestment (Declared Value), and stating - 

the period for which it is insured, (three ’ y 

■ ■ • years). ^ ■ _ ■ . f -: 1, ... > y 

5 • In addition, you will receive a Transfer., 'y-fy'y 
Certificate — issued by 'the Distillery, 

’ : . • showing the date of distillation, the bar- , . 

' : rel numbers,' the name and location of '•.'•‘yylyy/ 
' the Warehouse where the ’ SCOTCH Js y 
now maturing. This Certificate is con- 
firmation that proper registration and ' -y.!; 
transferance of the designated parcel ’ ’y, 

, has been completed. ( t 

• All of .this represent complete documen-.' v ' , 
tation, and full protection on the trans- 
action. 

All of the paper-work, administrative ,.pro;yvy-.,;', v^ 
cedure, necessary documentation, ’cpmrhu; 

'nication and delivery is handled by ‘^/ilL- y 
: BANK TRADING COMPANY, at no additipnaLy-' 
charge above the agreed ,,upori VbVchase 'ji'''’'y;Ty 


Thereafter, as a MILBANK client-— 'v..! 

■ you will be periodically informed about.per- '..i 
tinent information pertaining' to the SCOTCH y 
Whisky market. y .,y;' ,y >' 

You will also ' be 'contacted at'the tirfie 
your SCOTCH Whisky has reached maturity. , ; 
Whichever investment Plan you choose for 
your holdings, MILBANK will handle the 
sale or exchange — with no broker’s fee or 
commission.' . 
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How does milbank 
profit by this . . i 

MILBANK'S main interest in acting for the 
client at the time of maturity of his holdings 
is to help obtain the best price, and, con- 
sequently, the highest profit percentage pos- 
sible for the client. 

By so doing — MILBANK fully expects to 
sell more and more SCOTCH in larger and 
larger amounts. . 
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. , . When you benefit — we benefit 
When we benefit — you benefit , 
from this highly unique, intriguing new way 
to invest. - • 
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WHISKY 






For any additional information, references ' ’ 

or clarification consult— • vV 

MILBANK TRADING CO., INcl . .r 


For Priority Attention — CALL NOW! • , 

( 212 ) 428 - 26551 ^^ ^ 

.MILBANK 

TRADING CO., jNC. |ii n 

. 1 214-26 41 st Avenue Bayside, New York 11361 , ^ 'K .y . 
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Mr. Herbert Sorscher 
146 E. 88tt St. 
Brooklyn, N.Y. 11236 



' • SOPTHMOIIR 1960 traaing co., ina 

i. • Tlin SiirrLY and DEMAND PICTURE 

4 

It is a well known fact that Supply and Demand controls the Siark.et 
for SCOTCH WHISKY, just as it does any other commodity. The purpose 
of this report is to inform you of current conditions which should 
be taken into consideration prior to making vour purchase of 1969 
GRAIN SCOTCH WHISKY FILLINGS. 

I 

* TIIK DEMAND SITUATION 

According to official statistics as reported by the British Board of 
Trade: 

Scotch Whisky exports liavc amounted, during the last calendar year, 
to 59.1 million proof gallons as against 43.1 million gallons In the 
previous year, which rei)rescnts some 37 « increase. These figures 
do not include U.K. consumption which amounted to' a further 9.6 
million proof gallons. Total World Consumption was 68.7 million 
proof gallons for the year 1968. 


FURTHER: 

From the FINANCIAL SCOTSMAN, July 16, 1969: 

"Exports of SCOTCH WHISKY in May rose sharply by 32^ in volume to 

5.543.000 gallons as compared with May last year when they totalled 

4.197.000 gallons". 


THE SUPPLY SITUATION 

According to THE SUNDAY TIMES, published in London, May 16, 1969; 

"Distillers have cut back their production of Raw Grain Scotch Whisky 
from 90 million gaUbv.u in 1 966 , to an estimated 46 million gallons 
in the current year. On preliminary estimates, it looks as if pro-’ 
duction of Malt, as up to 48 million gallons in the current year, may 
exceed Grain for the first time since World IVar II. This imbalance 
will show in 1972-73, and if consumption continues to rise, there 
is likely to bo a shortage of GRAIN at that time". 


MILBANK TRADING CO., INC. 214-26 41st Avenue, Bayside, N. Y. 11361 (212) 428-2655 
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AAILBANK TRADING CO., INC. 

214-aS 41 st avenue 
BAYSIDE. N. Y. 11361 


CURRENT PRICING SCHEDULE 
Erfective - September 1st. 1969 

Note; Current pricing is at $2.60 per Original Proof Gallons. All barrels contain approximately 50 gallons. 


NUMBER OF BARRELS 

PRICE 

NUMBER OF BARRELS 

PRICE 

10 

$1,300 

150 

$19,500 

20 

2,600 

200 

26,000 

30 

3,900 

250 

32,500 

40 

5,200 

300 

39,000 

50 

6,500 

400 

52,000 

60 

7,800 

500 

65,000 

75 

9,750 

750 

97,500 

100 

13,000 

1000 

130,000 

Special Note: 





This schedule is Subject to Change Without Notice, and Subject 
to Availability. 

Per gallon price includes: cooperage, warehousing lot three years, 
two Lloyds of London Insurance Certificates with premiums paid 
for three years, all handling costs, documentation and registration. 
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MILBANK TRADING CO., INC. 

214-a6 41st avenue 
BAYSIDE. N. Y. 113S1 


currp:nt PRiciNc; sciihdule 

HlTcclivc - So n lomluT I si. 

; Current pricing is at ??..60 per Original Proof Gallons. All barrels contain approximately 50 gallons, 


Nl'MHI-R 01- BARRHl.S 

PRK'F. 

NlJMOliR Ob' BARRPiLS 

PRICF 

10 

SI, 300 

150 

$19,500 

:n 

2,600 

200 ■ 

26.000 

M) 

3,000 

250 

32,500 

40 

5,200 

300 

39.000 

50 

6,500 

400 

52.000 

60 

7,800 

500 

65.000 

75 

0,750 

750 

97.500 

100 

13,000 

1000 

1 30.000 


Special Note: 

This schedule i.s Subject to Change Without Notice, and Subject 
to Availability. 

Per gallon price includes: cooperage, warehousing for three years, 
two l.loyds of London Insurance Certificates with jireiniums paid 
for three years, all liaiulling costs, documentation and registration. 



Brilish Sell 
More Scolcli 

I ONDON — (AP) ~ Brit- 
iiin snltl 1'.! por I'l'tit more 
bidlch wlilsky in tl>c U.S, in 
the first luilf of tills yosr 
lompavcd to 1S)69, exporters 
have reported. 

U.S, drinkers consumed 
21.9 million p.allon.s up to 
.luly 1 compared to 19.5 mil- 
lion gnllon.s lost year. 
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Grain Futures Price^eachLJrnU mh^ 
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~ , nryt- nripr. nf futures to limit on Chicago Board of Trade yesterday, causing 0 ha}g|n 

wrta^ °'o‘ Sr grain o.»u,c.,. This .cn. Is .yplca. .. ...oh h.,.ic 

" ' 1' •' , , . -1— ir . #.««»}< nUrirl fht»lf* If1» 


n., wtiriAMTi SMirn Tlic Board of Trade offi- 

“ tj 2; 

yesterday on the Chic^o ^ comparable across-the- 


Board of Trade as all gram advance, ••mciuaing uie uong ueiuu: um bean mcni were qun;«. .u 

futures rose to limit mgos. announcement of the Mar- bell on the Board of Trade f ^bg upward trend, al- 


Tlio Board of Trade offi- more than 50 miliion bj'shois- 

^SL%"nHrrccor7sshoS grSns waralsoScted in 
r cSmparable across-the- the livestock markets, 
board advance, “including the r .nn,/ before the opening 


"'Traders switched their In- 
lorcsl 10 wheat, which soon 
reached its 10-cent limit. Soy- 
beans, soybean oil and soy- 


a comparable acro.ss-tne- un: uvuo.uw.. " . oeans, suyuuau u„ oi-u 

board advance, “including the Long hofore the opening bean meal were quick to 
announcement of_ the Mar- bell on the Board of Trad ^bg upward trend, al- 


serious blignt to me nuuua^ — - „ .. g^^n pit trying to piace pur- git 

com crop. . g however was not chase orders. At the opening reached or maintained m all 

"I’ve never scon anything . „ each grain the commodity shot up the trading months, 

like it in. my 42 m the ^ gh be ause^as^^^^ daily limit of eight cents a .. On the Chicago Mer an^ 


Sl^’lh^^Sn^U^Mg Mi; imit of^ight cents a 
business, Cnciries ho dnne There were bushel. . , 

Bache & Co. commented, could be none in futures prices also 


B COmmouuy anuv. ui-* \rauiM^ iiiuin-uj. 

ilv limit of eight cents a on the Chicago MercanUle 
ishel. Exchange live beef cattle con- 

Oats futures prices also tracts and frozen pork bellies 

- — j «t*ncrpn^r»rf liinit - 


IN GRAIN FUTURES 


Continued Front Page 47 

iiijidc sliiirp arivanci's, Gniin 
prices have been advancing for 
about three weeks on indica- 
tions that a fungus known as 
Southern Leaf Blight was ef- 
fecting the estimated 4.7 billion 
busliel national com crop. 

Over the weekend news sto-1 
ries reported that the blight had 
spread into the Midwest and a 
ouD of scientists said it could 


Wheat also would be fed to 
livestock diiu , imltry in in- 
creasing amounts. More soy- 
beans would need to be crushed 
and the meal used as an addi- ^ 
tivo for feed. t 

The record level of the na- 
tiou'.s livi'slock ptipulalion puls * 

additional n ressurii nii Uie-m-uafr- 

iiy,; 

-■ spell in the Middle West isii 

thought to be condusivc to the ^ 
spread of the blight and is an 

destroy !)0 per cent or more of added psychological impetus to ^ 

^'^^e^dcmand'i’or grain futures ^ the°^Bca?d oil’ 

rheory^“« cor^'becomesIcTce Trlde'^raised trading -^argins^; 
as a food and feed grain, the on all gram and live-stock con-1 
use of oats would increase, tracts. i 
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Cotiiniodities 
Grains, Soybeans 
Rise Daily Limit 
On Corn Blight 

CoiiiiiKulity l^'iiluiTN Index Up 
'To IliLtlu’sl Since HHiT in 
Sharpest (iain Since IDoI 

Livestock Coniraels Siirjjc 


• I'um Inl ;i Iii’o.hI 'ii Rnnn imtl Boy- 

lii’ in fului'i’s nil Mil' ('liu‘iif;ri noiii'fl of Triulc 
V. .ii r.l.iy ••iinul KiMu-mp; lonrs timl a loaf 
’'lij-hl. n'l'iirtra lo 111 '’ Bin'c-iuiins in tlii' Mul- 
Ml .Irni I'niii lirit, niifrlu rxtonsivi'ly fi.iniaHf 
U:r nilum'!- I'lirn croii. 

'I'lii' now .IniWB I’onmifKiity tuUirns inrli'x 
1,1;.. 'I'l lo uri.;;?. ilx Ini'.lirBl Irvnl sim'o l)oo. 
tl. Kin;, aiifl ilio Bliai'|ip.sl niip'ilny pain siiirc 
,|.io .x, I'.i.'il. Till' lohMiii’rB. moi'rnv'iT, wore al- 
mol .1 rovi 111!' Iioai'il iliMin oxoliaiipo olfi 
111!, l■Mllll,■|!^ll il'is wa.s lllP fii'Bl liiiir In niofp 
111 . Ill i:. Ni'.ii'B ilial HI many Irailinp niniillos liiii! 
iiiiii|i..| 111 llii 10)1 Ilf ilii' il.iily Iinul on llu’ 
oi'. i,.ii.', i.ill .Siiiiii' roulilii'l n.iiii'iiiliiT will'll 
I'll s il l.i,| .Bi'i'ii .>-11111 .1 oonri'nlriiii'il Iniyinp 
rU'l' 

\l! . 1 , nvi’i II '■ Ilf oiiin iii,-,i' 111!' ilailv li .ulinp 
Ill'll, I'li’lil I I'lils a IiiibIii'I; .ill ilolivoi irs of 
will'. II mill .Bnylicmi.B so.iri'd llioir ppi niillc’d lini- 
II ol in I'PIU.B a iiii.Blii'l. 1 l••||lll^p.B I'liiiU.iPl.-' niP 
pm pIi.ispiI for tiilliPP dplivrry in a .spopllipd 
ll’Olilli.l ilfti" rill"!' llinip liinil,' ii'i^ ci'IiIh n liiihli- 

I'l, 

n.iip yp.slpidiv nlli’i'nnnii difppioifi of llip 
r.iiilil ol 'I'l. nil' .|I .1 spi'i l.il lllPolmp nil iPII.Si'd 
iil.ii "m i Pipiii PiiiPiil.s nil a wide variely of ('run- 
i.'iiddii'fi 111 Mi'w of IliP "iii.ii'Im'I prp.s.siil'p.s," 
Iniliat nini'pin m Hip ainoiinl of I'.'i.'li a I'li'-loiilPi' 
nun I liavp in Iu.b aoioiinl wlipn lie. pla('p..s an 
orilpi' lo liiiy or .‘.ell a fiiliirps l•nnll•apl. The 
iilPi'('a.>,pd ni.ii'Rin.< ranped from five to .Bpvcn 
ppiii.B a liu.'hel in ilip iiullal marpln.B for 
w ii il, poni, oal.B .ind Miy.bP.in.B and SlOO ppr 
loiilr.ii't 111 .soylip.in iiieal, clioice .stppr.'i, iced 
lirodoi>i and for .ill .myhp.in oil poiilrai'l.a ps- 
I'l'pl Ihosp ii.idrd (or Aupinsl 1970 delivery. 
.Mmnlen.iiii-e .ind lu'dpinp and Bpre.idiiip mar- 
giiiB were also iiierpa.'ied. 

I'liKv.iid e Wil.wii. Hoard of Trade clinlr- 
111 , in .s ml. "W'p will I'onllnue to w.ilch llie mar. 
Hi'l i .iii'lully and will nialie furllier elianpex if 
1 I'l ea.i II y." All lii.il piil ineie.i.Ber arc effeclivo 
iiuiiii'di.ilply. lip .Bald, 

oiii'iiiips of I'lirn and oal.s, even at llie top 
of 111!' Iinul ini'rPase for llie day. were in short 
.‘•uppiv Al ll'p I'lose ol Iradinp, hroliers esli- 
iii'ilcd Unit liny ordPio for ahoiil -in million 
li'iidiel.'. of rorn -tile larpe.'.l amoiinl in .several 
yp.riB ui’ie left unfilled. They said if that 
niinv liuy oider.s were sHII on hand when the 
nniii.e' lippui'd li-.ri.iy ano'hcr slronp advance 
I'Oll'd he evnei'led _ _ 


III wheal and .inyheanB as well as .soybean 
proiliii'l.s, Mil'll ,'i.s oil and meal, periodieally fell 
.iw IV fiom llipir peilinp prires durinp the day's 
liadiiip. allowinp for an aelive exrhanpe he- 
iweeii Iniypi's and scller.s. .\l the einsr, how- 
.1 I, llie.'i' products also bumped the. maxi- 
iiiiiin permissitilo prire for the d.iy. 

.Mthoiiph only corn was direi'lly affeeied by 
the bliphl, tradcr.s noted that other grain prnd- 
11 Is 1 oidd aiT ii.s siih.slitiiti'.s for .some corn 
iisi s ll.'iii'e if eoi'n is in .short supply, il could 
HIP , 111 siili.sl,inlially hipher demand and prices 
for other livailahie prains. 

In yi'.slerd.iy's Iradinp, prices for all dcllv- 
ei'ii'.s of wheat, corn, n,ils, all soybean meal px- i 
I'l'pl nearby AtiRu,sl and .Inly snyhe.ins .sold at' 
ii'iord prici’s for this spa.son. All w'henl con- 




/ 


tract.H al Kon-sa.s City and Minneapolis also sold 
111 Hie .season's liipll, 

Mo.st of llii! ndvanees have come roeently. 
in ye.slerday's tr.'ulmp, oats closed up six cents 
a hu.shel, wiiieli made the tncrea.se 12.f) eenls a 
husitel sinee Aup.'V. -Soybeans were up tn ceiU.', 
on die day, or 11 'k eenls .smee Aup. 7. Wheat 
rose 10 eents a bushel, up eenls since Aup. 

anil .soybeans elo.scd up 10 eeni.s, luuHuip 
their inrrea.se sinee Aup, 7. H's eenls a bushel. 
Daniape I'l.stiiiuite.s Vary 

I'Xsiimaie.s of how much damape Ihe hhphl 
miphl cause varied widely. One pioup of .scien- 
li.sls jiliil seed proilueer.s meelinp :d the Htuver- 
.sdy of iJcurpla e.stimaled the disc.ise could de- 
stroy as intiih as OO",. of the I9i0 corn emp 
Hut an Aprii'ulliire l)cp.iriuii'nl spo|,e.Miuin 
said Ihe hliphl mipht ruin only ahmil lO'.'r of I he 
rop. 

•I’.olh sources said the .si'eliiii>ine,ss of Ihe dis- 
ease's impii'l would he hard to nil unlit the 
ei'iip was harvested. The Aprii".iUnre nepat'l- 
iiient anal.vsl said the next if) days lo two 
weelis miphl lie critical since dry, cool wcalher 
could rein I'll the spread of the disease. 

In W.'i.shinplon, meanwhile, Apruulinre lie- 
parlmeni officials plan a meelinp Inday of lop 
I'.xperis to a.sses.s the problem and what miphl 
be ilone about It. ' 

The (nnpiis iva.s first spoiled m .lutie of this 
year in some .snulhern .stales. 11 Ihen spread 
north lo corn crops. Arcordlnp In the Apricul- 
ture Department the. best delerrenl lo Ihe 
hliplit would have been In use hybrid variellps 
of rnr.i imnvilhc lo Ihe vlisease. Thill alieriia- 
jve, of I'Oiir.se, is loo Itile for this year's 
pl.inlerl t'l'op 

Tlnis far Ihe hippe.sl danvi'te seenl.s lo he in 
Ihe .Soillh. w'here w.lrin, humid we.ilher eu- 
cinirapes Ihe hliplil’s prowlh The fimpus has 
been tnuiid .'is far noilh as Wi.si'iinsiu, hut Us 
erteels me slill unl.nown in Illinois. Iniva and 
tinilan.i. Hie heart of llie loiii hell 
Solilhei'ii Illinois nil li.V Hliplit 

"r\s far ns I am enncerni'd, Sonthmn com 
leaf hhphl is a ptilenlially serious tlire.il," .says 
Mai Slmrlleff, a plant palholopi.sl in the AprI' 
elillural Onllepe at the Univei.silv of f'hnois In | 
.1) I'h.uiiir .‘.'Maw. fa r- laid, l;ow.-f.ia!_llia_ii>facUan. 
Will pii IS .1 hip qilostioii " lie e.slim lies Ilial 
ihiiiil liir; of Ihe eoinfields he vtsiled on a Inp | 
hi .sonihern Illinois Iasi weeK showi'.l stpiu of | 
Ihe hliplil. I 

tlniveislly and coinnierciiil "field wall.eis" j 
have .spolleal very liflle aclual damape yrl, 
however, accordin'; In Wilh.im Kronm. pie.su . 
dent of I. M. French X-. Cn„ a grain and feed | 
mrreliamh.ser in Champaipn. Ill, 

Corn and Us hhphl problems had wide re. 
percii.s-slons on .several other roinmoillties. | 
Corn is primanly used for livesloek feeding. , 
Trader.s figUferi Ihnl if eorii prices snared. I 
low-gi'fido whenl.s nmi oats would he in greater 
demand for feed. Soybean ineiil w'ould be an- 
other gainer. 

l.ive.stoeU futures snared. Here again. Irad- 
ers fell Ihnl prices for live animals would he 
hnnsled hy hipher feed eosl.s. The .same ren.som 
Ing .spurred heavy demand for ling, pork belly 
ami egg fulurea. Some trading nionlhs in tins 
group rose their dally limils, nuioiiniinp to It j 
eenls a pound, or $l.S0 a ion poitiuls. for hops 
and pork helltes, and one cent for eat lie. 

However, cash price.s for iiiosl of these 
prodiii'ls were mixed, n.s they reflected current 
demniid-tind-supplyeondilions, 


Hop Oellverles Hlse 

Hop rereipls at the 11 major terniiunls to- 
taled 'l.'i.tOil head, .sliphtly more than a w'eek 
ago and about 7 o}, ahead of a year earlier. The 
.sU(.|ily was ntnple and price.s were steady to 3.'i 
eenls a lon ponnd.s lower. 

In Chicago whole.snie pork ticllies closed un- 
ehmiged tn one rent a pound low'er, but hams 
were a little firnu'i'. 

Packer denuind fur live eallle in Clucapo 
advaiK'ed prices as mueh as '2.''i ccius a inn 
)iouud,;. Hut at some olhei' marl.i'ls huyuig 
lapped and prices W'cre steady to e.i'-v. 

Melal lutures were geiier.ill.v liriu. Tvadei's 
I’iled leelmleiU factors ns llic lumii ron.sun for 
huytuR. These nuirkcls had been under recent 
pressure, inflneneed hy weakness in the seeuri- 
lies market and a slowdown m demand for 
cash melals. 

Silver fulure.s closed eenls lo 2 rents an 





Markets at a Glance 


('D.MMOtilTY IMIKXKS , 

Dow .Jones l''iilnre.s- 11,') 27, up 2 99; l-ast ' 
year, 1,99.71. 

Dow ilones .‘spot — H9. SO. up 2.90: la<=t year. 
H3,'it. 

Ueiilers’ fulled KlllPdom - flSt.S. up 0.3; last 
year 632.9. 

fiTi'itt;.'; I'ltiCKs 

Hipher New’ Yoi k copper, silver, cnenn, 
.stiRiir, I't.iliniim and lines. Chlcapn w'hcal, 
rorn, oats, sovbi'iin... .soyhe.in od, soybean 
meid, fioren pork helhe.-., cillle, epps, ho'ps. 
iced hloders .ui.l Idaho polaloe,'; K ln.■..ls CUy 
and Mmne.ipoli.s ivheat. Winnipeg o ils, rye and 
fl.ixseed 

Irrepiiliir -• .N'ew Ynik froien or.inpe jniee 
roni'Piili ale. 

I.ower- New York eollnn. niieapn pinvood. 

ounce hipher in 6few York, I/iiidnn bullion 
dealers rai.sed silver pnees three cents an 
ounce. 

Copper futuie.s finished as much as 'v cent' 
a poiin.'l liiphei. | 

nealers in New York left refined < npper , 
tpiolnlions uni h.inpi'd, wilh .Seplember flelivery ; 
al fi.si.j cents a I'aiind. Scrap copin'r w'ns niv 
eluiMRod. 

In London, copper for .'pnl delivery coded ;il ' 
.671, ('cnls !i pound, up 1, ccni. and lor forward 
delivery Ihc (piola was ."lO eenls, lip ccnl, 

I'kdinuni fimii'os ended $2 lo $3. .60 an ounce 
hipher. I’allaiimm u.is in.o'iive. 

M.line pntain fuinres rinsed 1,6 e.'nts In 23 
eenls a P'O pounds Inpher. All roniraets were 
al seasnn luphs. nenuind for rnnlr.iets wms 
spurred hy reports of hnl dry we.iihcr over' 
large aieas of the Midviesl fall producing 
slalos. These rnndllloiiK pn.se a damage, threat- 
III the new ernp. Inidcrs said. ' 

All Irading months In cocoa fniiues rose the' 
limit of one eenl a pound. I'cssiniistu- reports 
on Ihe next Hriizdian cocoa crop, damaged by I 
■,*MeenHiv.,-4'Ninf*r*Mpii«'kei).bliyiop of fiiliireih— — — + 

The Nctlici l.imls i'e|)rirli'fl prindini.s icoic 
sninplinnl of coma hoans in .Inly were ahoiil. 
22'( above Iho.so ii year ago, piiinlnips foi' the' 
lil'.'il .seven niniilh.s of 1970 v ere appi'oxiiu.'ilelv ' 
3': ahead of I9a(i, This 9'cp.a'. t aksn eneourapciJ ' 
hiiynig of futures 

The p.iriicular eoneern about the Hrazilian 
erop .stems from the fart that nr.ir.d us the 
Hurd larpesi |Undueer of cnco.'i, exceeded only, 
by ii'hana and Nigeria. I 
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MILBANK TRADING CO. INC 

310 NORTHERN BOULEVARD 
GREAT NECK, N. Y. 11021 


Herbert Sorscher’ 

146 E. 88th St. 
Brooklyn, N.Y. 11236 







(f^ 




June 15 j 1970 

Mr. Stanley Vogel 
530 "D" Grand St. 

New York, NY 10002 

Dear Mr. Vogel; 

Thank you for your order given to our Mr. Walden. 

Enclosed please find the following documents: 

Confirmation showing balance due - 52532.^2 
Specifications of individual barrels 
Delivery Orders S2098 and 02099 

The six Delivery Order forms should be signed by both 
Stanley and Marian where marked "new owners". 

Retain the copy of the delivery orders wltl) Seal, -and 
return to us both GftIGINALS and both copies witliout the 
seal, together with your remittance in the amount of 
$2532.92. The copy of Delivery Order ff2098 and </2099 
with the Seal is for your files. 

As soon as the remaining documents are received from 
Scotland same will bo forwarded to you. 

Again, thank you, and we are pleased to include your 
name to our ever growing list of clients. 


Very truly yours. 









cc-Mr. Walden 
H.Sorscher 1. 





> , i 

May 19, 1969 

Mr. Norman Friedman 
1831 Grand Concourse 
Bronx, NY 


/ J 






Dear Mr. Friedman: 


Fnclosed please find the Title and a photocopy of the Specifications 
for each individual barrel of SCOTCH WHISKY, which has l,ee?i trans- 
ferred from our stock, and is now registered in your name. Also our 
check in the amount of $8.84, covorins the 3.4 gallons short Th^ 

'^eceijed^rrscruaj^ forwarded to you just as soon as 


I have also taken the liberty of enclosing s 
tion about SCOTCH WfllSKY, which I am certain 
ing and enlightening. 


omc additional 
you will find 


infornia- 

interest- 


□ 


mLkL°tLn informed with any information regarding 

market trends, etc., which is pertinent to SCOTCH WHISKY.- Wo will ^ 

also remind you when your parcel of SCOTCH lias reached maturity, and 
g e you an opinion and advice as to dispostion of your mature SCOTCH 

ciispose of your parcel of , SCOTCH, we will act as your, 
agent and effect whatever disposition you wish. There will be no 
commission or broker's fee for this 


service . 



for your order and inform you that anytime you 
have any questions, or I can be of service to you in 
have only to call 
comply . 


me, or drop me a note, and 


you 
I will 


any way, you 
be pleased to 


Very truly yours, 
MILBANK TRADING CO., 


INC. 






Carl Walden 

Investment Representative 


CW/pg 

cc-Mr. Sorscher 



i 


m 
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April 7, 1969 


Mr. Seymour Sorscher 
1209 Hast 7th St. 
Brooklyn, N.Y. 


p) 

y 




'ey 



Dear Mr. Sorscher: 


Enclosed please find the Title and a photocopy of the specifica- 
tions for each individual barrel of SCOTCH WHISKY, which has been 
transferred from our stock, and is now registered in your name. 
Also our check, in the amount of $4.16, covering the 1,6 gallons 
short. 

I have also taken tlie liberty of enclosing some additional in- 
formation about SCOTCH WHISKY, which I am certain you will find 
interesting and enlightening. ‘ • ' . • 

It is our policy to keep you informed with any information regard- 
ing market trends, etc., which is pertinent to SCOTCH WHISKY. We 
will also remind you when your parcel of SCOTCH has reached 
maturity, and give you an opinion and advice as to disposition of . 
your mature SCOTCH, When you wish to dispose of your parcel of 
SCOTCH, we will act as your agent and effect whatever disposition 
you wish. There will be no commission or broker's fee for this 
service. ' 

I want to thank you for your order and inform you that anytime you 
have any questions, or I can be of service to you in any way, you 
have only to call me, or drop me a note, and I will be pleased to 
comply. 


Very truly yours, 

MILBANK TRADING CO., INC. 


Carl Walden 

Investment Representative 
CW/pg 

■ cc-Mr. Sorscher 





I am enclosing photocopies of the Titles, documents, 
etc., which have been sent to our new clients. They 
are for your files. 

Also attached is a tape, adding each investment in- 
dividually, and the total is - $10,302.76. Please 
find my check enclosed in the amount of - $206.06, 
which represents two percent of the total invested 
to date. 

Thanks for your coo]icration , and I will be looking 
forward to hearing from you son. 


Cordially , 

MILBAiS’K TRADING CO., INC. 



civ/pg 



Mrs. Miriam Sor. 
1616 ivaltori Ave, 
Bronx, New York 



Dear Mi*s. Sorsclv 


F.iicloscci please t ^^lotocopy of the speci- 
fications for cacti 'cniYrei of SCOFCli ii'lllSKY, which 

has been traiis ferret! from our stock, anU is now rep.isterecl 
in your name. Also our check, in the amount of 3»27,04, 
coverinii the shortage of 10.4 gallons. 

I have also taken the liberty of enclosing some additional 
inforiria tlon about SCOTCH WUISKY ,,.wnitih ..I.-, am -certain .iyou,-.wil 
find interesting and enlightening. 

It is our policy to. keep you informed witli any informjition 
regarding market trends, etc,, which is pertinent to SCOTCH 
WHISKY. We will also remind you when your parcel of SCOTCH 
has reached maturity, and give you an opinion anti advice as .. . 

to disposition of your mature SCOTCH. When you wish to dis- 
pose of your parcel of SCOTCH, wc will act as your agent and 
effect whatever disposition you. wish. There will be. no ^ ^ » 

commission or broker's fee for this service. 

I want to thank you for your order and inform you that any 
time you liave any questions, or I can be of service to you 
in any way, you have only to call me/* or drop me a note, and 
I will be pleased to comply. 


Very truly yours, 

MII.BANK TRADING CO., INC. 






o 


March 31, 1969 





fn) 




y 







Mr. Harry Abrumovvitz 

550 Grand St. 

slew York, N.Y. 10U02 


Dear Mr. Abramcwitz: 


Pnclosed pleasd rind the Title and a photocei.y of the 

speciCications Con each individual '’y”' ' an,! 

W'T<?k:Y which lias been transferred from our stock, uno 
is now’re-^istcred in your name. Also our cneck, in the 
amount of‘"$8.32, covering the shortage oi 3.2 gal ons. 

T Tnvp also taken the liberty of enclosing some addi- 

■hoMl infer, nuUon about SCOTCH f.TlISKY, which I,™ 
certain you wil I find .interesting and enlightening. 

Tf is our nolicy to keep you informed with any informa- 
Hon re nirdiiv: market tUnds, etc., which is pertinent 
to '•’COTGl WHISKY. We will also remind you when your^ 
parcel of SCOTCH has reached maturity, and give you an 
m inion and advice as to disposition of your mature 
qrnTfH When you wish to dispose of your parcel of 

‘ wfwill act as your agent and effect _ whatever 
disposition you wish. There will be no commission or 
• broker’s fee for this service. 

I want to thank you for your order 

anytime you have any questions, or I can be ot service 
J^you! you have only to call t,o or drop a note, and 
I will be pleased to comply. 


Very truly yours , 
MILliANK TRADING CO. 


INC. 



tarl Walden 

Investment Representative 
CW/pg 

cc-Mr .Sorscher 









May 19, 1969 


Mr. Walter Giugolcl 
2321 Wallace Avenue 
2 83 Ax, Kew York 


Dear Mr. Ginjjold: 


lincloseci please find the Title and a photocopy of the Specifications 
for each individual barrel of SCOTCH WlilSY, which iias been trans- 
ferred from our stock, and is now registered in your name. Also our 
clieck in the amount of $15.60, covering the 6 gallons short. The 
remaining Documentation will be forwarded to you just as soon as 
received from Scotland, 


I have also takon tl>e liberty of enclosing some additional informa- 
tion about SCOTCH WHISKY, which’ I am certain you will find interest- 
ing and enlightening. 



It is our policy to keep' you informed with any information regarding 
market trends, etc,, which is pertinent to SCOTCH WHISKY. We will, 
also remind you wlien your parcel of SCOTCH has reached maturity, and 
give you an opinion and advice ns to disposition of your mature 
SCOTCIl, When you wisli to dispose of your parcel of SCOTCH, we will 
act as your agent and effect whatever disposition you wish. There 
will be no commission or broker's fee for this service. 

I want to tliank you for your order and inform you that anyti lO you 
have, any questions, or I can be of service to you in any way, you 
have only to call me, or drop me a note, and I will be pleased to 
comply. 


Very truly yours, 

MILliA.YK TRADING CO., INC. 


Carl Walcfcn 

Investracnt Representative 


CW/pg 



cc-Mr.Sorscher , 

V 
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TEU (212) 4.2B-2655 


MILBANK TRADING CQ., INC 

ai4-26 41 st avenue 

BAYSIDE, N. Y. 11361 , 

July 29,1969 


Mr. Herbert Sorschcr 
55 W. 55th Street 
New York, N. y. 


Dear Herb : 

Enclosed arc the. remaining documents, and pho^o copies 
of same for yout files for the Scotch Whisky purchases made by 
Seymour Lcibler, Norman Friedman and Walter Gingold. 

Will you please forward these documents to tiie proper owners? 

I have also enclosed several reprints of the newspaper article 
you rt quested. 

When you are ready to meet witli me, just let me know and I will 
bepleascdtodoso. 



Carl Walden 




May 26, 1970 


Mr, Harry Abramowitz 
SSO Grand St. 

New York, NY 10002 



Dear Mr. Abramowitz: 




In reference to your request to liquidate your holding’s of ten 
barrels of Dec. 1963 Scotch V.'hisky. I have a Dr. Milton Grover 
who wants to buy it for $2,80 per gallon. 

I have enclosed three (3) Title forms for your signature. Will 
you please affix your signature where indicatecl, cmi the lower 
right side of each form and return tlieui to uic , along with the 
.Transfer Warrant, Title, and both Lloyds insurnneo Certificate 
for the Scotch you own. 

As soon as I receive these I will arran(ie to got Dr. Grover’s 
check made out to you in the amount of - $ 13’.i 1 . h I . 

If I can be of service to you at any future dale, please let 
mo know. 



Very truly yours, 

Carl Waiclen 
cw/pg 

cc-Mr. Sorscher 



>' .J- 
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Herbert Sorscher 


CERTIFiED PUBLIC ACCOUNTANT 
55 West 4Snd Street 
NE'^YORK. N. Y. 10036 


WISCONSIN 7-2821 


September 30, 1969 


i'-r, Hugo K. '.ryudel 
1001 Nicl'ola? .‘u/onue 
Union Nev; '^orsoy O7OS3 


Dear Mr. Send el 


Mr. Walden of Milbrank Trading Co. Inc,, in the process of soliciting 
invostnients from some of niy cdicnts for investments in Scotch Whiskey 
has indicated that he recently liquidated a similar investment for 


you at a profit on a short term basis, 


Prudent counselling on my part dictates the possibiu need for a verifica- 
tion of this matter and I trust you will not feel it presumptuous of me 


in requesting ajme. 


Naturally any information you may supply will be held in the strictest 


of confidence * 


Thank you i'or your kind cooperation in this respect. 


Sincerely, 


"Herbert Sorscher 
Certified Public Accountant 


HS:aa 


i pUAlMtlFFS 

I 
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June 4, 1970 

Mr, Harry Abrainowitz 
550 Grand St. 

New York, NY 10002 . , 


Dear ’Ir, Ab'ramowitz: 


I am enclnsiiu' Dr. Milton Grover's chock in 
the anount oF^?1391.D4, made out in your 
iavor. This ciicck represents full payment 
for your ten (10) barrels of. S.cotch lyhi.sky. 

If you rind, in tjie future, that conditions 
oci'i'iit you, to ' yet Imck into Scotch, let mo 
knesw . 


Very truly yours, 

n I 


C'rri““aidon 


Civ/pji, 


cc-Mr. li.Sorscher 


j Exhibit 

I i 




n 


trading co>, ina 


September 12, 1969 


Mr. Hugo K Wendel 
1001 Nicholas Avenue 
Union, New Jersey 07083 


Dear Mr. Wendel: 

This will confirm our agreement o^l^st week, Thursday, for 
the purchase of your seventy (70) barrels of SCOTCH. Tnirty 
of these you have owned for about one year, and the other 
forty (40) for about seven months. 

Your total investment amounted to $9563.36, and we are , 

pleased to enclose our- $10,419.00 check - in full for the 
repurchase of same. 

The above gives you a nice Capital Gain profit of - $1055.64, 
or better than I'A for an average period of less than ten 

months , 

We acknowledge your letter and enclosures of the 4th inst., 
and same are now being processed in Scotland for the proper 

. transfer. 

We trust your present situation will soon be clarified, and 
that we can welcome you back on our books. 

You no doubt are aware of the projected acute shortage of 
SCOTCH from 1972-73 onward, and trust you will be in a 
position to take advantage of same. 


Very truly yours, 

MILBANK TRADING CO., INC. 


,. J.Ochs 


HJO/pg 


’resident 


V t&O 


cc-Mr .Walden 

MILBANK TRADING CO., INC. 214-26 41st Avenue, Bayslde, N. Y. 11361 (212) 428-2655 



September 11, 1972 


Mlbank Trading Co. Inc, 
310 Northern Boulevard 
Great Neck N.I. 11021 



Gentlemen: 

I represent a gronp of inrestorstmyself dnoluded) «ho purchased approximately 
200 barrels of Scotch V.hlskey through your organization in 1?69. It was 

I- ■(- tiinp t'liat thc^e barrels will be maturing this year, 

our understanding at tnat time tnau Tint...- 

/ 

Kot having heard from your orsanization relative to these maturing wiskoys. 

I have been uelegateu to inquire on their oenall (as well as my ovm) 

the method and proceedures that will be Involved as well as the appropriate 

time when thoso assets may be converted either to new holdings or liquidated 

as the case nay be. 

Please inform us as to what we may look forward to in the way of either ohoice 
and when these actual transfers or liquidations (at our option) will take 

place. 

Thank you for your cooperation. 


Sincerely, 






January 24, 1972 

Mr. Herbert Sorscher 
146 E. 86 St, 

Brooklyn, NY 11236 

Dear Herb: 

Please be advised that Milbank Tra'ding Co., Inc, 
has insured all barrels for four years. 

If and when your insurance, or that of any client, 
expires, you will be notified in advance. 


Very truly yours. 



MILBANK TRADING CO., INC. 310 Northern Boulevard, Great Neck, N.Y. 11021 (212) 423-2655 ■(516)466-9701-2 


I 


MILBANK TRADING CO., INC. 

310 NORTHERN BOUUEVARD 

great neck. n.y. iioai 


i 



"lu 




Mr. Herbert Sorscher 

146 E. 86 St. 

Brooklyn^ NY 11236 




' ' "W- 




September 29} 197^ 


Mr. Deeb 

Milbank Trodin?? Co. Inc. 

175 iji'aenwich Avenue 
Grtseiwich Conns 06830 

Dear ^’‘r. Deeb: 

I havo been referred to you, as the l^di^fWuel «ho is in a position to supply 
me v;ibh the informabioh as indicated below. 

. fvntremif' ■^nt'luded) who ouiTcliaaed approximately 

Bli5Saidrilt\Sat^tiL''ttet"th?Brb??fafs“S 

Sr£S?ilSSV 

SL”w-nsrAtheL''Isreto"a? bo^oo“yerted either to new holding,-, or lio,add-ed 
as the case may bt?. , 

Pleaseiinforra us as opoion) will 

choice and when obese actual transi.ro o. i-n^ 

take place. 

Incidentally Mr. Carl Waldin originally handled this tran-saotion for our 

accounts . 


Thank you for your cooperation 


Sincerely, 


H3:oa 
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irerbert Sorncher 


►^t****^ *»*••*• •• 


^ «-f>4 /b>m. 


I-:ay 11, 1973 

hr, 0 -".rl 7 a Id fen 

.Scotch lltiakoy;, :*;Xohf:n"o I'td. 
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Afclanua Gaorrsia 30374 ■ . " ’ 
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a:ii' Carl, 
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cos be ' 
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/ -rwvxi 'vov.: bln-ra 4'90 bsrrollsS. 

' j'or vo’.-r Inf ormbioji one' no r-n'r.c'eh your rnornop’ I nm onciend ‘n<" pbf)'..rr;u!> ■ 
cf iusb one Icrior sent to ons of iny oiionbn (ovory clion- recciwu; xid 

loH *J PXOUw UV i'ix VV 4 ..oii v.»w ■»>'uov.. v ./ 4 

. .. ..4‘ .• . . eev* . T 4 . »■ .. -J -f- • '^r’rV.NOl* V. ^ ’ 2 li Vj V I"* Ci li. S ' ■ 0.1/..*, » 

you \.’i 8h * Th-2^r.i2 Vvill d*^- no corp/iiis'^jion o*c V)roivx‘*./'^s f'^-6 for r.hi5 £UM’7xn0c* 
’.hit hnyuviOi,!. bo'uld.v pron;i 3 '-; ? 

Vhoro l3 also a J.atcer on J'.ilnonk suntionery unlor^^your •siyn-iburo( uooy 
furniobed on. I'csoun.-iU) Ant'iil3.9.u9 unci v-.rriouo otaor xoi/uvi'S a^uOu j.v, 0 jn.s 
■1371 ffdorin* to' soil l>o9 -faskey ot yriooo c.f -‘a, GO and ;3.90 an: nno 
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I'kvw Ifay '>03 lit 3 . s thlij . I'OOB ij.l 3 .bouk iiitond to Ice.op itn prbiiixne _d)oi.\t 
ncrvicink our rrouirorrionto end oxocbly whnt in this situocion yxth vou 
c>i;l then ? Until this ifro’-anni-. th.oy arn di.^'n'l.Mirln ' any onli'-a'iMon « x 
• 'ti not ooniOnsMi i v 3 .t''t j.nt.nrn iD. yn^riiO.'.. into '.i.i '‘-‘•u toi'Ti. tori jo of uor '-'i. 
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BAHAMA ISLANKS 
New Providence. 





» 

I, Alfred Paul of the Eastern 
District’ of the Island of New Providence, Messenger, 
•make oath and say that I was present and saw Edward 
'Dawson Roberts, Attorney-at-Law, Isabelle B, Russell, 
Secretary, Linda Margaret Snow, Secretary, Byrl Eleanor ' 

jf 

Collins, Secretary and Enid Phyllis Lowe, Secretary, 
all of the said Island of New Providence, sign and 
deliver the annexed Memorandum of Association dated 
the 24th day of July, A.D., 1967, for the purposes 


therein mentioned? and that I subscribed my name as 
the witness to the due execution thereof. 


»is;^//-« 


Sworn to this /(j O A. ’day) 

} • « « 

of July, A.D. , 1967. ) 
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r-EMOR.\NDUM OF ASSOC I A'C ION 
OF 

SCOTCH EXCHANGE LIMITED./ ,jr7 

The Companies Act. 

ComPi^ny Limited by Shares. 


i’ll y 
^ ' r>u:v ? 













CAKAMA5 


-^^-.•^7 V. 

1. The name of the Company is scotch exchange limited.^' ^ 

**<= 

2. The Registered Office of the Company ’Jill be sitiiate in th 
Bahama Islands^ in the island of New Providence, 

3 . The objects for whlch the Company is established are.- 




\ 

\ 


(1) To build or otherwise acquire and to operate and manage 5 


hotels* apsirtment houses, holiday camps, holiday villages, 


' and any other business providing lodging and/or board 

I • . • ■ » * 

and/or entertainment in the Bahama Islands and any other 
■ placa^ or places. * 

(2) To carry on any other business directly or inairectly 
connected with the operation and management of hotels, 
holiday camps, holidaj’’ villages, and the provision of 
lodging, board and entertainment, and without prejudice 
to. the generality of the foregoing works, to carry on 
the business of. hotel, .holiday camp, holiday village, 
restaurant, cafe, tavern, beer-house, refreshment-room, 

ELiid lodging-house keepers, licensed victuallers, wine, 
beer and spirit merchants, manuSacturers and importers 
of aerated, mineral, and artificial waters and other 
drinks, pwveyors, caterers for public amusements generally, 
proprietors of airplanes, vessels,, motor and other vehi- 
cles, garage proprietors, livory-s, table keepers, job- 
. masters, farmers, poultry and pig raisers, dairymen, ice 
manufacturers and merchants, producers, importers and 
brokers of food, live and dead stock, and colonial and 
foreign produce of all descriptions, hairdressers, per- 
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fumei's, chemists, dry clcsaiers, proprietors of clubs, 
baths, dressing rooms, laundries, reading, writing and 

newspaper rooms, libraries, grounds, and places of amuse- 

•i 

mant, recreation, sport, entertainment, and instruction 
.of all kinds, general merchants, agents for air, rail- 
way and shipping companies and carriers, cinema, theatrical, 
and opera proprietors and operators, and entrepreneurs . 
and general agents, and any other business which can be’ 

. con'veniently carried on in connection thore'uith. 

(3) To purchase, take on lease or hiring agreement, or in 

' exchange, ,or otherwise acquire and to hold any lands and 
buildings in ^ the Bahama Islandq or elsewhere, and any 
estate, or interest’ in, and any rights, connected with, 

■ ■ any such lands and buildings ’md to pay for the same in 

money or in 'the shares or .other secufitios of the Cc.mpany, ■ " 
. and to sell, lease, let 'on hire, develop such property 
. or otherwise t'urn the same- to the advantage of the Company <» 

(4) To divelop and turn to accomt any land acquired by or ir. 
which ’the Company is interested, and in particular by 

laying out and preparing the same for hotels, holiday 

» • 

' camps, holiday villages, apartments, motels, houses and 
other building purposes, constructing, altering, fitting 
up, and improving buildings, and by planting, paving, 
draining, farming, and cultivating the s^, and by 
adv6uzcing money to, and* outaring into contracts and 
• arrangements of all kinds with builders, tenants, and others. 
To construct, maintain, improve, develop, work, control, 
operate and manage any waterworks, gasworks, reservoirs, 
electric power and light supply works, telophono works, 
hotels, holiday camps, holiday villages, clubs, restaur- 
ants, baths, swimming pools, places of worship, places of 
amusement, pleasure grounds, race-tracks, totalisators , 
parka, gardens, reading rooms, stores, shops, farms, 
dairies, bakorlos, stables, garages and other works and 


3 


conveniences which 1;he Company may hhinlt directly or 
indirectly conducive to these objoctSo con^ \ 

\ 

tribute or othen'/iso assist or take' part-ln the con- \ 

■; struction^ sYaintenesnee^ devQlop.nsnt, working, control 

and management thereof, and vylthout limiting the generality 

of the foregoing, to construct, lay down, establish, fix 

and carry out all necessary pipes, cables, wires, lines, 

accumulators, maters, and other works necessary to pump, 

generate, accumulate, store, distribute, and supply water, 

* / 

gas, electrical, and telephone services of every kind to 
cities,^ towns, streets, buildings, and places both public 
'and private, and to charge for the supply of any such 

K k 

, Siervices, and to deal In all materials^ and apparatus 
r^uired for or capable of' being used in connection there-* 
with, 

i-' 

> 

(6) To construct, improve, maintain, work, manage, carry cut, 
or control any roads, pavements, wa 3 »e, tramways, omnibus 
lines, railvjays, branches or sidings, bridges, v;atercourses , 
manufactories, vrharves, docks, and other works and con~ 
veniences which may seem calculated directly or indirectly 
to advance the Company's interests, and to contribute to, 
subsidise, or otherv/ise assist or 'take part in the, con- 
struct! on, improvement, maintenance, working management, 

carrying oht, or control thereof, 

# • ' » 

(7) To carry on all or any of the following businesses, namely, 
builders and contractors, deciorators, merchants and 
dealers in stone, sand, lima, bricks^ concrete blocks, 
lumber, timber, hardware and other building materials and 
reguisiteSu 

(8) To purchase, charter, hire, take in exchange, build or 
other^^?ise. acquire and hold sailing, steam, motor, air 
and other ships, or vessels with all equipments and 

. furniture, or any shares or interests In ships or vessels, 
and also shares, stocks, and securities of any companies 
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• ' • 4 ‘- • 

possessed of or interested in, any. ships or veesels, 
and to maintain, repair, alter, sell, exchange, or let 
u,t to hire or charter, or otherwise deal with and dispose 
o,f any such shiips, vessels or shares or securities as 
aforesaido 

, To employ the said ships or vessels in the conveyance of 
passengers, moils, and cargo ha^een any ports or places 
in the said 'iahama Islands, or in any other part of the 
world as ms.y seem expedient and to tender for and acquire 
^any postal or other subsidies. 

To employ as ships husband and managing agent any person, 
firm or company, whether limited or not, and that although 
he' or thrjy mdy not be entitled to any sh^e or interest 
in the rjaid'^shi'ps or vessels or in^tho company. 

To con.';truct and establish harbour s,\docks witli patent and 
other slips, workshops, joinery shops, ''l^lding, machinery, 
warehouses, and other conveniences, and tq carry on the 
.busirioss of proprietors of docks, wharves, \atties, piers, 
warehouses, stores, and of engineers, dredgorV tug-owaers, 
and other businesses which can be conveniently carried on 
in' connection with the above, \ 

To carry on the business of general merchants and \;raders, 
'carriers by land, air and .water j shipowners, warehousemen, 
wharfingers, lightermen, stevedores, -axid forwarding agents,. 
To lend money, either with or wichout security, and 
generally to such porsons and upon cxxoh terms and con- • 
ditions as the Company may think, fit, tqd la particular \ 
to persons undertaking to bxiild on or. i^P'^nvo any property 
in which the Company is interested, and to tL'^ants, 
builders, and contractors. 

To subscribe for, conditionally or unconditionally, to 
undorwrlto, issue on commission or ofchoii’wiso, to assuik\ 
liability under, acquire by purchase or otherwise, and 
to hold, either as principals er agents and absolutely as 


' • ■ * 
ownors, or by way of collateral, security, or o^ervrlse, 

and to sell, mortgage, pledge, convert, exchangd^or 
otherwise dispose of or deal in stock, shares, bonds, 
debentures, end other securities or obligations of any 
government, municipal or other authority, or any indus- 
■ tri^, commercial, fihixncial, or other company, and to 
issue paid. up shares in payment or part payment of the 
purchase price of any stock, shares, bonds, debentures, '\^ 
or other securities or obligations acquired by the Company* 
Cl5)v To purchase or otherwise acquire, and , to hold,” sell, 

I ' t , 

eschango, lease, mortgage, pledge, charge, convert, turn 
to account', dispose of, and doal with property and rights 
of .all kinds,' and in particular mortgages, debentures, 
debenture stock,' stock, shares, bonds'^ p'atents, concessions, 
policies, options, contracts, produce, book debts, business 
coucems and undertakings, and claims, privileges, and 
ihoses in action of all kinds* 

(16) .To insure -with any other, company or person against losses, 
damages, risks and liabilities of all -kinds which may 


affect this Company* 

(i?) To carry on any kind of manufacture or trade, and to buy, 

sell and doal in goods, wares and merchandise of all kindsj, 

(18) To carry on a general financial agency, investment and 
brokerage business, and to net as agents and brokers for 
the purchase, sale, improvement, and management of any 
property, estate, business, or undertaking,* 

(19) To act as agents and brokers for any individual, company, 
firm, or court of law, for the investment, loan, payment, 
transmission, and collection of money, and to talco, re- 
ceivo, hold, transfer, and convey all property, real or ' 
personal which may be granted, convoyed, or committed to this 




Company. 
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(20) To act as' age. is or attorneys Tor the transaction of any 
business j- the investments and colloction of moneys j rents, 
interests, dividends, mortgages, bonds, bills, notes, and 
other securiticso 

(21) To guarantee or become liable for the payment of money, or 
fr ' the performance of any obligationso 

(22) To advance, deposit, or lend money, securities, and pro- 
perty, to or vith such persons and on such terms as may 
seem ei^edicht, and to discount, buy, sell, and deal in 
bills, notes, warrants, coupons, and other negotiable or , 
transferrahlo securities or documents o 

(23) To, promote, organise, manage, or dovolop, or to assist in 

' • • • 

the promotion, organisaticn , management, or development 
of aiiy company, syndicate, enterprise, or undertaking o 
(24-) To carry fii ar*y other business which may seem to the 
Company capable of being conveniently carried cn in 
I connoetioa with the above, or calci^aucd directly oi 

indirectly to enhance the value of or' render profitable 

r 

any of the .Conpany’s property or rightd^ 

(2?) To acquire and under talco the whole or any part of the 

business, property, and liabilitios of any person oi- cemp'any 
‘ carrying on any businsss which this Company is autho.* i*«ed .. 
to carry on, or posse'.?sed of pi-oporty suitable for the 
' purposes of this Companyo 

I > 

(26) To take, or otherwise' acquire, and hold shares in any 

other company having objects altogether or in part similar , 
to those of this Company, or carryiag on any business 
capable of being conducted so as directly or indirectly 
to benefit this Company. 

(27) Generally to purchase, take on lease or in exchange, hire, 
or otherwise acquire, any real tmd personal property, apd 
any rights or privilo£os which 'the Company may tliink 
necessary or ccavonicnt for the purposes of its business; 

'• . and to ' construct , maintain and alter any buildings, or , 

s ^ 

works, necessary oi' convcnic.\t for the pui'posos of this 


111 

it! 


I 

t 

! 


1 


K 

I- 


] 


I 
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* ^ * 

(28) To promote any company or companies fox* the ptirposa of 

• acquiring all or any of the property and liabilities of 
this Company, or for any other purpose which may seem 
directly or ln(;^irectly calculated to benefit this Company, 

(29) To sell or dispose of the undertciking of the Company or 

any part thereof for such consideration as the Company 
•may think fit, and in particular for shares, debentures, 
mortgages, or other securities of any other company 
•having objects altogether or in part similar to those of 
this Company,. ; 

(30) Tc enter into partnership or into any arrangement for 
rharing profits, union of Interests, cooperation, joint 

advcntxire, rociprocal concession, or otherwise, with ahi'’ 

• , ) 

person or company carrying on or engaged';, in, or about to 
carry on or engage in, any business or transaction which 
this Company is authorized to carry on or engage in, or 

■ ’ any business or ■transaction capable of being conducted so- 

■ , as to directly or indirectly benefit this’ Company, 

(31) To' anealgamato SdUk any other company haying objects al- 
together or in part simiiar to those of this Company, 

(31) ' To enter into any arrangements vrith any govoi'nmoats or 
authorities, supremo, municipal, local j or otherwiso, 
that may seen conducive to the Company's objects, or any 
of them; and to obtain from any such government or' authority, 
any rights, privileges, and concessions which the Company 
may. think it dooirablo to obtain, and to carry cut, 
exorcise, and comply with- any such arrangements, rights, 

' privileges, and concessions o 

(33) ^0 obtain any provisional Order or Act of the Legislature 

■ for enabling the Company to carry any of its objects into 
.effect, or for off acting any modification of the Company' s 
. constitution, or for any other piirposo which may scon 
expedient, and to oppose any proceedings or applications 
which may soom calcxaatod, diroctly or ’ indirectly to pra- 


' '.judicQ the Company' s interests. 




(3*f) To di'aw, malcQ, accept, indorse, discotint, execute and 
issue promissory notes, bills of exchange, bills of 
lading, uarrauts, debentures, and other negotiable* or 
; transferable instruments,, ' 

(3?) To invest and deal uitli the monoys of the Company not 
immediately req.uired upon such securities, and in such 
■ manner as may from time to time be determined, and to 
lend money to such persons and on such terms as may seem 
expedient, and in particiiLar . to customers and others 
hi -ing dealings with the Company, and to guarantee the 
performance of contracts by any such persons, 

( 36 ) To borrow or raise or secure the payment , of money in such 
manner as the Company shall thi^ fit, and in particular 

b 

by the issue of debentures, or debenture stock, perpetual 
or otherwise, charged upon all or any of the Company® s pro-, 
porty (both present and ilituro) Including its uncalled 
. capital, and to rodoem or pay off 'sui^h- se curl tics, 

(37) .To sell, improve, manage,' develop, exchange, lease, mort- 
gage, dispose of, turn to account, or otheirvise deal with, 

. a ?i or any part of the property or rights, of the Company. 
CJ8) To .remuaerato any person or company for services rendered, 
or to be rendered, in placing or assisting to place or 
. guarantdeing the placing, of any of the shares in the 
Company® s capital, ,or any doheaturos or other securities . 
of the Company, or in or, about the formation or promotion 
.of tho Company or the conduct of its business <> 

(39) To adopt such means of making knovmi tho business of tho 
' Company as may scorn expedient. 
ikO) Generally to do all such other acts and things as tho 

Company may thinl; incidontal or .conducive to the attain- 
ment of tho above objects or any of themo 
(4l) To do all or any of thef above things in any part of tho 
world, and as princlpxas, agents, contractors, trustees 
. or othor-wiso, and by or tlirgugh trustees, agents, or 
othonilso, and either alone or in conjunction with .others « 


9 


(42) To diDtrjfcv.ita any of thei property of the Company "i.n 

speciQ" among the membargo . 

•4 

,4p The liability of the mambors is limitedo 
5. Tho capital of the Company is B$ 5,00.0,00 dividsd into 
5,000 shares of Dipl.OO each, with pcwor to divide the shares in the 
capital for the tirr>e being into several classes, and to attach thereto 
respsctiveiy any proferential, deferred, qualified, or special rights, 
privileges,, or conditions and to modify or deal with in tho rrancer 
nsntloned in Clause 26 of the accompanying Articles of Association, 
but not other'./lse, any rights for the- tirra being attached to any class 
or cleisses of shares in the Company so that Clause 26 of the said 
Articles shall b!J.,.d6emed to ba incorporated herein and have effect 
accordingly. 


AddrosGGG and Descriptions 
of Subacribors .. 


Nassau, Bahamas 


Attorn ey-a t-Law , 





Nassau, Bahamas ' 


, Secretary. 


1 .' LlCi.c(c<, j'fl. ^/2c>iO 


Nassau, Bahamas, 


Secretary. 



.Nassau, Bahamas, 


Secretary. 




Nasoc-tu. Bahamas 


Secretary. 


Numhnr of Shares taken 


DATED the TWENTY-FOURTH day of JULY, 
WrrNESS TO the above signatures: 


BAHAMA ISLANDS, . ^ 
RematTfsr Gcnci'al 3 OfTico. 

t c til!! Rjci hj n tJ'J? f®py, 
orli'hial tJ* u < . . s. ' 


. y ^ (..ii 


Numnor of Shares 
takan by each 
Subscriber,. 


Five 


A.D., 196Y. 




m a m 


mam 
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■ BAHAMA ISLANDS, 

NEW PROVlDEiJCE 

I» LLOYD IFILL, Acting Aaalstant 
Regikrar General for the Bahama Islands, do hereby certify that a Memorandum of 

Association of „jSCOTCH..MCHANG.a..JUIMIIED.^ — — : 

has this day been registered in my office under the ■ 

I ^ , 

provisions of The Companies Act (Ch. 124) 

i . * . 

I 

* i t 

Whereby the said Parties have become and are an incorporated Company under 

1 • 

the name and style of S.Cp.TClL^EiJ?X'llAli6fc>...LJMiTF5Dx 

And I further certify that the Liability of the said Company is Limited. 

. . • 

Given under my hand at the City of Nassau the day of 




i 

I 






ii- 




-jjj - • •' 


OF’ REGISTER SHOWING THE NAMES , ADDRESSES AND OCCUPATIONS 
OF DIRECTORS pr Managers 


Carraen Whan 
Freeport, Grand Bahama 

Ellen Weinstein 
Freeport, Grand Bahama 

Philip Weinstein 
Freeport, Grand Bdhama 

Joseph La Monica 
Freeport, Grand Bahama 


President & Director 

Vice-President and 
Director 

Sedretary-Director 

Director 



N.B.- This statement rnust be sealed with the Company's Seal. 

Changes in Directors or managers must be notified from 
time to time as they occur. ' , • • 



- ' 

11,552/67 


SCOTCH_.£XCHANGE,. LIMX^ Comply, Limited 

STATEMENT 

made up to the 6 th , day of FEBRUARY 19 73 

beinjit the fourteenth day aucceedlnj; the day of the Ordinary general meeting 
or thj Pirrt Ordinary general tneeAing in 19 . thowing the following 

p>artic\ilar« : 


Sumamca and Chrirdan Naxoea 
of Mambera .1 Company 


WHAN, Carmen 
WEINSTEIN, Philip 
Jlk MONICA, Joseph 
raiNSTEIN, Sylvia 
WEINSTEIN, Ellen 
DONAHUE,' MATTHEW 


1. Amount'd capitaL 

2. ^um^r of ihore* into which capital is divided. 

3. dumber of aharec taken from commencement of company 
\ to date . , ' ' ' 

4. Amount of’ calls made on etich share. 

5. Total amount of calls received. 

C. Total amount ol calls unpaid. 

■7. Total amount of shares forfeited. 

& R«jrliicred 'Number of tho Company 


Addraeaea 

Freeport, 

G. B. 

II 

It 

If 

If 

It 

II 

II 

ft 

.11 

It 


BbariM bald by Mch . 

4,995 •• 

1 


Occupotloca 

Secretary 

Businessman 

II 

Clerk 

'Secretary 

Bpsinessman 


B$ 5,000.00 

5,000 at B$1.00 each 

I 

■ 5,000 

none 

none 

none 

none 


umpor 01 mo company | 11,552/67 

Persona who have ceased to be members aince Inst return waj made. 


Namea 


Addrosaea 


« 

eXxupationtf Sharoa held by stacb 


\ 

FEB « ICp ' I 




(Turn Cw) 


4 


'-f'. 


STATEMENT 


madeHi^. 


day of 


being the fourteenth day succeeding the dote 


of the Ofdino^ry'g'enerol meeting or the First Ordinory general meeting in 19 , showing the following porticulorsi 


Surnames and Christig^Names«4 
of Members of Componv-^^ 


Addresses 


Occupations 


Shares heid 
by each 


OOIY OF REGISTER SHOWING THE NAlisS, ADDRESSES AND OCCUPATIONS 

OF DtRKJTORS OR MilNAGERS \ 

carmen V/HAN Freeport, \ Pre 

Grand Bah ama V^r 


ELLEN WEINSTEIN 


PHILIP ^ffilNSTEIN 
JOSEPH LA MONICA 


\ President and 
\)irector 



,■ Viee-President and 
Director 

• Secr^aiy-Director 


Director 


SecriitS^ 



1. Amount of fopitol 

2. Number of shares into which capital is divided 

3. Number of shores token from commencement of company to date 

4. Amount of calls made on each share ■ • 

5. Amount of calls received ’ ■ 

6. Total omount of calls unpaid 

7. Total omount of shares forfeitdd, 




Persons who have ceased to be members since last return was made. 


Addresses 


Occupotions 


Shares held 
by each 


AHAMA ISLANDS, 
iRerdstrar OcTietal a Ofiicc. ^ 

‘ i coriify (lie fore;'-. rr.g to fco ft cepj oi sfi 


gfcjal s!cp!x;<ied lu tills oli'.cs, . 








r.v.t,> •/! . « r 


JMatMiiSitaiMiMi 


No._ii2li££^ STATEMENT scotch exchange ltd. 

made up to .he 29TH cloy of FEBRUARY ^^‘72 being the fourteenth day succeeding the dot 


Surnames and Christian Names 
of Menribfirs of Company 


WHAN, , Carmen 

■WEINSTEIN, , Philip 

LA M0NIG.A, Joseph 
VffilNSTEIN, SYLVIA 

WEINSTEIN, Ellen 
DONAHUE, >Iatthew 

DONAHUE, Anita 


1 

j Addresses 

Occupations 

Shares held 
by each 

Freeport, G. B. 

Secretary 

4,9% 

It »t 

Businessman 

.1 

II If 

, 

ft 

1 

tt 

Clerk 

1 

II II 

II II 

Secretary 

Businessman 

1 • 

1 

II II 

t 

Investor 

■ 1 

* 



/ 

f. 




1. Amount of Capital 

2. Number of shares into which capitol is divided 

3. Number of shares taken from commencement of company to date 

4. Amount of calls made on each share 

I • , 

5. Amount oh colls received 
■6. Total omount of calls unpaid 
7. Tolol amount of shares forfeited. 

^ J ■ 11,552/67 


Persons who have ceased to be members since last return was made. 


Occupations 


Shares held 
by each 












R • ■ ■*% 

J \ 




'■ \ 


V ■ 

K 


■ A 


■ \. . 


COPY OF REGISTER SHOWING THE NAMI5S. ADDRESSES AND OCCUPATIONS 

OF DIRECTORS OR MANAGERS 


Carmen V/han 
Secretary 

Ellen Weinstein 


Philip Weinstein* 


Joseph La Monich, 


Freeport, 
Grand Bahama 


Freeport 
Grand Bahama 


President and 
Director 

Vice-President and 
Director 

Secretary- 

Director 

Director 


fpe/ 




/Sed^^ary^ 


N®.-This statement must be scaled with the Company's Seal. 

Changes in directors or mnnagera must bo notified from time to time as they occur. 


BAHAMA bLAJ’>!DS, 

Registrar Ge-neral's Oiiico. ' ■ •. _ 




* v.'*^ ^ ocaersj 


^ _..SC.OT.CU.mH;AJ}.CK Limited 

STATEMENT 

made up to the 2nd day of August 19 71 

being the fourteenth day succeeding the day of the Ordinary general meeting 
or th? First Ordinary general rheeting in 19 71 ' *ho'wing the following 

particulars! 


Addresses 

Freeport, G.B. 

n It 


gurnamM and Christian N?mcs 
of Members of Company 

CARMEN WHAN 
Philip Weinstein 
Joseph^ La Monica 
Sylvia Vfeinstein 

% 

EHen V/einstein 
Matthew Donahue 
Anita Donahue 


(1.) Amount of capital. ' ' 

(2.) .Number of shares into which capital is divided 

(3.) Number of shares taken from commencement of 
company to date. . 

(4). Amount of calls made on each share. 

(6.) Total amount of calls received. 

(6.) Total amount of calls unpaid. 

(7.) Total amount of shares forfeited. 

(8.) Registered Number of the Company. 


Occupations 

Secretary 

Businessman 

It 

\ 

dlprk 

Secr'^i^ary 

Busines'^i^ 

Investoi'X, 


Shares held by' each 

4,995' 

1 


B$ 5.000.00 

5,000 a t B$ l.OP each 

5,000 \ 


none 

none 

none . 

none 

11,522-67 


Names 

Wong, ,Jack 
Russell, Isabelle B 
Snow, Linda Margaret 
Gollina, Byrl Eleanor 
Lowe, Enid Phyllis 


Persons who have ceased to be members since lost r.cUim was mode. \ 

AHriresses Occupations Shares held by each 


Addresses 

Occupations __ 

Freeport 

G.B. 

Businessman 

Nassau , 

Bahamas 

Secretary 

II 

n ' 

It 

i 

tl 

II 

tl 

It 

tl 

It 

, 1 





4,996 

1 


(Turn ,Oysr) 


' r- 


1 i if 


• I i :• ■ 




COPY OP REGISTER SHOWING THE NAMES, ADDRESSES AND OCCUPATIONS ■ 

OF DIRECTORS OR MANAGERS \ 


Gerald N. Capps, . Freeport, Grand Bahama, 


Freeport, Grand Bahama, Attorney 

President, Treasurer and Director. 


‘ De.na Lippy, 


Freeport, Grand Bahama, .Secretary 

Vice-President, Secretary and Director. 


^ 




. .■ Secretary. 


BAHAMA JSLM4DS, y 

Recn&trav General’s Office. . 

it certify die fore'-, flag to to a t£WO 
c?k*^Sn*il rtcw.ir.U-ti In tl'-h oH’tC9< -•‘-r." 

Z*-f GciiC'rwi '* 


N.B. — ^Thia statement must be t^oalcd with the Company’s Seal. 

Changes in directors or managers must bo notified from timo to 
time as they occur. 






11,552/67 


" W . 


' .Limited 

STATEMENT . ,'i 

made up to the 9th day of August, 19 6? 

Hieing the fourteenth day succeeding the day of the SkdlHaryxgffliEKii 
KiKKtiijgxoixtht! First Ordinary general meeting in 19, 67 , , showing 

the following particulars: 


Surnames and Christian Names 
of Members of Company 


Isabelle -B . Russell 
Linda Margaret Snow 
Byrl Eleanor Collins 
Enid Phyllis Lowe 


Addresses 

Occupations 

Shares held by each 

Nassau, Bahamas 

Attorney 

1 

11 < “ 

Secretary 

1 ' ■ 

II • II . . 

• t 

'li n 

1 ' . ‘ ' 

!T . IJ 

II 

1 , • 

II II 

II 

1 

i ' 

, 1 

« 

t 

. 


(1.) Amount of capital. 

(2.) Number of shares into^hich^apital is divided. 

(3.) Number of shares taken from commencement of 
company to date. 

(4.) Amount of calls made on each share. 

(6.) Total amount of calls received. 

(6.) Total amount of calls unpaid. 

(7.) Total amount of shares forfeited. 

(8.) Registered Number of the Company. 


.000 • 
5 


■ \ NIL 

\lL 
NIl\ 
Nl\ 

11,552/67 


Persons who have ceased to be members since last return was made., 
Names Addresses Occupations Shai 


N .1 L 


Addresses 

Occupations 

SharesXheld by each 


v' . : '• ’ .■> ' ■ 

\ 

\ 

■„ \ 

• I?.'*'' .V 

j' 

) a* f;.'- ‘ * 


1 

\ 




(Turn Over) 



Mr, Lawrence M. Wyniie 


20th May, 1970 


Will you please let me have, in due course, a certificate from th^ 
Registrar General when the company has been registered and evidence from 
the company’s auditors that the shares have been issued and paid up in cash. 

Yours faithfully. 


ermanent Secretary, 


BAHAM>: lSi:AIMpS, 




MINISTRY OF FINANCE 

P.O, Box 4868 • 

I^ASSAU, BAHAMAS 

FIN. 402. 364 

NO^ 

IN REPLYINO PLEASE 
QUOTE THIS number 



OFFICE OF THE MINISTER 

20th May, 1970 


Mr, Lawrence M. Wynne 
Post Office Box 270 
FREEPORT, G.B.I. 
Bahamas 


Dear Sir: * 

Re: First Credit Bank Limited 

Further to correspondence and discussions in 4;l'ds connection, I am 
directed to inform you that Government has agreed that, in accordance with 
section 6 of Tlie Banks and Trust Companies Regulation Act, a company entitled 
"First Credit Bank Limited" may be registered and may remain registered 
provided that witliin two months of the date of registration it has been licensed. 

It has further been agreed that, ih^accordance with section 5 of 
that Act, First Credit Bank Limited may issue shares to tlie value of 
$320,000 to, or to nominees of, Philip Weinstein, and shares to the value of 
$80, 000 to, or to nominees of, Norman Weinstein. 

It has also been agreed that provided it has been incorporated and 
the shares referred to above have been issued and fully paid up in cash, then 
First Credit Bank Limited may be licensed to carry on banking and trust 
business subject to the conditions that: 

(i) it does not Solicit or receive funds from tlie public; 

(ii) it does not receive funds from, or carry on trust 
business on behalf of, any person unless such person is: 

C 

(a) One of its shareholders; 

(b) A company owned and controlled by one or more 
of its shareholders, or a shareholder of any such 

• company. 





/ 


j No. 11,552/67 


SCpTCIL,.EXC,MN.GE Limited 

STATEMENT 

) 

made up to the 7 th day of August, 19 69 

being the fourteenth day lucceeding the day of the Ordinary general meeting 
a 5 s;tte:®wK: 0 » 4 loarjc::gi>B^^ in 19 6 9 • ahowing the following 

particulars: 


Surnames and Christian Koinee 
of Members of Company 

Jack Vong 

Isahelle B. Russell 
Linda Margaret Snow 
Byrl Eleanor Collins 
Enid Phyllis Lowe 


Addresses 

t 

Occupations 

Freeport, G.B. 

Businessman 

Nassau, Bahamas 

Secretary • 

' " 1. " ' 

' II ' 

It II 

• ** 

* 1: 

fi ^ ft 

II t 

* ^ 



Shares held by each . 

^,996 ■ 

1 


1 . Amount of capital. « ■ 

2. Number of ehares into which capital is divided. 

3. Number of shores token from commencement of company \ 

to date. ■ ’ 

4. Amount of calls mado on each share. 

5. Total amount of calls received. 

6 . Total amount of calls unpaid. 

7. Total amount of shares forfeited. 

& Rofflatorsd Number of the Com pany 




Persons who have ceased to be members since last return was inode. 


Names . 


Addresses 


Occupations 


Shares held by each 






(Turn Over) 






, r ■ 


J 


copy OF REGISTER SHOVING THE N AMES, ADDRESSES AND OCCUPATIONS 

OF DIRECTORS OR MANAGERS 



Joseph La Monica, Freeport, Grand Bahama, Businessman 
, President and ■ Director'' 

Sidney B. Gilbert, Freeport, Grand Bahama, Businessman 

Vice-President and Director 

Jack Wong,. Freeport, Grand Bahama, Businessman 
Secretary, Treasurer and Director. 



BAHAMA . 

Regir.lrar General o rew es 


ori^lnsl tlei-sAiisd la ttl’ <'*1^''" 




* i**’****'*' 

-T/y/iz 






N.D.— Tliis statement must be sealed with the Company’s Seal. 

Chances in directors or managers must be notified from time to time as they occur.. 




rt****- 





1 






- — 


rr??*' 




I 


, I 


• / 


n 





26th July, 1967\ 


Nassau, Dahs 

r- 




i«. 




The Registrar Genei’a!, 
The Registry'.. 

Nassau. 


/ 


Dear Sirs 


w.. 




\ 

\ 


' Pursuant to the pro'/lslons of Section 33 of The 
qompan'.es Act, 1 liave the honour to inforia j-ou that the 
Registered office of SCOTCH EXCHANGE LIMITED 
is sltuato In the Chen&Grs of B„ Da^s'son Roberts on the 
Sou:.hwast Corner of Bay and Machoy Streets in the City of 
Nassau in the Island, of New Providence. 


Yours obediently, 




.-r-. 


L. 


Secretary, 


epy 


. . . ' ■>" 

-s • 

N-O'' ' 

i,j • V 


BAH A iVlA ISLANOvS, 


iV-v 


F(e. i Gtrar Gei, e :cVs O n 'ice, ^ 


\ 


viQ\; fi ICo; 


« I 


>,: 3 sJ.’r. 1 ^ . .... • 






.. ™ ... . •■' T‘ A ^ 


